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J. H. Williams Advocates One 


Association 
EDITORIALS—Settle Them Next Spring—-Market 
Peculiarities—Value of Continued Interest-—Ford’s 
Five-Day Week—For a Government Loan—Listen- 
ing in on Future Needs. 


Cost Accounting Method Works to Advantage 
C. F. Harvey 
Taking a Look Under the Salesman’s Crust 
C. I. Henrikson 
Miami Supply Houses Hard Hit by Hurricane 


Valves and Fittings Demand Proves Irregular 
Joseph H. Barber 
Credit Man’s Side of the Business Explained 
W. A. Spitler 
Mill Supply Business in Arizona is Growing 
Ruel McDaniel 
Acquaint Buyers with the Head of the House 
Fred Counterman 


“THE MILL SUPPLY SALESMAN” SECTION 


Choose Reliable Pacemakers and Stick 
Frank Farrington 
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Salesmen, Know Your Goods 
B. C. Reber 
Serving Counts for Much in Selling 








A. J. Huch 
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*, Entered as second-class matter August 3d, 1917, at the post Published by The Crawford Publishing Co., 
Office at Chicago, Illinois, under the act of March 3d, 1879. 537 South Dearborn Street, Chicago, Til. 
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SCIENTIFIC LUBRICATION 


In the operation of machinery of any kind, the 
elimination of friction through proper lubrication is 
a most vital factor. 

As modern industry has progressed, and labor sav- 
ing machinery has become more and more a part of 
every industrial program, the subject of proper lub- 
rication has developed into a science by itself. For 
the life of any piece of machinery depends on the 
efficiency of its lubrication. 

For nearly half a century this organization has spe- 
cialized in designing and manufacturing lubricating 
devices that best meet the individual requirement of 
all the various types and kinds of machinery. 

You can have the hearty co-operation of our en- 
gineering department whenever you face difficult 
lubrication problems. 


Feel free to consult with us fully at any time. 


DETROIT LUBRICATOR (OMPANY. 
DETROIT, U. S. A. 

















Vise illustrated is No. 604, sta- 
tionary jaw and swivel base. 


Trade Mark Reg. U. S. Pat. Off. 
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BIAN VISES 


\ ’HAT a difference there is in vises 

when you get them on the bench. 
It’s what a vise will DO, not what it 
COSTS that counts then. It’s on the 
bench that the vise made to meet a price 
comes to trial. 


Columbian Vises are made of malleable 
iron which has twice the tensile strength 
of cast iron. Special construction insur- 
ing added strength and durability anda 
number of exclusive patented features 
make Columbian Vises the choice of 
mechanics who love good tools. 


THE COLUMBIAN VISE 
& MFG. CO. 


Successors to The Columbian Hardware Co. 


CLEVELAND, OHLO 
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That’s what builds profits. If you carry several lines of industrial 
brooms and brushes with duplicating items, slowing down of stock 
turnover is bound to happen when the less popular stocks fail to 
move. Change that situation now! 


Standardize on the CAPITAL Line 


The CAPITAL Line of Brooms and Brushes covers practicaliy 
every industrial requirement. Years of experience among America’s 
leading jobbers proves that the CAPITAL Line is the easiest-sold 
and fastest-selling. Its high quality builds steady repeat business. 
You can make the CAPITAL Line one of your biggest moneymakers 
by stocking it, exclusively. 

Send for Catalog 17, and detail of our busi- 

ness-building sales co-operation program. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Established 1890 Indianapolis, Ind. 





SAFETY —1 must be SAFE in operation! 
SIMPLICITY —It must be SIMPLE in design! 
STABILITY _, t must be STRONG in construction! 


The THREE ESSENTIALS necessary in every 


Safety Hopper Car Wrench 


and the 


SWACO 


Meets all requirements—100 Percent! 





Price. 





MILL SUPPLY DEALERS: The SWACO Safety Hopper Car 
Wrench shows you a REAL PROFIT—33 1 3% on Selling 











SAFETY WRENCH & APPLIANCE CO.  axoxcitSerrs 
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A good 
general catalogue — ' 
will do more | 
for your business 
during the 
next five years 
than an additional | 
road salesman— 
and at a fraction 
of the cost 











Jobbers Catalogue Department 
The Lakeside Press 
R. R. DONNELLEY & SONS COMPANY 


31 PLYMOUTH COURT ~ CHICAGO | t 
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“TOLEDO’ —THE PIPE MACHINE THAT ACTUAL 
4 — or TESTS PROVE SUPERIOR 
if 
There is no doubt about the superior efficiency of the “TOLEDO” 
} No. 1000M for cutting, threading and reaming 1%” to 2” pipe. 
; Actual tests prove it—service confirms it—and customers vouch 
| for it. Me . * 
A Kansas operator advises: “Our foreman on the job where we have this fi “a 
machine claims it has paid for itself up to this time, and we can agree with him iva ie: 
according to his time slips. s th 
An Iowa contractor writes us that: ‘‘We consider it i 3 
has more than paid for itself... And from Lima, Ohio, f . & 
we hear that: “This has been the best tool ever placed te L. 
in my shop.” 
We are prepared to furnish you with sales- 
| men’s portfolios describing this machine, and 
assist you in securing this business. If you 
are interested in getting your share of this 
future business, let us explain how we will 
co-operate with you. 
4 THE TOLEDO PIPE THREADING 
‘ MACHINE CO. TOLEDO, OHIO 
4 New York Office, 72 Lafayette St. 
a ' Die Heads Are 
‘ Changed Instantly 
f and the Pipe Is Reamed 
Ey as It Is Threaded 
| 
4 
id | 
8 | . 
id | 
; | 
i i 
f | 
z ' 
2 
s HIS Double Ball Race Caster is typical of the Bond 
4 Line of Anti-Friction Truck Casters. It will carry | 
4 heavy loads without damage and will swivel freely 
ey . 7 . . 
; Patented when loaded. All strain is taken from the King Pin and car- 
3 ; > ' 
Double Ball Race cied by the sturdy Ball races. It is the standard Caster for 
a all-around use in the industrial plant. 
Type 
> . . . . . 
a The Bond line of Truck Casters is complete, including a type 
i Psa Ae gp scientifically designed to meet every possible requirement. 
aster catalog— con- 7 i 
A | tains a wealth of helpful Our Service Department will gladly recommend the type 
information. best suited to your particular needs. 
| BOND FOUNDRY & MACHINE CO | 
, | 
, Manheim, Lancaster Co., Pa. 
New York Office: 256 Broadway 
Chicago Office: Reeves-Bond Sales Co., 39 S. Clinton St. 
EE —_ _ 
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| THANKS FOR | 
THE BUGGY- RIDE! 





“Thanks For The Buggy Ride—I’m Selling 
On ‘High’ Now With Skayef Surveys” 


T’S not risky business to change cars in the middle of 


the road when material advantages are to be gained. 
Time was when old-fashioned selling methods could be 
counted on to bring in a fair share of orders. The new 
standard of the day in modern business is—get the 
facts and concrete information before investing in new 
equipment. That's where the jobber of Skayef Self- 
Aligning Ball Bearing Hangers and transmission appli 


ances is one jump ahead of his competitor. 


His men start from scratch fully equipped with vital 
information which the prospective purchaser, be he “fair 


“hard-boiled,” 


and easy going” or usually responds to— 


o3KEF 


MARKED 


dollar and cents savings! This matter is compact, easily 
handled—just 116 pages, letter size, with cover. It con- 
tains the certified facts and figures of just what Skayet 
equipment has accomplished in the plants of 17 manu 
facturers in widely different lines. Comprehensive index- 
ing makes every vital factor instantly available. And— 


every bit of this material is O. K.d by an executive of 


each plant! 


Just swing around and ask your “steno” to write us 
for full particulars of our proposition. It’s the first step 
toward what you and your salesmen will be interested 


in—bigger business and profits. 





HANGERS 


Ball-Bearing 


i 





S31KF INDUSTRIES, INCORPORATED, 165 Broadway, New York City 
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ig Buyers— 


usually have a worthwhile advantage 









New York, 15 Warren Street 





Saving Time 


Big buyers are not always the largest mer- 
chants. Some are big because they concentrate. 
But big buyers, whether large merchants or 
small, are usually the ones who make the most 
money. One reason is that they get more profit 
from their time. By confining purchases wher- 
ever possible to a single reliable source, they 
save time. This time they use to study better 
methods, to develop selling plans or seek a still 
wider knowledge of markets and their sources 


of supply. 


[t Pays to Be a Big Customer 


No merchant or manufacturer deliberately 
slights any part of his service to a small cus- 
tomer. Yet business profits do rest on volume 
and as long as this is true, big customers can 
demand, and usually get more attention than 


small ones. 


Scattered buying makes you a small customer 
of a large number of concerns. Concentrated 
buying makes you a large customer of a few. 
Which Pays Best? 


Come 16 


You Can Concentrate Small 
Tool Buying 


In the small tool field particularly, you can 
enjoy the advantages of concentrated buying 
and you can become a big customer. You prob- 
ably now stock one or more lines manufactured 
by GTD. If your experience is typical, your 
customers have found these tools satisfactory. 
They are made with the utmost care. Their 
reputation is protected by exacting inspection 
and constant research in our laboratories. 


So if GT D screw plates, taps or pipe wrenches 
please your trade, is it not likely that they also 
will feel safe in buying GYD dies, vises, cut- 
ters, reamers or drills? 


Many Other Advantages 


There are many other advantages in concen- 
trated buying. Consider your ability to hold 
one house responsible all the way through. Con- 
sider the time and cost saved by one order, one 
shipment, one freight bill, one cartage charge, 
one checking and one line for your clerks to 
know. This is why we urge you to “Come to 
Headquarters” and let us work with you. If you 
do not have catalog No. 49, let us send you a 
copy today. 


/ Greenfield Tap & Die ( orp 
Greentield, 


Mass. 









GREENFIELD § TAP AND DIE 
CORPORATION 


“GREENFIELD. i ‘MASS.,U.S.A. 


Detroit, 224-226 W. Congress Street 


Chicago, 13 So. Clinton Street 


Please send me a copy of your catalog No 
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With Facts Lik 
acts Like . ] 
Wouldn’t Buy? , , 
There are big husky Bristol fasteners 
for power drives—made to hold and 
TRONGER, last longer, run truer, trans- stand up under constant strain. 
mit more power, weigh less, and are 
more solidly weeny _ the facts And, smaller sizes to join the ends of 
about REEVES Wood Split Pulleys. They . . 
will out-perform and out-last any cast iron all SIZES and kinds of belting down to 
or steel pulley ever made. And they are less 1,16 inch thickness. 
expensive both in original cost and mainte- — : ? 
nance. They grip the shaft and grip the belt. Use Bristol’s for emergency repairs, | 
They cannot slip or strip. for taking up slack, and on new in- | 
Think what tremendous advantages belong to stallations. 
REEVES dealers! With facts like these be- 
fore pulley prospects—who wouldn't buy? Is With a few boxes of Bristol fasteners 
it any wonder that in territories covered by t stratezi 1 : h h 
aggressive REEVES representatives hun- at strategic p aces in the Snop, you 
dreds of manufacturers buy nothing but wood are protected against belt tie-ups,— 
pulleys for power transmission in their at a trifling cost. 
plants? - 
What kind of pulleys do you sell? We are ‘ 
making some additions and changes in our Easy to Use 
strong dealer organization. Your territory Anvbody can make 
may now be open. Write or wire us today y y 
for full information. "5 tr eae smooth 
joint with Bristol's. 
Simple — quick — 
Reeves Pulley Company permanent. If your 
Established 1887 mill supply house 
Columbus, Indiana does not stock them, 
write us direct and 
ask for Bulletin 
719-H, telling about 
. the Bristol method. , 
Wood Split Pulley The Bristol Co, A Hammer is 
Waterbury, Conn. all you need 
Oi ar M bs piv 
ag REEVES 
it why. hundr ' Is of "deale on 
ound. that REEVES ue STEE ti. 
“ene (— — 
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Shafting 
Hangers 
Pulleys 
Flexible 
Couplings 
Friction 


Clutches 











15> Rae e remrmcare i karat SPR ERE TH LTE TE aw, 





IT IS PROFIT MAKING TIME 
WITH THE U. G. 
SHORT CENTER BELT DRIVE 


i von day, the demand for the U. G. Short Center 
Belt Contactor is increasing. That means more sales, 
more profits. 


There is a logical market for this power saving, space 
saving, belt saving power transmission unit. Its decided 
savings are aptly illustrated in the line drawing shown 
below. 


Wood’s Short Center Belt Drive has a definite sales 
appeal. Your salesmen will find less sales resistance 
when they offer this economical, money saving ap- 
pliance. 


Then, too, behind it, is the manufacturing experience of 
70 years in the production of power transmission appli- 
ances—an experience that has dollar and cents value to 
any dealer. 


We'd be glad to tell you how the Wood’s Line of Power 
Transmission Machinery will make sales easier and bet- 
ter. An inquiry involves no obligation on your part, of 
course. 


+ ae ~~h>=._ POSSIBLE SAVING OF | 


(9) BELT-AND FLOOR SPACE 














T. B.Wood Sons Co. 


Chambersburg, Pa. ' 


WEW ENGLAND BRANCH: SOUTHERN, BRANCH: 
Cambridge, Mass. Greenville, SC. 





Makers of power transmission machinery since 1857 
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Lightest, Handiest, 
Most Convenient 


Your customers will be strong for 
the 3-way Oster Bull Pup, a solid, 
adjustable die stock threading 
three different sizes without 
change of dies or guides. 


They'll appreciate the way the 1- 
way model meets every threading 
requirement at lesser cost. They'll 
like the combination of solid con- 
struction, adjustability and ratchet 
convenience found only in the 
ratchet type Bull Pup. 


Add to these advantages the in- 
terchangeability of all parts of all 
three models with the one excep- 
tion of the bodies, and you will un- 
derstand why Bull Pups don’t stay 
in stock long. Mail the coupon be- 
low for attractive prices and full 
details. 


OSTE 


The Oster Manufacturing Co. 


2087 East 61st Place Cleveland, Ohio 


Please end me immediately your List No. 57 de- 
ibing and ill tratin these new easy cuttin die 

to 

Name 

Street 

City Siate 
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A New 
ANDERSON 


STEAM TRAP— 


No. “O” Junior 







This newest Anderson Trap is de- 
signed to meet the demand for a trap 
larger than the half inch Junior Trap, but 
possessing its compactness and small dimen- 

sions. . 

No. “O” Junior has a capacity of 1000 lbs. con- 
densation per hour. It has 34” inlet and outlet and 
can be made for pressures from 150 lbs. down. 

All traps pass a rigid test and inspection under boiler 
pressure before leaving the factory. 

Detailed specifications and prices of the No. “O” 
Junior will be forwarded on request. 


Other ANDERSON Traps 
Model ~D” Steam Trap 


A trap of the highest efficiency, 
continuous in operation, dispos- 
ing condensation as fast as it 





accumulates. Can be 
used on steam pres- 
sures varying from 
250 Ibs. to gravity 
by simply changing 
valve and seat. Fitted 
with removable 
strainer and gauge 


glass. 


Model “O” Air Trap 


This air trap removes accum 


ulated air from hot water 
pipes, thus increasing the efh 
ciency of the heating system. 
Also used in. street. mains, 
brine pipes, etc. Works on all 


pressures from zero to 150 


lbs. 


The V. D. Anderson Co. 
Cleveland. Ohio 
336 3rd Ave. New York City 242 Race St.. Philadelphia 


100 Pearl st... Boston 207 Union Trust Bldg., Baltimore 
131 Plymouth Court, Chicago 
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"i You Can 


Increase Valve Sales 
With the New O-B Fliexitite Disc Gate— 


Indeed you can. And for two reasons. 


First, because many of your customers are using globe 
valves where they really need a gate valve with its full open- 
ya ing free-flow feature. 

Second, because they are using globe valves as a matter of 
habit, from the belief that there is no entirely non-leaking 
gate valve on the market. 

Now, this situation is changed the New O-B Flexitite Disc 
Gate Valve is leakless —it shuts off tight. There’s a reason 
in the stiffly flexible disc. May we explain it to you? 

With this line of valves, you can get a bigger part of the valve 
business. New gate valve business is now coming rapidly 
to the Jobbers who are handling the Flexitite Disc Lines. 








Ohio Brass Company Sectional view O-B Flex- 
Mansfield, Ohio itite Disc Gate Valve 
“ 240V (Patented) 
PORCELAIN 
INSULATORS 


LINE MATERIALS 
RAIL BONDS 
CAR EQUIPMENT 


MINING 
MATERIALS wo 
VALVES 




















DIXON’S FLAKE GRAPHITE 
The World’s Perfect Lubricant 


Ninety-nine years experience in producing and refining 
graphite is behind this product. It is free from grit or other 
abrasive substances and its distinguishing quality is that of 
rich unctuousness—smoothness and softness to the touch. 

















Dealers who sell Dixon's Flake Graphite do not worry 
about satisfied customers. It is the standard flake lubricating 
graphite and is the preference of every —— 
engineer and mechanic. 


Write for Trade Prices 71-C 


JOSEPH DIXON CRUCIBLE 
COMPANY 


Jersey City D N New Jersey 


Tey of uae 


Established 1827 










No. 1 Coarse Flake 
a No. 2 Powdered Flake 
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Plenty of 
\ Factory Co-operation 


| al WE know what you jobbers and salesmen like, 
: and don’t like. And the U.S. Policy has been 


U.S. 
| 5/8-inch Drill 





| ; @» established with a view to those factors that 
| ViouoaN make U.S. Tools most satisfactory and profit- 
| ye , Se able from your standpoint. 


| That’s why you need never worry about 
broadest line of quality quota arrangements, quota discounts, indis- 
| | electric toolsin theworld | criminate competition, price cutting, and 
| —embracing in general: | similar obstacles. The U.S. Plan of Selective 
| | Her nen al | Distribution protects you in your territory. 

Portehile Blectric Sorew Deivers Personal factory co-operation and advertising 
| provide all the help you need. 


| 
Portable Electric Nut Setters | 
} 
} 


U.S. Tools comprise the 


Portable Electric Blowers 
] Portable Electric Tappers 


sie ha Miiaatiiis tae Piahaiiaies The line is complete—the broadest in the world. 
Portable Surface Grinders The quality, design and mechanical features have 
sso re iii —— never been equalled since U. S. introduced electric 
| er rinders 
| Ted Pon, Anate Hime, Com tools to the world, over a quarter century ago. Prices 


bination, Internal, Parallel, 
: Precision, Bench, Pedestal, 
| Floor, Heavy Duty, Adjust- 


are right—and you get your dividends in 
every billing. Write your own moral. 





i able Speed, Surface, Disc and { \ 4) AA. 
i Wet Grinders \ kelee Write for ’ 
| Buffing, Polishing and Tire ae) een? 

Roughing Machines, etc. Me ii Catalog “‘C GENERAL SALES MANAGER 

















THE UNITED STATES ELECTRICAL TOOL COMPANY 
Cincinnati, Ohio, U.S.A. 


Portable Electric Drills | 
Grinders-—Polishers 


—— 







Oldest Builders 
of Electric Drills 
and Grinders 


\S in the World 
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CALDWELL CHICAGO 
\ 4 





UST five letters—yet note what they 
spell—value. 


Just seven words—but note what they say—‘‘You 
Generally Get What You Pay For.”’ 


If we—H. W. Caldwell & Son Co.—could only get 
you—buyer of va/ue—to appreciate our customers’ 
conception of money’s worth— 


We would have no sales problem at all. 


Because the Caldwell Creed is to give all that you 
pay for and more—unquestioned quality, plus an 
intelligent engineering service. 


It should mean a great deal to you that Caldwell 
customers stay with us year in and year out— 
thoroughly sold on the fact that Value for their 
money is certain. And that is real economy in 
buying. 





Whatever your needs may be in the elevating, con- 
veying and power transmission field, there is a 
Caldwell product adaptable to your use. 





Write or wire Coldwe'l, or nearest Link-Belt office. 
Send for Catalogue M.S. 45 


Caidwell Products 
Power Transmission Machinery—Bearings, Shafting, 
Pulleys, Machine Molded Gears, Cut Gears, Rope 
Drives, Chains and Wheels. 
Elevating and Conveying Machinery—Helicoid Con- 
veyor and Accessories, Belt Conveyors, Chain Convey- 
ors, Elevator Buckets, Boots and Casings, etc. 





Catalog sent on request. 





H. W. CALDWELL & SON CO. 


; 

; LINK-BELT COMPANY, OWNER 
| NEW YORK: 2676 Woolworth Bldg. CHICAGO: 1700 S. Western Ave. DALLAS, TEXAS: 810 Main St. 
| 


C36 


Link-Belt Company Offices in Principal Cities 


CALDWELL 


Conveying and Power Transmission Equipment 
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There is a RAHMANN BELT 


for every purpose 





Our aim has been to provide the dealer with a com- 
plete line of high grade transmission belting. There is 
Waterproof Belting for wet or exposed drives, Round 


Belting for grooved pulleys, Chrome Belting for hot, 
steam-flled rooms _ or 







where acid fumes are 
present. And there is the 
reliable first grade Oak 
Tanned Leather Belt 


for general use. 


‘ 


Write for samples 
and our best jobbers 
discounts, They 
give you a generous 
proht. 


GEO. RAHMANN & CO. 
32 Spruce St., New York, N. Y. 
Syracuse, N. Y. Newark, N. J. Philadelphia, Pa. 


NK 








FOR GREATER EFFICIENCY 


USE THE 
BALL BEARING SPECIALTIES 


The CHICAGO Line 


Ball Bearing Specialties of They are: 


The CHICAGO Line con coe and dustproof. 
il-tight—cannot leak, drip or spatter oil. 
Simple in construction, accurately made, and durable. 
| Daggett Ball Bearing Loose Guaranteed to operate at any belt speed or load. 
Pulleys 











Complete information upon request 


Ball Bearing Clutch Pulleys 


| Chicago Pulley & Shafting Co. 


| Ball Bearing Countershafts 


Ball Bearing Hanger Boxes Main Office: 
23 N. Desplaines St. 
Ball Bearing Belt Tighteners Chicago, III. 
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: DUXBAK 
LEATHER BELTING 





















































a 
"| The scraper used by belt men 
The id f 58 | 
A lot of ideas can crop up in 58 years’ time—a lot of good ones | 
and a lot that aren’t worth a whoop. 
We make no claims to originality but we do believe we know a 
good idea from a bad one—if it has any connection with the leather 
belting business. 
Naturally, our experience has taught us that we must retain some 
ideas and reject others. 
Of course we have some very decided and, we believe, helpful 
ideas on belt sales. Our 58 years of ideas are vours for the asking. 
gente, ~<~ 
BELTIN § _ 
TAPE Ean (ompuly 
fA joreh 
lo} ol (e Ue = 
We Je 5 rast! She Tanners = 
Ukey Belt Manufacturers 
. 12 Ferry Street New York 
rea 
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) Clipper Knows 


oe The Clipper Belt 


u ; 

Ss <3 Lacer — standard of 
SS € Q the world. More than 

im , > a 225,000 now in use. 
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The above Diploma of Award indicates 
that even in far off New Zealand the 
value of Clipper Belt Fasteners is _rec- 
ognized, in this case by the awarding of 
the First Order of Merit. The Clipper 
Belt Lacer Company is justifiably proud 
of this award and accepts it as a sign that 
Clipper Fasteners are rapidly becoming 
standard throughout the world. 
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No Boundaries! 


T is not surprising that the Gold Medal Award of 
the New Zealand and South Seas Exhibition has 
been awarded to the Clipper Belt Lacer Company. 

The widespread acceptance of Clipper Belt Fasteners 
as standard belt connections, not only in North and South 
America but in Europe and Asia, should have a notice- 
able effect upon the decisions of practically all foreign 
countries. 


Since one-third of the enormous daily production of 
4,000,000 Clipper Belt Hooks is exported to foreign lands 
it is evident that Clipper enjoys an international repu- 
tation. 


WHY CLIPPER PRODUCTS ARE SO 
WIDELY USED 


Clipper products are sold at a low margin of profit and 
at prices that meet foreign competition even in foreign 
countries. 


Clipper Hooks are mechanically perfect and are made 
of the best fatigue-resisting steel. 

Clipper Pins are the best we know how to make. 
Clipper Hooks have a staggered double grip. 


Clipper Belt Lacers are the most efficient lacers for use 
with Clipper Hooks. Material and workmanship fully 
guaranteed. 


Standardize on Clipper Products 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN. 
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~ BEARIUM 


Standard Bars - Castings - Rods 


Ps All Bearings Services 








Sold Only Through Exclusive 
Distributing Jobbers 





Why Not Put Your Bronze Bearing 
Business on an Engineering Basis? 


Why Continue the Ordinary Peddling Competitive Methods 
Which Are Unprofitable to All Concerned? 








Sell Bearings on Service Value 


The Up-to-Date Method of Merchandising 
Less Cost to the User—More Profit to You 























If you want to know what 100‘% Sales Cooperation means, Assured 
Turnover and Satisfactory Profits, ask any of the following 


distributors: 
Coblentz Tool & Supply Co. The Long Island Hardware Co. J. Russell & Company 
Erie, Pa. Long Island City, N. Y. Holyoke, Mass. 
Cook Iron Store Co. The C. S. Mersick Co. Topping Brothers 
Rochester, N. Y. New Haven, Conn. New York, N. Y. 
The E. A. Kinsey Co. Paulsen Supply Co. Lewis E. Tracy Co. 
Cincinnati, Ohio Chicago, Ill. Boston, Mass. 
The E. A. Kinsey Co. Root, Neal & Co. The C. H. Wood Co. 
Indianapolis, Ind. Buffalo, N. Y. Syracuse, N. Y. 


Maddock & Company 
Philadelphia, Pa. 





A Product With a Superior Service Life 
Non-Scoring - - - WNon-Seizing 
Proven by Nationally Known Users 





BEARIUM BEARINGS, INCORPORATED 


ELLICOTT SQUARE, BUFFALO, N. Y.—29 BROADWAY, NEW YORK CITY 








Associate Member National Supply & Machinery Distributors’ Association 
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4/ Super 
ChainHoist 


A Mechanical Colossus 


Perfect in construction, absolutely dependable 
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in action, husky in service, and extremely easy 


in operation. 


Exclusive Features? 


Yes, for years, but like all super tools it has 


been imitated, copied — 


But Still It Leads 


On the other side of this page are a few of its 
Super Points Plus reasons why you should 


specify, use, demand — 
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HOSTS 


AND THE BEST JOBBERS CAN SUPPLY YOU 





TIMKEN TAPERED 
ROLLER BEARINGS 


Eight to each trolley. 


STEEL SIDE PLATES 


Bumpers protect wheel flanges and 
treads 


CHILLED TREAD WHEELS 


Absolute roundness insures ease in 
handling load. 


STEEL EQUALIZING PIN 


Permits ple acing trolley on |-Beam 
at any point and insures equé al dis- 
tribution of the load on the four 
XN 1eeis. 


STEEL HANGER PLATE 


May be eliminated and hook hung 
on equalizing pin to save headroom. 


STEEL HOOK—DROP FORGED— 6 
PROOF TESTED 
The strongest part of the hoist 
This hook never opens to drop the 
hoist and load. 


STEEL DROP FORGED , 
CROSS HEAD 


SAFETY LOAD CHAIN GUARD 


Completely shrouds the upper half 
of load wheel, h« riding six inks o 
load chain in wheel at all times. 


STEEL LOAD WHEEL 9 
Special analysis electric steel cast- 
ing, annealed. 


OIL TUBES j O 


To insure positive and easy 
lubrication at vital points. 


MAIN DRIVING SPINDLE | 1 
AND PINION 

Upset forging S.A.E. steel 1035 

—heat treated. 


BRONZE BUSUED I 2 
LOAD SHEAVE 


BALL BEARING DRIVING SPINDLE | o 
Where speed is greatest. Not sub- 
jec tedto heavy and shock loads. 
Eliminates wear on this part. 


STEEL SUSPENSION PLATES ] A 


An extra precaution to care for 
heavy overloads. 


NON FOULING HAND ] 3 
CHAIN GUIDE 
(Malleable Iron) 


GEAR COVER—EXTRA HEAVY ] 6 


Pressed from '%" plate. Insures 
permanency. 


STEEL CHAIN—ELECTRIC WELDED i 7 
Special heat treated and proof 
c n elastic limit 4'/2 times 
apacity, and breaking 
strength 61/2 times rated capacity 


STEEL HOOK—DROP FORGED } 8 
PROOF TESTED 


Never opens to drop the load, 


DETACHAB'E STEEL COUPLING ] 9 
DROP FORGED 

Completely enclosed Ball Bear- 

ing wasily detachable to renew 

chain Load is not held onc on- 

necting bolts but by the forgings. 


BALL THRUST BEARING ON 

BOTTOM SWIVEL HOOK 

Permits easy swive ling of load 

load chain hanging 

ight and feeding perfectly 

zrtinto loz aid she ave pock- 

T his insures longer life to 

chain and wheel the greatest 
point of friction and wear 


OIL CUPS SPRING COVER IN 2 { 
ALL OIL HOLES 


Ask Us About Them 























Industry’s biggest buyers prefer 
Yale Hoisting Equipment 


Here is one of the world’s largest coal 
mines which has standardized on Yale. 
In every field, Yale Chain Blocks and 


Electric Hoists stand supreme. 


They are easiest to sell for just that 
reason. There is never any question 
about the safety and reliability of Yale 
Chain Blocks. 


There is never any question in the 
buyer’s mind about the capacity, effi- 
ciency and long life of the Yale Block. 


The Yale Ball Bearing Spur Geared 


Chain Block is the latest outstanding 
Yale development. This block is the 
most efficient on the market — a test 
proven claim. 


Yale hoisting equipment includes Yale 
Ball Bearing Spur Geared Chain Blocks, 
Yale Screw Geared Chain Blocks, Yale 
Differential Chain Blocks, Yale Ball 
Bearing Electric Hoists, Yale I-Beam 
Trolleys and Cranes. 

Ask for the latest bulletins. Yale en- 
gineers are ready at all times to cooperate 
in any material handling problems. 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ont. 


YALE MARKED IS YALE MADE 





Hoisti ng * Conveyi ng Systems 
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10,000 tons of stone “were unloaded 
in 5 hours, 40 minutes, without any 
interruption of any kind, and no indi- 
cation of excessive strain or heating. 
40 tons per minute could have been 
handled easily without distress!’’ 


That isthe record reported by Peerless 
Portland Cement Co., using Stearns 
conveyors, equipped with Timken Ta- 
pered Roller Bearings. But record oper- 
ation is normal for Timken Tapered 
Roller Bearings! They free conveyors 
of so much friction that the saving of 
belts, power and lubricant—aside from 
the increased speed— may soon pay 
for the whole installation. 


Timkenanti-friction properties are pre- 


November, 1926 





served despite thrust, by the Timken 
Tapered design. Precise bearing fit is 
assured by Timken POSITIVELY 
ALIGNED ROLLS. Enduranceis peaked 
by Timken-made electric steel. 


Wherever Timkens are applied, frozen 
idlers, flat spots, and wobble are un- 
known. Perfect enclosure in unrt 
chambers makes each packing of grease 
last for months or even years! The very 
method of assembly which Timkens 
permit is also an important conveyor 
improvement. 


The data on all of these points should 
enter into every modern conveyor 
project. Ask to have a Timken Indus- 
trial Engineer call on you. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


Technical information regarding bearing sizes and their mountings can be secured from the Timken Roller Bear- 
ing Service & Sales Company’s Branches located in the following cities: Atlanta, Boston, Buffalo, Chicago, Cin- 
cinnati, Cleveland, Dallas, Denver, Detroit. Kansas City, Los Angeles, Memphis, Milwaukee, Minneapolis, Newark, 
New York, Omaha, Philadelphia, Pittsburgh, Richmond, St. Louis, San Francisco, Seattle, Toronto, Winnipeg 
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Every 
Walworth 


Brass Fitting 
is tested 
Under Water 


Like many manufacturers we for- 
merly tested only one brass fitting out 
of ten. But now we assume nothing— 
every individual piece must be tested. 
The smallest bubble of air (under a 
minimum pressure of 75 pounds per 
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square inch) means rejection cn the 
spot. 
Following the Walworth check-up 
for accurate threading, this test assures 
the leaklessness and uniformity of ail 
our brass fittings when they finally 
come to be installed. 
The Walworth line of Cast Red 
Brass Fittings is complete for all stand- 
: ard requirements. 
WALWORTH COMPANY, Boston, Mass. 
Distributors in Principal Cities of the World 
Plants at Boston, Greensburg, Pa., Kewanee. IIL, and Attalla, Ala. 
; Walworth International Co.. New York, Foreign Representative 
“WHATEVER YOU BUILD, YOU NEED WALWORTH” | 
: Valves, Fittings and Tools for Steam, Water, Gas, Oil and Air 
i 
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Drain sumps, pits, cellars, etc., 
and raise water into tanks with 


THE EAGLE EJECTOR 
prices simple, cheap and a) 


reliable device drains, 
raises or forces water from 
one place to another in 
many locations where a *| 
pump would not go into 
small enough space or 
would be prohibitive in cost. 
Dirty water that would cut 
valves and score cylinders 
can be handled with impun- 
ity, and where flow is or is 
nearly horizontal, the dis- 
charge can be far away. The 
only operating attention is 
the opening and closing of a 
valve—no movable or cor- 
rodable parts and no freez- 
ing as the ejector is drained 
when out of use. 

Steam-operated Eagle 
Ejectors deliver from 250 
to 15,000 gal. per hr., de- 
pending upon size, total |‘ 
lift and temperature of the 
water. 








| 
The water-operated type | 
ejects about double the | | 
quantity of water required — 
for operation and is particularly desirable for 
keeping cellars and pits dry, removing seepage, 
etc., especially when provided with a foot valve 
and automatic ball-float valve. 


HERWOOD PRODUCTS protect the 

more than satisfy the user. 

The Sherwood organization has for 35 years occupied 
a dominating position as to the dependability of its prod- 
ucts, efficient engineering and manufacture, and is even 
better known for its high business ethics. 

By arranging to handle Sherwood Specialties, you 
could buy economically in any quantities, types and sizes 
and would have the backing of a plant with exceptional 
facilities. 

Why not make us your regular source of supply. 


This Sherwood Catalog 
FREE 


if you return the coupon 


dealer and 


Send for your copy and keep it 
handy as a guide to proper selec 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Oil and 
Grease Cups, Oil Indi 
cator Cocks, Gauge Cocks, High 
Pressure Gas Valves, 
ers, Fusible Plugs, etc. 


Gauges, 


Flue Clean- 





Sherwood Manufacturing Co. 
1713 Elmwood Ave., Buffalo, N. Y. 


HERWOOT) 


A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 
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“H og 
‘Alarnessing } 
Horse Power } 


ixach roll and cut length of belting 
you buy represents unharnessed horse 
power—until it is joined and round 
ing the pulleys. It is the joining that 
amimiates the belt, makes it endless 
and trausforms it into a thing of 
power. Upon the joint depends the 
lite of the belt itself, power and pro 


duction. 


Crescent Belt Fasteners at the joint 
are your imsurance against escaping 
power, idle machinery, loss of labor, 


time and production. 


Standardized throughout your plant 
Crescent Belt Fasteners will maintain 
continuous production. belts 
will give their best service and serve 


Your 
their le meest lite. 


rite for utteresting book 


Power. It’s 


ton this Aid 


vours for the askin 


CRESCENT BELT FASTENER CO. 


247 Park Avenue, NEW YORK, N. Y. 


ean, CRESCENT 
ig BELT FASTENERS 
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CAN Grip-strength 


a stron¢ selling point 


REAL mechanic doesn't buy a vise en looks only. He 

wants to see it work. Put a GENUINE WILLIAMS 
“VULCAN” Chain Pipe Vise on your counter. Grip a 
piece of pipe in it. Have him try to budge it. Wateh it 
sell itself right there. 

Made entirely of wrought steel—no castings are tolerated. Unbreak- 
able, compact, rapid in action and with positive grip. the “Vulean™ 
is a small steel-jawed giant. If you want larger vise sales get “Vulean” 
on the job. Literature ? 


J. H. WILLIAMS & CO. 


“The Drop-Forging People” 
New York BUFFALO 


GENUINE 


Chicago 





DROP-FORGED _ 
CHAIN PIPE VISE 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


HEWITT RUB 
BUFFALO, 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 

With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


BER COMPANY 
NEW YORK 
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= YOST VISES = 
GUARANTEED THROUGHOUT 











Pattern | 
Makers’ “ 
Vise 























‘ 8 Sizes . 
: 3” to 7” jaw 
12 Sizes 
2” to 8,” jaw Ou: Freon entree 
o..2 9 4 Sizes 
Machinists 334” to 6” jaw 






Vise 






Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 
%” to 12” 


12 Sizes Drill Press Vise 
2” to 8%” jaw 





4 Sizes 
Holds Pipe 


iy" 
L 





Single and 
Double Burner 






All Steel 





Anvils 


2 Sizes 
7” and 10” jaw 60 Ibs. to 450 lbs. 


Complete Line Manufactured by 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 
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The man who can say 


“YES” 


Every salesman is trying to reach him. 


How far do YOURS get? 


THERE are plenty of men in thousands of 
firms throughout the world who can say no when 
it comes to doing business—but there are com- 
paratively few who can say yes. 


Every salesman is endeavoring to reach and 
cultivate the man who can say yes. And invari- 
ably from out of the mass which is seeking him, 
he will give preference to the salesman whose 
business cards show by their quality in evidence 
much plainer than words, the blue-blood of the 
firm behind them. 


WIGGINS Engraved Business Cards—the cards 
that detach from tabs with perfect edges—are 
used by firms that set examples of salesmanship 
for others to follow. 


It has taken sixty years for The John B. 
Wiggins Company to raise its standards of qual- 
ity engraving to the point of international 
recognition, and now—an unrivaled leader—it 
is patronized by firms and individuals through- 
out the world for all types of copperplate 
engraving. 


it the request of any executive or salesman, we 
will gladly send a sample tab of the engraved bus- 
iness cards which we have made for other lead- 
ing business firms throughout the United States 


Simply clip and send the coupon below. 


The John B. Wiggins Company, 


1143 Fullerton Avenue, Chicago 
(Established 1857) 


WIGGINS 


Peerless Book Form 
CARDS 


Phe John B. Wiggins Company, 
1143 Fullerton Avenue, Chicago 


lease send sample tab of Book Fort irds which are 
1 ] lee 
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REPEAT 
BUSINESS 


VERY salesman knows that real 
profits come from the sale that leads 
to.a continuous flow of sales. That's 
just what the first order of Kleen 
Kwality Kloths means. 


Practically all of your customers use 
wiping cloths of some kind. Isn't it just 
as easy to sell them a brand that is not 
only clean; but actually sterilized? 
Klean Kwality Kloths are washed in 
chemicals, boiled in live steam and 
baked at 225° F. for 30 minutes before 
they are baled. This makes them as 
sanitary as hospital gauze and lintless, 
too. 


You can sell them in four grades and in 
any quantity from 10-lb. packages to 
1000-lb. bales. Let us show you how 
they will be a profitable product for you 
to handle. 


Aaron Ferer & Sons 
ST. LOUIS 


Branches in main 


industrial centers 


Kleen Kwality 
KLOTHS 
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How many belts that have come to your notice have lasted 12 
years and 4 months? 


And did you ever sell a belt that after serving 148 months 


brought the buyer a 10‘¢ cash rebate? N 


C This is exactly what a Diamond Rubber Belt accomplished on 


‘ Lasted 12 years and 4 months in service. if 
Handled 1,300,000 tons of crushed rock. /, 
\ At a ton cost of only .00146. / 
%\ After which, half of the belt was still good enough to be sold j 
for light conveyor service, at a price representing 20°% of its y/ 
original value—thus constituting a 10°7 cash rebate on the first 
cost of the entire belt. 





The superior service value of Diamond belts makes 


; the line not only profitable but a permanent business Zi j 
a builder for the jobber and distributor. We shall be : 
very glad to give you full details on the Diamond Sh 


proposition, 


THE DIAMOND RUBBER CO., Inc. 
Akron, Ohio F 
Atlanta Chicago Boston Dallas /, 
New York Philadelphia Kansas City y/ 


Seattle San Francisco / 


On 


Rubber Beltiny/Hose - ‘Packing 


Los Angeles 








this installation. y/ 
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(Reelites used in 
the press room of 
the Edw. Langer 
Printing Co., 


Jamaica, N.Y.) 


Better and speedier press-work 
when Reelites are on the job 


When this printing-plant picture They make electric cord last, too, 
was made, there were only a few by keeping it clean and dry, un- 
Reelites installed. New ones since kinked, out of the way when not 
added have now brought the total in use, never under foot. 
up to 35. They'll save money for yovr plant 
Savings on cord-renewalls, better if given the chance. They'll help 
work in less time, handy trouble- you turn out more work and better 
light for repairs and adjustments— __ work by bringing good light down 
these are a few of the reasons why #0 the job at all times. 
the additional equipment was in- Let us send you full informa- 
stalled. tion and prices. Drop us a 


Reelites pay — for Reelites last! line without obligation. 








APPLETON ELECTRIC COMPANY 
1706 Wellington Avenue + Chicago, U. S. A. 
New York—150 Varick Street Los Angeles— 340 Azusa Street 


Reelite 


The Handy Light on a Reel 
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“Pioneer” 
other 
almost 


and 
sell 


are 
themselves. 


ES TOWED BEE ORIN 


Steel 
they 


“Hallowell” 
popular because 
ready for 


absolute satisfaction, and cost 


they are ready sellers. 


Steel Hangers cost less to stock than any 
now so 





Bench 


use, and as they are rigid as 


“Hallowell” 
Drawer fits any 
Theft-proof. Keeps 
where they belong 
sures that they don’t 
lost. A_ sure 
for salesmen. 


Steel 





This page lists our 
principal products 
—each the qual- 
ity product in its 


line. Descriptive 


circulars may be 


well introduced that they 


had upon request. 








“Hallowell” Steel 
Collars are recog- 
nized to be the best 


made, which, com- 
bined with their high 
polish and low price, 
explains their great 
popularity. 


become very 


have 
can be picked up from stock, 


Legs 


rocks, give 


little—it’s no wonder 


Bench 
bench. 


and 


order-getter 











“Gast” Oiling Ma- 
chine for loose pulleys 
will pay for itself 
in a few months. 
Loose pulleys practi- 
cally never wear out 
with the “Gast”? Oil- 
ing Machine. Needs 
oil only twice yearly. 
Brings repeat orders. 





and Socket-Head 
under strains that 


Hollow 


Set 
Cap Screws stand up er 
wreck every other screw similarly tested. 


“Unbrako”™ 


Besides, “Unbrako"’ products cost less 
but net you more profit—and that’s some- 
thing to think about. 











Stan 


dard P 


RESSED STEEL @ 


EE 





et 





Box 3, 


Jenkintown, Penna. 
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| Sure, We Build Special. Paine Equipment! 


It makes little difference what your prospect wishes in lathes or woodworking machinery, we 

build it either standard or special as the demand requires. And it’s built with a profit in it that’s 
worth while to you. In fact, we believe you'll find the Sidney Line offers, in nearly every 
instance, a larger profit. It’s because of bigger discounts. 










The Sidney Machine Tool Co. 


Sidney, Ohio 


ATLANTIC Bar Belt Dressing 


A 20 Years on the market without a Complaint 








Only in rare cases do belts actually wear out. From neglect they 
usually become hard and crack on the pulley side. Atlantic Belt 
Dressing will prevent this. We manufacture three kinds, all of high 
grade materials, for leather, rubber and canvas belts. Also made in 
liquid form. Price reasonable. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 








When 
YOUR CUSTOMER BUYS 


The Second Time 


WILL 
YOU GET THE ORDER? 











INJECTORS 





LINE. 
600,000 Quality Packings 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 





Put Up Under 


placements, together with an as- YOUR PRIVATE BRANDS 
sured and proper profit to the job- | 

ber through our established resale Will Insure You 

prices, make U. §. Automatic REPEAT ORDERS 


Injectors a satisfactory and profit- 


able line for any jobber to handle. {sk for Samples and Prices 


LINEAR PACKING & MFG. CO., Inc. 
Am erican Injector Co 1901-5 No. Marshall St. Philadelphia, Pa. 


PACKINGS EXCLUSIVELY 
DETROIT, MICH. EXCLUSIVELY FOR JOBBERS 
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_ PATENTED 
Every customer you 
have knows and respects 
Bunting Phosphor 
Bronze. 
| Are you ready to step-up your 
bearing metal business to big- 
| ger profits, more volume, and 
| more satisfaction? Then give us 
| an opportunity to put our cored 
and solid bar proposition be- 
fore you. 
| The Bunting Brass & Bronze Co. 
| Toledo, Chio 
\ NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO) BOSTON 
\ Columbus 7528 Calum . S51 Ss Douglas 624 Main S488 
SS 
prov! 
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[ARMSTRONG TOOL Ss | 








v¥ : , 
- sR COMPAN®: | us. As st it NOW: 
1 CHICAGO SOLD Noa Ave-s Chicas mple. I'm eager to tes 
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1 
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t 
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Y tlemen: Please aes | 3 : 
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wo ; | 
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Jhis coupon brings 
a free sample 


of Kester Solder to prove these 


“sales points” 
HERE is but little sales effort neces- 
sary in making a Kester customer. Any ARMS TR ONG Tools 

one of the following features of Kester 
Solder are sufficient to make a quick sale, 


Sell Fastest Because— 
a clean profit and repeat business: 


4, Kester Solder needs no separate flux— 


—they are made of finest materials to 
it carries its own scientific flux in tiny 








its on give dependable, lasting service; 
sockets within itself. . 
2. It requires only heat—a touch of Kester —they are the scientific result of over 
i touch of heat makes any job com- 30 years experience in making good 
ete. 
3. It saves one-third of soldering time. tools; 
4. Eliminates the uncertain operation of —the ARMSTRONG Trade Mark ona 
ee ee sion tool is a Guarantee of Highest Quality 
5. Genuine solder made of pure virgin tin 
and lead. 


and Superior Workmanship. 


6. Handy packages, one, five, ten and twenty 
pound spools. 


- ess er No Jobber’s Stock Complete Without 
oOV ’ ‘ ester Salespoints are e 

heris that howe beak ‘ aabseenaial al " ealadile the full ARMSTRONG Tool Line 

business for our dealers, we will send you a test 


sample free. Send the coupon today. 


The preference for ARMSTRONG Tools 
can be turned to advantageous profits by 
Mill Supply Jobbers and Salesmen who 
push the Complete Line. 


The full ARMSTRONG Line includes: 











‘‘Armstrong”’ “Armstrong Bros.”’ 
Tool Holders Solid Stocks & Dies 
Lathe Dogs Adjustable Stocks & Dies 
Clamps Pipe Cutters | 


Ratchet Drills Pipe Vises 
| Drop Forge Wrenches’ Pipe Wrenches | 


Write today for Catalogue B-23 which 
shows the full ARMSTRONG Line with 
descriptions, sizes and prices. 
Write for it today. 


ARMSTRONG BROS. TOOL CO. 


Sent free. 









“The Tool Holder People” 
a | 

1 4215 Wrightwood Avenue Chicago, U.S.A. = 

i j Originators and world’s largest manufacturers 305 No. Francisco Ave. 
i tt of Self-Fluxing Solder CHICAGO, U. S. A. 
PWG YOUR JOBBER CAN SUPPLY You 
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1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 


2 A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day 
to day solicitation. 


5 Selling helps of reasonable amounts 
* so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 























Everybody is satisfied 


OR almost a year, now, we have been 

carrying out an aggressive direct-by-mail 
advertising campaign,—directed at the con- 
sumer, for the benefit of the jobber, planned 
by Republic. This has been a unique policy 
in that the individual jobber has always been 
given precedence over the manufacturer. 


We have been more than satisfied with the 
results. Furthermore, those jobbers who 
grasped the opportunity have reaped surpris- 
ing benefits, proved by the number of enthu- 
siastic letters we have received from them— 
and the tremendously increased volume of 
orders. 


Others, we believe, would have used Repub- 
lic’s cooperative advertising had they realized 
just what was to be accomplished. From these, 
we will be pleased to receive inquiries con- 
cerning Republic’s plans for the coming year. 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 
No Branches 


REPUBLIC 


BELTING — HOSE — PACKING — MOLDED 
LATHE CUT GOODS AND FLOOR COVERING 
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may oll it 
without accident 


or many years 


«x and Then~ 


acareless moment. A single misstep. Or a ladder 


“that always was safe.’’ Then serious accident or 
death. 


Such things have happened for many years. Such 
things are happening today. And the fact that a 
similar catastrophe has not already occurred in your 
plant is no assurance that it won’t occur tomorrow. 
Arguto Oilless Bearings safeguard your employees and 
protect your profits and your property. A bearing that 
costs less than metal, and has a record of 22 years of con- 


tinuous service without oil or attention, is well worth in- 
vestigating—and installing. Write today. 


ARGUTO OILLESS BEARING CO. 
Wayne Junction, Philadelphia, Pa. 
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| Ge ar Tools an d Other. Metal Goods of Every Kind and Description Should be 









Sand Blasted to increase Plating Durability 
Hardware The sand blasting process is fully treated in our catalogue. 


Articles 


It improves 
your plating, making a surface to which the plate will adhere more 
securely and much more rapidly and so sand blasting saves time in 
plating, and improves your finish—very desirable ends you will agree. 
This also applies to articles to be painted, sprayed, enameled or other 


wise treated. Mat finishes of various degrees are quickly secured. 


LEIMAN BROS. 


AUTOMATIC, CONTINUOUS FEED 


SAND BLAST 









































\ 
ind Improved in Color isa strongly built machine that lasts for many years, yet is not expen 
RAPIDLY sive. It does the work with less effort and expense than all other : 
makes. That's why the most discriminating concerns use this one. i 
and XY No Dust Collector or Arrester Needed 
No expensive parts to wear out and require renewal. All parts are 
very sturdily made of common material and are very low priced to 
replace. You can get them everywhere because they are in common 
SAME SAND USED OVER AND OVER f 
use for other purposes. 
A { the foot controls ) the flow of sand through the nozzle. 
The w rie is hel Id in the hand and moved about to eect all No chance for this simply constructed machine to clog up or get out 
angles The hands are not affected and the work cannot be 
poiled Even the most inexperienced worker gets the best of order—a common occurrence with higher priced machines. 
( 
Our complete illustrated catalog is free I EIM A N BROS 23 WALKER STREET th 
| for the asking. e NEW YORK 
Makers of good machinery for nearly half a century. si 
| rc 
| 
| Elevator Buckets For Every Use 
We manufacture a complete line of elevator buckets 
| for every purpose. Salem buckets were awarded 
: 
| First Premium in 1880. since then no other make 
has approached them in quality. long wear and 
| . : « 
satisfactory service. 
They are made of the best grade of steel in gauges 
Buckets For Handling ranging from 6 to 24. We « carry a large stock of 
Grain, Flour, Cement, all styles and sizes and, in addition. ean furnish 
Lime, Gypsum, Crushed you with special buckets made up in accordance 
Stone, Sand, Coal, Marl, with your specification. You can also depend upon 
Asbestos, Talc, Soap- : ; : ‘ ; i 
: _ P it that both our deliveries and prices will meet 
stone, Ores, Broken 
| Stone, Salt, Magnesite, your approval. 
Graphite, Mica, and Clay. 
Ask for Catalog No. 3625 
Successors to W. J. Clark Co. 102 Mill St. Salem, Ohio 
' 
i eer ere 
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No Need to Strain the Back 





APPLETON CAR MOVER COMPANY en 
OUR POLICY APPLETON, WISCONSIN wea 
is to sell P.O. Box 42 prises 


through the jobber 


se The Famous ATLAS Car Mover 














It pays to sell a full line  < 
of Jenkins products bi 


ur CustoMers, in their own Du lecrs, arcnitect pilumbPers, stean i 
less papers, are beng constantly itters, owners and others whi @ ¢ Jenkins Valves 


i “ f} +} nak 
reminded of the scope of the influence the purchase of valves 
Jenkins line —"Valves for practi MONCRie, 
] Scns, 
ally every requirement and Jenkins service representatives, GAUGE Stans 
packing and gauge glasses as well too, are not letti our customers oe 
“ 1 } ] 1,1 
It pays to tie up your sales efforts lose sight of the breadth of the 
7 ’ Py" 1 1 1 - 
with this publicity, by keeping a Jenkins line. They are on the jol 
complete stock on id making calls in your vicinity, and a 
reterring buvers to vou as the aeuak 
SE A Dee OES SEE pe local dealer - * Bro 
peclal valves for special services Oecd Gea i 
ire frequently given particular at ; Sy~ 
tention as in the advertisements JENKINS BROS. eee, 
shown at the right, and in direct 80 White Street New York, N. Y eet aabil 
5 ‘ 524 Atlantic Avenue Boston, Mass =r 
mail matter which is periodically 113 No. Seventh Street... Philadelphia, Pa = ’ 
mailed to designing. constructing, 646 Washington Boulevard Chicago, Il, * a Pe |, 


een eee : | JENKINS BROS., Limited ~ sk 
Operating and consulting eng Montreal, Canada Rondon, Boclan £0} HER eSe 
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Let those two hands grip the handles of 
a Porter Bolt Clipper and tiiey have the 
power of seventy men,—power to cut 
heavy bolts, rods or chain; power to re- 
move (by splitting), nuts which cannot 
be turned with a wrench; power to save 
valuable time; power to cut labor costs; 
power to make repairs quickly—any- 
where. 
Porter tools are used all over the world, 
in factories, in shops, on construction 
jobs, in mines—wherever labor saving 
is a factor. 


Tools make the man 


Write for catalog of Porter Bolt 
Clippers, Wire Cutters, Chain Cut- 
ters and Nut Splitters. Order 
through jobber or supply house. 


ORTERS 
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You Know Pyrene 


But You Don’t Know 
The IMPROVED 





E 
EXTINGUISHER | 


If you are not selling this extinguisher 
you are overlooking a profitable item | 
with an all-year sale—it pays to handle 
Srene Fire Extinguishers. 


You have a potential market for them 
among your present customers, in every 
line of industry — mill, shop or factory. 


A Type for Every Hazard 




















Every 
Mechanic Knows 
and Likes 


Cheney Hammers 


We make an extinguisher to meet 
every condition. In addition to the 
improved 1 and 1/2 quart Greg Fire 
Extinguisher, these include 2!2 gal. 
Guardene (Soda and Acid Type), 2)2 
gal. Phomene (Foam Type), 5 gal. 
Accurate Pump Tank (Anti-Freezing 
Type), and 10 and 40 gal. Phomene 
(Foam Type) Indoor and Outdoor 
Engines. Also recharges for all types. 
Write for descriptive literature of 
sass any of these extinguishers. 


ire 
Extinguisher 


Cash In on the Big Syren Fire 
Extinguisher Advertising 
Campaign — 


It Will Build Business for You 


Line up with the Ae Fire Extinguisher ad- 
vertising campaign now in full swing in mag- 
azines with national circulation. It will increase 
the demand and make Meg Fire Extinguishers 
easier to sell. It will pay you to investigate 
our selling proposition. 


Tool users, your biggest and 
most critical customers, are 


SY fe 
Han) 


already sold on Cheney 


Phe 


Hammers. Cheneys seem 
to strike them just right. 
In the first place, they know 
a Cheney Hammer will 
stand a lot of hard work— 
and that’s a heap too. Then 
they like to swing a Cheney 
— it makes hard work eas- 
ier. 
Cheney Hammers have 
been favorites for more than 
90 years — that record tells 
Stock Gyowe Fire Extinguishers Now the story. 
Be ready to give quick service 
PYRENE MANUFACTURING CO. 
NEWARK, N. J. 
a **Fortify for Fire Fighting” 


310 


’ AFAVETTE ST. NEW YORK CITY 
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a WILLIAMSPORT ere 
{PLOW STEEL Hm — es LOW 2 


When You Buy a 
WILLIAMSPORT 


Telfax Tape marked-—Factory certified 


WIRE ROPE 


your purchase is safeguarded in the only way it can be—without a Laboratory | 
test. 

Smart Engineers and Contractors are more critical now than ever before. They 
know that a tag or mark on a reel of rope is a most unreliable document—not 
worth risking lives or an accident. 

The time is fast coming when no one will accept a Wire Rope without definite 
proof of grade such as is now provided by Williamsport Ropes. The seller is 
going to find it as easy to convince the user that the Moon is made out of Green 
Cheese as to talk a user into believing a Wire Rope is made of a certain grade of 
steel without proving it, by something more definite than the mark on a reel. 
What users are demanding now is proof that stays with the rope—something 
which cannot be removed or altered. 

The ““Telfax” Tape in Williamsport Wire Ropes does this. It is put there by 
the men who actually make the rope, the only men who know the grade. 


This protection is so vital to users that it is sure to be demanded by every user 
who wants to play safe. 








Don't you think it will prove more satisfactory to 
sell this kind of a product? Get our Proposition. 


Williamsport Wire Rope Company 


Main Office and Works: Gen’! Sales Offices: 
Williamsport, Pa. Peoples Gas Bldg., Chicago 
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There Is Profit For 
You in OveR-Way 
Conveying Equipment 





The Richards-Wilcox line of conveying 
equipment is complete and offers you as a 
mill supply jobber a most attractive oppor- 
tunity for increased profits. 


The line includes both enclosed trolley-track 
and |-beam types of track, switches, trolley 
cross-overs, turn-tables, curved track, brack- 
ets, and all necessary equipment for com- 
plete installations. 


The trolleys, for both types of track, are very 
carefully engineered and are carried in stock 
in many different capacities to meet any 
demands. 


The Richards-Wilcox Manufacturing Com- 
pany maintain a staff of experienced OveR- 
Way engineers at each branch office. These 
engineers will gladly work with you in 
assisting to close your prospects. 


Richards-Wilcox conveying equipment is 
efficiently serving thousands of industries in 
all parts of the world. A share of this busi- 
ness can be yours. 


Write to any of our offices for further in- 
formation. 


You can make this offer to 
your customers! 


So confident are we of the ability of the R-W 
No. 925 Trolley to render superlative service that 
we will gladly send it to any reputable manufac- 
turer for free trial. Such a trial involves no cost 
or obligation, for if the trolley fails to demon- 
strate its superiorities under actual working con- 
ditions you have only to send it back at our 
expense. This offer, we believe, is far stronger 
than any claims we can make. 





AURORA, ILLINOIS, U.S.A. 


Philadelphia 


New York 
Chicago 


New Orleans 
Seattle Detroit 


Cleveland 
Kansas City 


Boston 
Minneapolis 


Cincinnati Indianapolis St.Louis 
Los Angeles San Francisco Omaha 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 
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Quick: “Set 


A. dfusta ble Reamer, 










MEZZO 


SUPER-CARBON ORL 


£2%ur 


SCREW EXTRACTORS 


ee Mes Sun Gpeciay: by 
- tame you get results. 


TWIST DRILL 
COMPANY 


CLEWELAND 
NEW YORK: CHICAGO-LONDON 












TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES 






Manufacturers of 


- EGA es PAT.OF Carbon and Cle-Forge High Speed Drills for seyery purpose; “Mezzo” Super- Carbon Drills; , | 
~~ Hand, Jobbers’ and Shell Vossen “Peerless” High Speed ‘Resuiie: * “Paradox” Adjustable |) 

e “At Reamers; ‘ “Quick-Sec” Reamers; “Spirex’’ Machine Taper Pin hee ee Chucking Reamers © 
>? for Turret Lathes; Counterbores; C End Mills; { 

‘ and the “£zy-Qut” Screw Butracton 
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Industry’s Outstanding Chain 


“Inswell” Electric Welded Chain is the only electric 
welded chain that can be identified from other electric | 
welded chains. It is the strongest chain of its kind we 
know of. Independent tests have proved this fact. The 
unique “Inswell” process makes it impossible for users 
to confuse “Inswell” with any other chain. “Inswell” 
brings you repeat orders because it stands out recogniz- 
able, from all others. 











Our patented automatic electric welding process forces 








the extra material of the weld inside the link, increasing THE “INSWELL” | 

the strength at the weld approximately twenty-five per LINK 
cent. It leaves the outside of the chain smooth and clean The “ewell’ is inside _ the 

thus making “Inswell” chain easy running in plain strength at weld without in 

sheaves of any kind. Because of its extreme strength hain tor any’ purpose.” 

and adaptability “Inswell” Chain is chosen by the coun- 4 | 

try’s leading users of industrial chains. Pi 

THE COLUMBUS McKINNON CHAIN COMPANY i 

General Sales Office: Columbus, Ohio i 

Columbus, Ohio, Tonawanda, N. Y. The 

In Canada: McKinnon Columbus Chain, Ltd., st. ¢ atharines, Ont. Col b i 

“Makers of the famous Dreadnaught Tire Chains’ cara = ; 

McKinnon } 

Ta Chain €¢., | 











Columbus, Ohio 


7S 
P | 


‘INSWELL 








7S Please send me prof- | 
itable information on | 
Pd “Inswell” Electric Weld- | 
ed and other chains manu- 
factured by you. 
ELE: CT RIC: WELD / 
#, Address...... 
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mary cans. 


appliances—a vital sales 


WITT CANS—NATIONALLY 
KNOWN—ARE THE PRE- 
FERRED LEADER 


Many years of persistent national advertising have 
gained a national recognition and preference for 
Witt. Actual service tests have developed and 
maintained this great demand for Witt containers. 


Witt Cans and Pails are the finest looking, strong- 
est and most serviceable containers on the market 
today, and will bring to you a bigger share of 
quality customers with a larger and more profitable 
business. 
Witt—the only line of cans and pails carrying the 
manufacturer’s guarantee to outwear 3 to 5 ordi- 
Witt Cans and Pails are endorsed by 
authorities and institutions on safety 
argument. 


the highest 


Investigate Witt today, and let us prove to you 


that the Yellow Label Line is a real profit maker, 
or prove it yourself with a conservative trial order. 
There is 
see your 


a Witt Can or 


Pail for every purpose— 
jobber or write 


The Witt Cornice Company 
2119 Winchell Ave. 


Cincinnati, Ohio 


Manufacturers of 


Whi lk 


CORRUGATED 
*CANS and PAILS: 
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HOYT 
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‘BABBITT 


i G 


HE 51 years experience of 
this concern in metal making 
has taught us that the quality 


of materials used in making 


babbitt must not be lowered. 
That’s why HOYT Babbitts are 
always so dependable and in 
demand. 


Genuine 


“e™ 


It Took Over 50 
to Perfect This 
Flawless Babbitt 
For more than half a century 


the Hoyt experimental labora- 
tories labored to 


Years 
Truly 


improve on 


an already superior product. 
HOYT’S Genuine ‘‘A”’ is the 
perfect babbitt—the result of 
these years of toil. 











\ 


Eagle ‘‘A”’ is so far superior to 
any other babbitt in its price 
class that a single trial wins 
steady customers. 


Send for Booklet I 


HOYT METAL 
COMPANY 


St. Louis 


New York 
Chicago 
Detroit 


Y 
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Reg. U.S. Pat. Office 





The Same Twelve Selling Arguments 












Geo. R. Flinn 


New England 





» 


A. F. Wydeen ° be 
Wise., Minn., N. Mich. \ ‘ 
N. and 8S. Dak. 7 
Cc 


Geo. W. Gramer em . L. Garesehe 


Ind... Lower Mich... Ky ‘ ‘ Penn.. Del. 





Fite 


dé | 


W - M. Creswell 


so. Atlantic 


Flexible Steel _—_ e. 
— r : a’ 


Lacing Company “J W. Ernest Oldfield 


- Tex., Okla... Kan., 
¢ a) q Ark. 





H. Irwin Reinhorn 
N. ¥., N 


Chas. J. Smith 


lowa, Nebr., Mo. IHinois 









Jas. S. Fitzgerald 
Ohio, Ohio River 
Valley 









ee 








CHICAGO ; 
1633 Lexington St. Wm. J. Young 
Ala., La., Miss., Ga.. 


rigs Fla.. Tenn. 


7 This is the same group of photographs used in the 
= issue of MILL SUPPLIES May, 1925, under the 
heading, “Twelve Proven Selling Arguments.’ 
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Cocheco 
Behind the Ball y 




























Athletic America either plays ball 
or flocks to watch it played—the 
public interest in sport of all kinds 
keeps large factories busy twelve 
months a year supplying the equip- 
ment needed. 








The manufacture of sporting goods 
is a great industry, with huge fac- 
tories, scores of workmen, special ma- 
chines, highly developed modern produc- 
tion methods — and “‘behind the ball’? — 
Cocheco Belting to keep the power coming 
without interruption. 





Good leather on the field may save the 
game — good leather in Cocheco Belts 
starts things right in the factory. 


Whether you play ball or make balls, 
Cocheco will give you the driving service 
that helps make delivery. 








Ask for the Cocheco booklet— 
a book about belts. 


I. B. WILLIAMS & SONS 


Dover. New Hampshire, U.S. A. 
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Makes Buying EKasy— 
and Economical 


There is a good rule to buy by. You can say it two ways in three words: 
(1) Concentrate your purchases; (2) Medart Catalog Forty-three. 


Medart Catalog 43 is primarily a buying guide 
and incidentally a catalog. Between its covers 
you will find concentrated instructions for con- 
centrated buying of “Everything in Line 
Shafting Equipment’—the safe, quick, con- 
venient, easy, economical method of buying 
power transmission machinery so as to save 
time, freight and (last but not least) money! 
It is also an Engineering Hand Book, but it is 


so simply written that you don’t have to be 
an engineer to use it in your daily work. 


Remember the name and the number:— 
““Medart—43”. Send for copies today. This 
guide is useful to superintendents, purchasing 
agents, Owners, managers, master mechanics, 
as well as designers and draftsmen who plan 
power transmission installations; likewise to 
dealers and salesmen of power transmission 
machinery. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 


General Offices and Works, St. Louis, U. 8. A. 


Offices in Chicago, Philadelphia, Pittsburgh, New York & Seattle 
Office and Warehouse in Cincinnati 


MANUFACTURERS OF POWER TRANS MITTING AND KINDRED MACHINERY 











Fverything in Line Shafiing Equipment 
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In Diamond 
Soot Blowers 


The Diamond Power Specialty Cor- 
poration, Detroit, uses Bristo hollow 
safety set screws in their soot blowers. 
Here is a device for increasing the 
efficiency of equipment which is 
already highly developed. The 
Diamond Blower must be right,—with 
quality, efficiency and dependability 
in every part. 

Can any manufacturer afford to take 
the risk involved in using less depend- 
able set screws in his product? Bristos 
really have something which others 
do not. 


What can Bristos do for your cus- 


tomers? Write for Bulletin 814-H 
and sample screws. The Bristol Co., 
Waterbury, Conn. 


ORE 


BRIDESBURG 
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HEIR AIM is deadly—but are their 

weapons popguns or rifles? ‘“Aver- 
age” files or the kind that really CUT? 
On the answer depends whether the fil- 
ing squad earns a profit. 


“Lance-Tooth” Delta Files CUT. The 
pressure you'd use on the average file 
stops a Delta. With a light, easy stroke, 
the Delta eats its way into metal as if 
something more than a human arm were 
behind it. 


The filing squad is a costly luxury— 
around $1 an hour per man. Give them 
Deltas, and you'll have a man or two to 
spare for more useful work. 


Deltas are the sharpest files made. 
Put their “chips” under a microsocope 
and you'll see! With Deltas around, 
you can’t afford to use “average” files. 


Order a dozen Deltas for test. Weigh 
the filings from 100 strokes: count the 
finished work: note how the files last, 
your money back if after 10 days you 


are not wholly satisfied. 


“Buy Fileage as you buy Mileage” 


ment 7 diameters. 


F, — “FF e/' 
, A) .; - Y¢ The Delta story 


told in a 





]O2% 


The Filing Squad! 


. 
Pk Oe, , ™ 
‘ -- 7 Soft Steel filings 
ee 3 ~~ % oe made by a ‘“Lance- 
SPLEFOM r 2, Tooth” Delta 12 inch 
‘ae . flat bastard. Enlarge- 


is 


surprising 
booklet “Files that 
CUT.” i is worth 
money to any shop. 
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_ BONNEY CV CHROME VANADIUM WRENCHES 
HAVE ESTABLISHED NEW STANDARDS 
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OF WRENCH QUALI IY 


. FEW years ago Bonney 
Forge & Tool Works were 
manufacturing a superior line of 
carbon steel wrenches. 


They sensed the need for wrenches 
of better quality than were available 
and after much research and experi- 
mentation developed a wrench made 
of Chrome Vanadium steel. 


These new Bonney Chrome Vana- 
dium wrenches established new 
standards of wrench quality. 


When the public began to de- 
mand Bonney Chrome Vanadium 
wrenches and refused be satis- 
fied with anything else, alloy steel 
wrenches of various kinds began to 
appear on the market, but the 
BONNEY CHROME VANA- 
DIUM WRENCHES STILL 
REMAIN THE STANDARD 
OF WRENCH QUALITY. 


You cannot fool a good mechanic 
when it comes to tools, and the fact 
that good mechanics almost invari- 
ably specify Bonney Chrome Vana- 
dium Wrenches means more than 
anvthing we can say. 


CAN YOU AFFORD TO OFFER YOUR Cl 
PTOMERS A SUBSTITUTE FOR BONNEY 
ORIGINAL CHROME VANADIUM 
WRENCHES? 


.. 


*C. V. is a Bonney 
trademark 
registered in the 
U. S. Patent Office 


Chrome Vanadium 
registered 
August 11th, 1925 


Whe; nm writing 


c 


to Advertise 





(PATENTS PENDING) 


You can secure from your jobber. 


Write for detailed information. 


Bonney Forge & Tool Works 
Allentown, Pa. 


Makers of Special Service Wrenches of Chrome Vanadium, Carbon 


Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop 


Forgings and the Bonney Rim Tool. 
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| permanently tight! 
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as MN a gasket, it is the material that 
Cia | counts; the time and labor of 
oe . . 
<> cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 
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Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphi.- 
Pittsburgh St. Louis San Francisco 





‘When writing to Advertisers please mention Mitr Supp.ies 
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Is 1926 Bringing You Lower Valve Maintenance Cost—? 


Powell Valves 


| on your next requirement and be convinced of 
if their rugged construction and long economical 
service. 


\ 
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Bronze, iron and steel, globe, angle, cross, check, and 


gate valves—a valve for every purpose—as well as 
lubricators, oilers, grease cups, whistles, water and oil 


gauges, approved fusible plugs, and a most complete 

line of engineering appliances comprise the POWELL 
D 5S a i 

line. 





Standard in quality, distinctive in design, finest o1 


workmanship and truly finished preducts thoroughly Fig. 375 
a inspected and rigidly tested with more than 80 years Bronze Whi 
Valves. 200 or 300 of continuous development for longevity and econcmy pty me Recon 
ry Mp ihig Be in service. W. SP. Sz 


Reliable dealers everywhere stock POWELL 
PRODUCTS. 


THE WM. POWELL COMPANY 


2521-2531 Spring Grove Avenue Cincinnati, Ohio 











IF THEY’LL TRY ’EM—THEY’LL BUY ’EM 


WE ENCOURAGE COMPETITIVE TESTS 


— a LET US EXPLAIN OUR 
oe = | SALES PROPOSITION 


We are desirous of making connections 
with a few more Supply Houses to handle 
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NEW 1,” HEAVY DUTY DRILL our line in territories where we are not 


; already satisfactorily represented. 
Operates on either Alternating or 


Jirec ~wWrre P Ee} : , 6! ee ‘ 
Direct Current and weighs only 6/2 Our dealer policies make possible a large 
lbs., still embodies all the Hisey Super 


ela & sales volume with a minimum capital out- 
satures 1.e€.— . 

lay and our Profit Sharing feature effects a 
further saving. 


Adjustable Brush Base 
Scientific Ventilation 

Guaranteed Gears As manufacturers of the most complete 
Oversize Chuck Spindle line of Electric Tools we can take care of 


Single Purpose Motor all your orders and inquiries. 


is? ak 
P*.... The Hisey-Wolf Machine Co. 93 
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BUFFERS NEW CATALOG 35S ON REQUEST a 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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SETTLE THEM NEXT SPRING 

In the field served by MILL SUPPLIES, the distrib- 
utors of mill, mine, steam and allied supplies, 
machinery and tools function in a very definite way, 
and their opportunities for economical service to 
the manufacturers are unquestioned. There is no 
possible way to standardize either their abilities or 
their willingness to prove themselves indispensable. 
Despite this, individual manufacturers are found 
who complain bitterly of the lack of co-operation 
from dealers, calling them order takers and declar- 
ing they fail to turn a wheel until the producer 
furnishes all the motive power. Granting for the 
sake of argument that this is true of some of the 
distributors, it certainly is not true of hundreds of 
houses, the executives of which are not only fair 
plavers, but men of a high grade of business ability. 

One of the most frequent complaints is that 
detailed letters of inquiry as to what the dealer is 
doing to sell himself and his organization to possible 
customers, by way of advertising or the education 
of salesmen to properly present the advantages of 
buying from the dealer instead of direct from the 
maker, are too frequently answered perfunctorily 
or not at all. 

To whatever extent this condition is true, the 
remedy is definitely in the hands of the dealers. The 
way to resume is to resume, and the value of the 


right kind of letters cannot be over estimated. That 
does not mean clever letters, or letters in perfect 
Kngiish, but letters with heart and soul behind them, 
to be followed by action in accordance with the 
promises or sentiments expressed. 

On the other side, the distributors often declare 
manufacturers fail to aid adequately in moving 
stock, optimistically purchased, and are delinquent 
in other respects. 

It seems timely to point out that conventions are 
held every vear for the purpose of furnishing a 
neutral zone for all these interests to meet and iron 
out all wrinkles. It would seem to be for the best 
interests of all that the three mill supply associa- 
tions get together next spring somewhere—most 
anywhere—and clear up their own differences and 
offer opportunities for producers and distributors 
to adjust their troubles or misunderstandings. 
MILL SUPPLIES also takes the hberty of suggesting 
that for the 1927 joint meetings speakers of national 
reputation as spell binders, or authorities outside 
the lines covered by the membership, be omitted 
from the program. Year after year we all listen to 
headliners whom many would not go a block to 
hear had they been offered as attractions in our own 
towns. Would it not be a wise plan to get down to 
brass tacks next year and secure bold and able manu- 
facturers and dealers to discuss fearlessly a lot of 
things they all talk of in private? Nearly all these 
subjects could and should be hauled into the open by 
the scruff of their necks. The answer to this may be 
that there are plenty of able men to discuss the 
subjects, but few, if any, with sufficient courage. 
Also that the result would be a war instead of a 
peace meeting. Maybe so, but try it out, because it 
is not always profitable to be too proud to fight. 
What do you think? Tell us about it for the good 
of the order. 





MARKET PECULIARITIES 

The recent government report on the 1926 cotton 
crop raised the October estimate 1,461,000 bales 
over September production figures, resulting in a 
market break in price of approximately four dollars 
a bale. The estimated total now stands at 16,627,000 
bales. As a bale contains 500 pounds, this resulted 
in a prospective loss of more than sixty-six million 
doiiars to growers on the total estimated production 
of 730,500,000 pounds to be harvested, December 








54 


deliveries showing an approximate price of twelve 
and one-half cents a pound. 

The unfortunate peculiarities of market reasoning 
and action are readily seen when it is understood 
that the total value of the plus crop is in round num- 
bers but $91,000,000, and chances are that by the 
time it is picked, ginned and marketed the entire 
crop will fail to show any profit. So the big crop, 
instead of proving a blessing to the enterprising 
planter, is a curse to him and the entire South. The 
gross receipts on a 15,000,000 bale crop would 
undoubtedly have been greater than will the amount 
received from this superabundant crop. The rem- 
edies suggested in advance were to reduce the acre- 
age planted, following a bumper crop in 1925, or 
for the planters to announce that, owing to market 
conditions, ten percent of the crop would not be 
picked. It is, of course, possible that had the plant- 
ers entered into such an agreement, the department 
of justice at Washington would have placed them 
all in jail, but meanwhile their families could amuse 
themselves selling the crop at a profit. 

It certainly was tough to have the activities of the 
boll weevil curtailed to such an extent that the crop 
came through so fine, especially when the planters 
spent millions to put the pest out of business. 





VALUE OF CONTINUED INTEREST 

S. Duncan Black, president of The Black & 
Decker Mfg. Co., in his article, “What Manufac- 
turers Contend With Abroad,” which appeared in 
the October number of MILL SUPPLIES, made the 
following very interesting and significant statement: 

“Another point on which they (the Europeans) 
are frankly skeptical is our continuing interest in 
a tool after it is sold to the jobber, and, still more, 
our interest in the tool after it passes to the user’s 
hands. This solicitude by the manufacturer for the 
welfare and satisfaction giving qualities of his 
product after he has received the money for it is a 
new doctrine to most Europeans, and this is appar- 
ently true in all lines of business.” 

Mr. Black’s statement serves to impress upon 
us again the fact that the progressive, far-seeing 
manufacturer, distributor or retailer of the present 
age must ever have in mind the satisfaction giving 
qualities of the thing he sells, or he cannot keep up 
with the pace of modern business. The man of 
business today cannot safely feel that when the 
buyer’s check is in his till the deal is done—that is, 
not if he is building for the future. 

Automobile dealers service a new car free of 
charge for a certain period after the sale is com- 
pleted. The man who has made the sale inquires 
frequently of his patron how the machine is running. 
Why? Because he wants him satisfied only for the 
present? No, because he is building for the future. 

And the same applies to machine tools and 
industrial supplies of every description. The manu- 
facturer or distributor who sells a product and then 
forgets it is likely to lose in the long run. Chances 
are a hundred to one that the customer will some 
day, perhaps not far away, be in the market for the 
same product or for other products sold by the 
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manufacturer or distributor, and if he has not been 
satisfied on previous deals, if the person from whom 
he has bought has shown no interest in him after 
receiving his money, then he is likely to go else- 
where. 

In these days of keen competition the business 
that is to be successful must “sell’’ its customer in 
the broader sense of the word, “sell” him not only 
in the one instance on a single deal, but on the firm 
and its goods in general. It takes good salesman- 
ship at times to make the first sale, but equally good 
salesmanship, in the form of continued interest, is 
required if the customer is to be held. 





FORD'S FIVE-DAY WEEK 


Again in the saddle with a new economic experi- 
ment, Henry Ford proposes a five-day week for 
workers. It is reported he is not reducing the men’s 
pay proportionately. If the plan succeeds in the 
fifty or more lines now covered in the Ford organiza- 
tion, it may, if applied universally to labor, effect a 
a revolution in industry. 

Whether employers in general will pay much at- 
tention to the new five-day-week scheme remains to 
be seen. The worker naturally welcomes the idea. 
His opinion of it, faintly voiced at first, is now given 
with confidence in the factory and on the street. He 
agrees with Ford that “the country is ready for the 
five-day week. It is bound to come in all industries.” 

The idea for a five-day week did not originate with 
Henry Ford. Labor has been agitating for it for 
some time, and the American Federation of Labor 
gave it lively consideration at its recent session in 
Detroit. President Green admitted, however, that 
the federation has no intention of pushing the new 
plan toward immediate realization in all industries. 
The federation will work toward it gradually. 
Emphasizing the fact that shortened hours of labor 
is a feature of industrial evolution (already illus- 
trated by the realization of the eiyht-hour day), 
President Green apparently agrees with Ford that it 
is not necessary for either employer or employe to 
labor more than forty hours a week. 

A major argument in favor of the new five-day 
week is that production has steadily increased in the 
last decade, and particularly in the last year or two, 
owing to the development and increased use of labor- 
saving machinery. There is danger, suggests Ford, 
that unless the working man has more leisure to 
consume the increased output, serious over-produc- 
tion will result. It is true that invention has so 
improved machinery that man’s production has 
greatly multiplied. This leads to the question of 
whether labor, realizing the increased efficiency of 
machinery, has not seen the advantage of securing 
a greater amount of leisure without depleting the 
pay envelope. 

The shorter “workaday week,” if it does arrive, 
will bring its problems. Employers will naturally 
look to labor to do its very best in the five-day period. 
Certain rules imposed by trade unions have hereto- 
fore encouraged the worker to decrease his produc- 
tion, but the worker under the proposed plan would 
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be called upon to guarantee that he could produce in 
five days’ time the amount formerly produced in five 
and a half days. If he feels this obligation, and 
makes good on it, in time he will have not only in- 
creased leisure, but developed a better attitude to- 
ward employers generally. 

In the meantime the success of Henry Ford’s plan 
is only a matter of speculation. Other employers 
are reminding him that his is a special case, since 
he to an unusual extent controls his workmen and is 
unhampered by trade unions and like organizations. 
Another point that has been suggested is that Ford, 
in at least some of his industries, because of his 
high-speed methods of production, may need the 
extra half-day to do certain work about his plant 
other than actual production of automobiles, etc. 
But the country is becoming accustomed to having 
him step out in front as a trail blazer, and will await 
results with interest. 





FOR A GOVERNMENT LOAN 

A few short weeks ago the country was aroused 
by the story of the hurricane that swept over Miami 
and other cities of Florida, leaving in its wake a 
terrible toll of death, suffering and destruction. Our 
hearts went out to the unfortunate people of the 
devastated region, and the purses of many were 
opened to extend immediate relief to the stricken 
area. 

Now the great disaster has become a matter of 
history, to most of us. We have, in our character- 
istic way, almost completely forgotten it; and per- 
haps it is good that we do “throw off’ such things 
quickly, else we might not be prepared to meet the 
demands made of us in this fast-moving, modern 
world. 

But Miami and the other sections hit by the hurri- 
cane have not forgotten. They will not forget for 
weeks and months, perhaps for years. Tombstones 
are grim reminders. So are wrecked homes and 
business buildings and financial burdens. The peo- 
ple down there have an enormous task before them 
(for there are probably few, if any, who did not 
suffer a loss in one form or another) and it is not 
right that they should be left alone to face it. 

T. F. Hynes, president of The Miami Supply 
Co., whose house suffered a considerable loss in 
the disaster, suggests that a government loan 
extending over a period of years at a minimum rate 
of interest is the solution to the problem of recon- 
struction. No idea of charity, no request for sacri- 
fice, but simply a suggestion that the people be given 
ample time in which to repay the loans made, and 
that they be charged the lowest possible rate of 
interest. 

Those of us who have never lived in a stricken 
community cannot realize the awfulness of such a 
disaster, but common sense will tell us that the 
people in the devastated area should not be forced 
to attempt the task of rebuilding and recouping 
under the ordinary terms of borrowing. 

We believe Mr. Hynes’ suggestion is a good one, 
and one that will receive the hearty support of all 
who give the matter serious consideration. 
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LISTENING IN ON FUTURE NEEDS 


Why not utilize the sun? Why not harness the 
70,000 horse power heat per square yard of its sur- 
face that it constantly pours out into space? Since 
this immense heat has been poured out for a billion 
years or more, it looks as if the sun’s power would 
not be exhausted in as many more years. 

Statisticians estimate the amount of coal and oil 
the earth can still furnish its industries. Coal, they 
say, will not be used up soon, but in another twenty 
years our oil-wells will probably run dry, if the pres- 
ent rate of oil consumption continues. The problem, 
say many of these statisticians, is to conserve the 
supply of coal and oil. But what if, in spite of strict 
conservation, the sources of power, in the form of 
coal and oil, are exhausted? Here the engineer 
steps in and suggests a substitute. We are already 
utilizing coke, he reminds us, coke which is a valu- 
able by-product of the burning of bituminous coal. 
He reminds us, too, that we have many substitutes 
for raw materials as they threaten to run out, or we 
have discovered other processes of production. What 
about substitutes for real leather, so greatly in de- 
mand by furniture men and the automotive indus- 


RN ROA LEAL ELEGANS 


oe NTA ALT ORONO EPP I tan! 


' 


try? 


Since the war new uses for leather have made 


prohibitive 


its for ordinary 


price consumption. 


Man’s initiative rises to the occasion and provides 
a material similar in appearance to leather, and re- 
fines its manufacturing process so that it is offered 
in unlimited supply in colors, grains and finishes, 
and is, above all, durable. Another instance is the 
substitution of metals for wood in the making of 
furniture. Such economy has been necessary be- 
cause of the growing scarcity of wood, and its con- 
sequent soaring in prig¢es. 

Everywhere, research, science and invention meet 
the emergency. They not only meet the need for 
substitution, but they discover new processes for 
production. They prophesy a day, for instance, 
when sky scrapers will be constructed of alloyed 
steel welded together instead of riveted. They re- 
cently discovered a method of atomic hydrogen 
welding which will make possible this transforma- 
tion through the production of a heat capable of 
welding all known metals. 

If we are to maintain and increase the efficiency 
of modern business, we cannot penalize it by lack of 
power or raw material. We are confronted by the 
problem of eliminating waste. If we must kill the 
goose that lays the golden egg, our problem is to 
provide the substitute. Against the first problem, 
there are many agencies working to reduce waste— 
manufacturing, industrial, technical and govern- 
mental. Against the second, individuals are con- 
stantly anticipating the need for a substitute. Col- 
leges are training the engineer or other professional 
man to see it, industries hire experts to work on the 
problem in excellently equipped laboratories. Not 
every laboratory can produce a Franklin, discoverer 
of electricity, who, in “drawing lightning from the 
clouds” discovered a new source of power. But 
somewhere may be a man with an idea of how to 
harness the power of the sun’s ray, and who knows 
how near the day of realization may be? 
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“We have handled the Mechanical Rubber Com- 
pany’s account here for the past five or six years, 
and it is the most satisfactory rubber account we 
have ever had in our eighteen years of business 
experience. 


oe 








“We have found the Mechanical Rubber Company 
to be a very excellent manufacturing connection for 
a jobber as they sell entirely through the jobbers 
and this is something that all jobbers should give 
particular attention to in making a manufacturing 
connection. 


| “We have found these people most satisfactory in 
giving us quality and their prices are right. 


“If you are considering changing your present mind, 
we feel assured that you can make no mistake in 
selling their products.” 


| ~ Indisputable evidence that 


“WE BACK THE 
DISTRIBUTOR” 





| 
A complete line of Mechanical Rubber Goods tor Every Industrial Need 


E HE MECHANICAL RUBBER COMPANY 








Cleveland New York 
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The Distributors’ Place 


in the 


Industrial Picture 


(Juestionnaires Sent Out to Member Supply Houses by the National Supply 


and Machinery Distributors’ Association, and by the Republic Rubber Co., to 


Important Newspapers. Produced Results 


Belief. 


\ssociation Regardless of 


Every person and group interested in the prosperity 
of the many varied industries in the broad field cov- 


ered by the manufacturers and distributors of mill, mine, 


and tools, 


steam and allied lines of supplies, machinery 
are particularly concerned over the almost universal ¢om- 
plaint of lack of profits, voiced by distributors. 

At every convention where both branches of the indus- 
try are gathered, the question of improving conditions 
Complaints from both sides that the other 
fellow does not do all the things he ought to do are 
common, but concerted action to change them is 


Perhaps that belongs to the millenium stage of 


is discussed. 


never 
taken. 
human progress. 

Not many years ago The Republic Rubber Co., 
town, Ohio, abandoned its warehouses and branch offices, 
and adopted a 100 percent plan of distribution through 
mill supply R. M. Gattshall, advertising man- 
ager, Was and is a warm backer of this plan, but soon 


Youngs- 


dealers. 


became convinced that many distributors were not doing 
all they might to sell their houses to industries which 
were their natural customers. This also him 
that they were not making a good job of selling manu- 
facturers generally on the basic belief of the mill sup- 
ply houses that the dealer is an economic necessity. 
From this was further deduced the fact that too many 
manufacturers were ignoring the dealer and selling direct 
Under such conditions the dealer secured 


meant to 


to consumers. 
only orders for emergency items, and was failing to land 
the big orders and most profitable business. 

Mr. Gattshall’s that the distributor 
many cases being pushed out of the picture by aggres- 


idea was was in 


were selling direct, and con- 
that the distributor 


evil—that his 


manufacturers who 


their customers 


sive 
vineing was an 


expensive and unnecessary services were 
costly. 

The only thing to do, it seemed, was to secure evi- 
from the themselves that the 
most economic method of distribution was through 


them to the 


dence dealers best 


ply houses, and to arouse necessity for 
uggressive action. 
The National 
Association 
membership, and sent it. The eight questions asked fol- 
low in Mr. Gattshall’s letter to the National Association, 
under date of October 6th, 1926. Three quest ions to the 
newspapers are also contained in that letter. This let- 
ter is reproduced in full, with the exception of three 
paragraphs, one a quotation from Printers’ Ink, and two 


Machinery Distributors’ 


a questionnaire to its 


and 
send out 


Supply 
agreed to 


from a writer in The Saturday Evening Post, none par- 
ticularly pertinent. 

The three questions asked of the newspapers produced 
not only a remarkable volume of replies, but the time 
and thought put into them is illuminating. Two, three 
and even four page letters were written. One big news- 
paper answered after definite research work, followed by 


Gattshall’s Letter to the National 
its All 


Very Instructive Reading 

a conference of the entire merchandising staff. The news- 
papers did a fine piece of work, with unexpected massed 
opinions. A majority reported their firm belief in the 
economic value of the jobber and distributor, but were 
of the opinion that he is steadily losing ground through 
failure to advertise and prove his worth to the consumer. 


VITALLY INTERESTED IN THE DISTRIBUTOR 


doubt that Mr. Gattshall and the 
he represents are working under the whole- 
hearted belief that the distributor is the natural 
nomic channel through which all products handled by 
mill supply houses should reach the industries. As his 
company sells to distributors only, it is vitally interested 
in having them function as efficiently as possible. The 
company many months, gone to the distrib- 
utors, customers and prospects alike for information as 
to what they were doing, and why they did not do other 
things that seemed necessary for them to do. As stated, 
the company the leading news- 
the purpose of securing information on the 
subject ot distribution, and particularly as to their ex- 
perience and belief concerning the economic 
for jobbing and distributing houses. 


There can be no 
company 


eco- 


has, over 


also queried scores of 


papers for 
necessity 


Regardless of whether or not manufacturers or dis- 
tributors in the lines which MILL SUPPLIES represents 
agree With the statements made by anyone, the matter is 
of such importance that it certainly should be presented 
to our readers. MILL SUPPLIES’ columns have ever been 
offered to the trade for the discussion of any subject 
of constructive value. This has never meant that MILL 
SUPPLIES necessarily endorsed the ideas expressed, in 
whole or even in part. The only test was whether or 
not the of the writer was to improve conditions. 
There can be no question of ulterior motive in the 
activity of Mr. Gattshall and his company in this case. 

Our distributors complain almost universally that prof- 
ts are disappearing, that too many manufacturers are 
competitors, and agree that something must be done. 
The questions then are what is to be done, who is to do it, 
when is it to be done. It is to be hoped that the 
provoke discus- 


intent 


and 
only 
sion, but some sort of concerted action. 


matters here presented may not 


We have the consent of the secretary-treasurer of the 
National Supply and Machinery Distributors’ Association 
Mr. Gattshall’s letter as 
to adequately present the matters under dis- 


to use such portions of seems 
necessary 
cussion. 
There immediately follows 
the National Association, 
Fernley, secretary-treasurer : 


Mr. 


addressed to 


Gattshall’s letter to 
George A. 
LETTER TO THE NATIONAL ASSOCIATION 
The 


tembe 


answers to the questionnaire sent out by you Sep 
srd, 1926, to the members and associate members of 
(Continued on Page 61) 
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HE second logical step in the foun- 

dation of your machinery profits is 

dealer confidence in product — the 
confidence you have in the product you 
sell. 


The character of such confidence is based 
upon just how much is known of the manu- 
facture of the product, its salient sales 
features and its application to the specific 
job it is required to do. 


The “Four Divisions of Dodge” present to 
industry a new picture of the resources 
availahie in the Dodge organization. These 
four divisions represent a source of supply 
that at best can only be equalled by a com- 


She tour Divisions of 











‘Ihe foundation of Your 
Machinery Profits 






Co-operation of Dealer 
with Manufacturer 


Engineering Service | 
4 














National Advertising 
3 








Dealer Confidence in Product 
2 


| Prestige of Product 























bination of several competitive 
sources. In other words, a deal- 
er representing the Dodge 





DODGE 


Power Transmitting 





Material Handling 
Dodge-Timken 


Special Equipment 














organization, with its four 
divisions, is practically repre- 
senting the same number of 
manufacturers of primary in- 
dustrial equipment. Big jobs 
carry with them a great deal of 
other business. 
material 


Transmission, 
handling, elevating 
and other kinds of equipment, 
each one closely related to the 
other, can be sold thru the same 
channels. 











The fact that there is available 
in the Dodge _ organization, 
these four important divisions, 
builds confidence in the dealer 
selling Dodge products. He is 
assured that whatever indus- 
trial equipment requirements 
present themselves, he will be 
able to supply them. These four 





POWER TRANSMITTING— MATERIAL 
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divisions mean more business and more profit 
for the Dodge dealer. 


Another reason for the confidence Dodge deal- 
ers have in the Dodge organization is that the 
Dodge line offers to the machinery buyer an 
opportunity to select the individual products 
best suited to most economically meet his re- 
quirements without prejudice as to type, and at 
the same time offers the distinct 
advantage of having a complete 
installation, each unit of which 
functions to best advantage 
and is backed by one undivided 
responsibility. 


Whether the condition of serv- 
ice in the light of knowledge 
and experience, dictates the use 
of a wood, iron or steel pulley, 
or a solid or split clutch, there 
is a Dodge product to fill the 
need. 


Whether it is a condition of 
service or an individual prefer- 
ence, Dodge hangers, bearings, 
pulleys or clutches, can be sup- 


Distribution 


Fifteen District Sales 
Offices located in Chicago, 
Milwaukee, Minneapolis, 
Cleveland, Cincinnati, 
Oneida, Boston, Philadel- 
phia, New York, Newark, 
Atlanta, St. Louis, Houston, 
San Francisco and Portland 
cooperate with 500 leading 
mill supply and machinery 
dealers in making Dodge 
service immediately avail- 
able to industry. 








plied of the particular type desired. There is 
no need for a divided investment and the source 


of supply is always adequate and immediately 
available. 


Additional steps toward the development of 
your sales will be discussed in future issues of 
MILL SUPPLIES. 


C4 Complete line 
of Industrial Ce qupuend 
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offers the only 
i complete line 
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NO NEED FOR A DIVIDED 


INVESTMENT 
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HANDLING AND SPECIAL EQUIPMENT 
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\ 
0277—Bamboo Push Broom. Made of — 
Split Bamboo _Length of Fibre 7" tive 


Block size 16" x 3'.". A heavy duty push oA 
broom at a low price. 5 




















tel 


Osborn Push Brooms —_ le 
For Every Purpose 








th 

Osborn makes push brooms for every r 
need—in mills, factories, railroad shops vine. African Bass ~fength of fibre | 

e e . size of block te weep . 

and yards, street cleaning, road building, at Geanen 25°," tong tare : 

or any other purpose. n 

For over 30 years, Osborn has made a ; 

close study of the best sweeping materials 





for each particular condition. 277— Rattan Push Broom. Made 
- a rage vate po ge i 

The brooms illustrated are the result of this 

experience and are known everywhere for 


their efficiency and surprising economy. 


JHE OSBORN MANUFALTURING LOMPANY 


INCORPORATED 





5401 Hamilton Ave. Cleveland, Ohio 


iM 
121 Flat Wire Push Broom 
Made of tempered flat steel 
wire. Widely used in road con- 
struction. Block size 14" x 25," 
length of wire 5" 
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A BETTER WEARING BRUSH FOR EVERY USE 
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(Continued from Page a7) 


Distributors’ A 


the National Supply and Machinery 
very interesting. 


~sOCla- 

tion 
It is worthy of note that from September 8rd until Sep 

tember 20th, inclusive, a total of 28 replies were received 

and that eight of them were written by 

By comparing this number with the total membership of the 


prove 


associate membe) 


association, some idea may be gained regarding the interest 


members have in one of the most interesting merchandising 
»problems before the public today, affecting their own indi 
vidual welfare and the welfare of their industry and ihe 
association. 

My impression upon looking over the signatures of thos 


eplying was that the more successful firms, and the execu 


tives with the more exacting duties, were the ones who 
gave their time and information for whatever benefit might 


be derived from this questionnaire. 


It is quite probable that these willing ones are the same 


ones who lead discussions in conventions and try to bring 
about programs of action that would benefit. the industry, 
but if the same apathy exists to each idea presented that 
calls for thought and action different from that pursued over 


the last 
‘direct seller” i 


forty or fifty years, then it is easy to see why the 


having his own way in some fields and a 
tendency exists to eliminate jobbers. 
It may seem to some that my statement that there is 


tendency on the part of buyers to eliminate the jobbers is 
alarmist, but let me tell 
» 


from 72 ne\ the 


the uninformed remark of an 
that I have 


question: 


you 


answe} Vspapers to following 


RESULTS OF QUESTIONNAIRES 


’ : ‘ — 
k rom what vou are able to observe would vou conelude 


that there is a 


Jroiwliiig l¢ nde ney among dealers and CONMSUDN 
ers to buy direct rather than through distributors? 
Fifty-two answered “Yes,” 12 answered “No,” and_ the 


remainder either gave no answer or qualified it so that we 
‘ould not list the reply. 


These newspaper 


United 
Their 
only interest would be to keep abreast of the times so they 
might better edit financial sheets. 

were 28 men your and these 
are the ones vitally interested. On the other hand, 72 news- 


well distributed all over the 
spokesmen for 8,000,000 subscribers. 


were 


States, and are 


In one month’s time there 


who answered questionnaire, 


mapers answe red my questionnaire, and 1n Instances 


This in spite of the 


many 


lelegated special men to investigate. 


fact that we frankly told them we did not use newspape 
-pace and probably never would. These answers were re- 
ceived in ten days’ time, and give proof of my statement 
that this is an interesting subject. 

I believe that if there is such a widespread belief that 
the jobber is being slowly eliminated, it is high time 


the jobber took notice of the situation and tried to correct it. 


The first question asked your association membership was: 


's Do ou believe thre direct selling manu taelHre) has 
ales argument which are more econvineing to consitmers threav 
hose argumciut avatlable to distribute 4 

Seventeen answered “No,” three answered “Yes,” and eight 
answered “Yes and No.” 

look at question No. 2 asked the newspape) 


Now let us 
é Is it 
f thet 


HWECESSALVH SOUITCE of outlet, oo 


your opinion that distributors are economteal a 
i 

al 

that they ave an added ¢ pee? 

lo dealers and con 


l'ifty-five 


tiers 


five answered “No,” and te? 


and eee SLY 4 
} 
answered 


Tes.” 
did not care to answer, and in most eases let it be known 
“direct sellers” 


hat 
ett 


; 
were big users of space, and an answer might 


‘ause their displeasure. 

Wouldn't it appeal to you that if the jobber has the better 
sales arguments, and if the ones who shape the _ policies 
of the country believe the jobber is necessary and econom 
ical, the jobber can establish himself where he_ belong 
if he only goes at it right? 

ven suppose for a minute that the 55 were wrong and 
the 5 were right. That would be enough, it would seem, to 


cause jobbers to get into action to justify their business, 
but with the great majority believing there is a swinging 
movement away from the jobbers, despite the fact that job- 
bers are necessary and economical, proves the necessity for 
action on the jobbers’ part. 
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Let us now consider the replies you received to question 
No. 1, in conjunction with those received to question No. 2, 
which present a very interesting angle. The question: 

we Can a few good reasons why the 
better 


HOU HAN distributor 


than 


rs which dn HYOus opinion would have a tend- 


can serve the trade and more economically can 


i] j 
he pranufactiire 


oO keeep the business froin going to the manufacture?) 


sis 
Twenty-eight answered “Yes.” 


SIZING UP THE ANSWERS 


the first question only 17 thought the dis- 








tributor had the more convincing sales arguments, three 
ULTE nd eight were on the fence, but when you ask 
iether reasons can be given why the distributor can serve 


more economically, all answer “Yes.’ 

You can appreciate that 
tion No. 2, that there 
have answered “Yes” to 


f all could answer “Yes” 
would have who 
No. 1, or even been in doubt. 
is, the answers to No. 1 
ictual belief, and the answers to 
“desire” or 


to ques- 
would 

The 
were more 
No. 2 were 
“wish” than of knowledge. This is 
borne out by looking at the answers to No. 2. 

Please note no one reply contains all the reasons of all 
the others, and, according to my belief, in all replies com- 
bined you do not find all of the real reasons why the dis- 
tributor ¢: 


business. 


been none 


reaction I get from this 





in accord w 


more of a 


in serve more economically and is entitled to the 


This proves that sufficient thought has not been given to 
the subject. Doesn’t it seem odd that if a salesman has 
available which will get him business, he won’t 
name them? It just naturally follows that the men who 
have their money invested in business would know more 
about why they are entitled to the business of the prospects 
they solicit than the salesmen working for them, and it is 
common sense to expect them to drive these points home to 
their sales force, but look now at your question No. 3: 

}——Do distribute these } 


eithe?) (0) our 


facts 


HOU Veasons aM printed form to 


salesmen, customers or prospects? 


Twenty-four answered “No,” and four answered “Yes.” 


It is admittedly bad enough not to know why you are 
entitled to business, but isn’t it infinitely worse not to 


tell 


+ 


what reasons you have for being deserving of it? If 
he salesman is not told, then the prospect is not told, and 
most certainly the prospect cannot be blamed for not know- 
ing, and neither can he be blamed for placing his business 


vith the direct seller who tells him plenty. In question 
No. 4 you asked: 
} Is your sales foree aequainted with the veasons why 


a listributo; is the 


logical SOU VEE CONSUMLCTS 
those 

Twenty-five answered “Yes,” two answered “No,” 
answered “Yes No.” 

I have talked hundreds of distributors’ salesmen, and 
have for them and their sales ability, 
but 1 least fortified group of men I 
know of, up by their home office and their 

It’s a marvel the progress some 
close 


of supply fo) 
} ? 


DUSINESS £ 


avd do hed Use argquimneits to procure 


ana one 
and 
With 
greatest 
believe they 


and are 


the respect 
are the 
backed 

supply the least. 
With the the 
field, an untold amount of good sensible propaganda for dis- 
could be broadeast if the salesmen 
and backed up by their home office. The direct seller hasn't 
overlooked the opportunity distributors offer by not swinging 
into action. In view of the answers received to question No. 
3, I think it’s fair to question the correctness of 


source of 


of them make. work distributors do in 


tributors were coached 


D those to 


No. 4. In Question No. 5 you asked: 

5.—Do vou believe that bu the combined efforts of distrib 
wtors enough education could he GJtCEN CONSUMETS 3 egarding 
the distributors’ rnportanee to offset any of the “direet sell- 
ers’ arguinents? 

Twenty-six answered “Yes,” and two answered “No.” 

If this answer is the honest belief of the members, why 
don’t they get started? If they can’t get together, why 


don’t they do it individually, and if they can’t do that, why 
don’t they support the ones who are willing to do it for them? 
The third question asked the newspapers was: 

3.—TIf 


they 


vou becieve distributors are necessary, do wou de- 


lieve could educate dealers and consumers to realize 
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Build Your Business | : 


* 
MODEL D TYPE F 
sizes—Used for sprinkler system, etc 





~ 
QuincyCompressors | 
With the idea of installing Air Compressors in every de- | 


partment becoming more popular daily, every mill, foun- 
dry and shop in your territory is a possible prospect for Air 
Compressors. 

As a Mill Supply Jobber, you are in an excellent position 
to furnish the compressors needed, and collect a good profit 
from every sale. The first move is to get behind a make 
of compressors that will sell your reputation as an A-l 
jobber. Start right. Put your weight behind Quincy 
engineer-built Compressors and every Quincy you install 
will sell another. 





. Quincy Compressors are manufactured in types and sizes 
MODEL “W” WATERCOOLED 


es i for practically every industrial air job—are original designs 
ize splaceme ; < 5 : 

Model W-1 41/,"x4" 22 cu. ft. not imitations. Only the highest grade materials are used 
Model W-2 414"x5” 32 cu. ft : EEER ' e f Re a “oe = ee 
Meal W.s 6145" 62 en. ft in Quincy construction and after the final factory inspec 
Model W-4 6144”x5” duplex 125 cu. ft tion, every Quincy Compressor 1S guaranteed tree trom 

odel W-2 and larger, complete force feed lubri . 7 Se _ . - - 

oe ee ee eee, SN : flaws or defects. Silent running, life long trouble-free 


service, quick pumping, are just a few of the features of 
Quincy Compressors. And our service starts the day you 
take on the line. 

This space will not permit us to tell you all of the advan- 
tages of a connection with Quincy Compressor Co. But 
the coupon below, signed and mailed, will bring you the 
complete story. You'll not be obligated in any way by 
sending for information. And it may prove profitable all 
around. 


Quincy Compressor Co., 
302 Maine St., Quincy, Ill. 


If you can convince me that it will mean money in my pocket 
to become a Quincy Compressor jobber, come ahead 





Name 
MODEL WC TYPE Address 
izes especially adapted to car wash 
ing units, pneumatic tool work, sand City State 
blasting, ete z 











WINCY COMPRESSOR Co, 


y 


' ee quintysss . : 
Quincy shea soe Illinois 


Formerly Wall Pump and Compressor Co. 






KR590 





When writing to Advertisers please mention Mitt Surpiies 





‘r, 1926 


—_ 


we 


l 

‘ 

| 

— ns. 
K R590 
Ae ae eer 





November, 1926 


the importance of distributors through national advertising, 
and thereby offset the efforts of “direct sellers?” 

Fifty-three answered “Yes,” seven answered “No,” and ten 
answered “Yes and No.” 

These answers were rather surprising, because you would 
naturally expect a universal “Yes” to this question by men 
who live by selling space. But they were answering a 
question that had to do with “functions,” and wanted to be 
honest. 

The seven answering “No” and the ten answering “Yes 
and No” believed it could be done in a most effective way, 
but believed it should be done by the manufacturer because 
it wouldn’t be done by the distributor. 

Your next questions were: 

6.—Do you believe advertising 
tributors2 If so, what kind? 

Twenty-two answered “Yes,” four answered neither “Yes” 
nor “No,” and two gave no answer. 

7.—Do think 
turers’ advertising? Does such advertising help you? 

Twenty-six answered “Yes,” one answered “No,” and one 
gave no answer. 


would be a help to dis- 


you consumers are susceptible to manufac- 


THE QUESTION OF JOBBERS’ ADVERTISING 


If consumers are susceptible to manufacturers’ advertising, 
why wouldn’t they be susceptible to jobbers’ advertising, 
and why wouldn’t they be doubly susceptible if the job were 
done in a co-operative way, more especially since it is 
agreed that jobbers have the best sales arguments available? 
Isn’t it good reasoning to say that jobbers could make a 
more effective and universal campaign than could a manu- 
facturer, because the expense would be split, the informa- 
tive part would be uniform, and an army of 
would back it up. 


8.—How often do you send out circular letters to custome. 


salesmen 


ers and prospective customers, and have you found that such 
letters pay? 

Four answered “None,” 
answered “Some.” 

Undoubtedly anything that is done without regularity or 
to a purpose will have doubtful results. Everybody will 
admit the best possible advertising is by word of mouth. 
A message can be transmitted by telephone, by telegram, by 
radio, by billboards, newspapers, magazines and letters. 

The latter comes closer to personal contact than any. A 
poor salesman will ruin a good prospect, and will a 
poor letter, but we shouldn’t overlook the monumental suc- 
cess of mail order houses. 


10 answered “Regular,” and 14 


so 


I think, Mr. Fernley, you will agree that this is something 
worth thinking about. There is so much data available that 
it is hard to get it all together, but I am convinced from 
my own experience, and what I’ve been told, that the jobber 
ean improve his position—can do it quickly and without a 
great deal of expense if he will program in unison with 
others on an educational campaign to dealers and consumers. 

The “direct seller” has educated the prospective buyers to 
cut out one profit, and the prospective buyer has fallen for 
it because no offsetting argument has come to him to set 
him right. Trade associations are taking up the battle for 
jobbers, but are not being supported, as you know, by their 
membership. In convencions, much conversation is indulged 
in regarding the subject, and it gets back to the Sherman 
Act, which prohibits distributors from getting together to 
protect themselves. Distributors do not need protection— 
they only need aggressiveness, and they have the material 
at hand to advance commercially. The direct seller cannot 
subsist upon his direct sales—he must have a share of the 
jobbers’ business, and the funny part of it to me is, he gets 
it. If jobbers would only look at the policy of his source of 
supply country-wide before he buys, and do so from the stand- 
point of the welfare of his industry, the lack of support would 
cause many direct sellers to revamp their sales plans. 

Jesse Rainsford Sprague, in the Saturday Evening Post, 
said: “The present propensity for hand to mouth buying 
has sharply revived the old question, namely, whether the 
wholesaler is a necessary link in economically bringing manu- 
factured goods from the factory to the public. In England 
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and France the wholesaler has 
the United States the tendency 
wholesaler wherever possible.” 


never lost prestige, but in 
has been to eliminate the 


THE QUESTION OF FAIR PROFITS 


In Atlantic City last spring we heard suggestions to the 
effect that if manufacturers wouldn’t provide sufficient profit 
for jobbers, the jobbers should eliminate the line and 
concentrate on others that do offer a livable profit. We 
know this has happened, and in certain lines the jobber 
is no longer in the picture at all, but jobbers should view 
such eliminations with concern, because each one only re- 
duces the possible potential for jobbers. Every success of a 
direct seller only causes some other manufacturer, who is 
not getting co-operation from jobbers, to consider the same 
sales program. 

If jobbers would show some concern over these questions, 
and get some action started, they would find that manufac- 
turers would assist, but it isn’t natural for manufacturers 
to do for jobbers what jobbers won’t do for themselves. 
If manufacturers have to sell their goods, they are going 
to do it at a profit, and since direct selling calls for addi- 
tional expense, they must cut out the percentage the jobbers 
should have. 

J. L. Pitts was quoted in the June issue of MILL SUPPLIES 
as saying: “While the association has no desire to dictate 
as to a manufacturer’s policy, the executive committee thinks 
it is only fair to ask that these manufacturers place them- 
selves on record that they will not make fish of jobbers in 
one section of the country and fowl of those in another sec- 
tion. The committee furthermore believes that a distributor 
in Louisiana, who is connected with a manufacturer, should 
be informed as to the policy of that manufacturer on the 
Atlantic Coast.” 

Mr. Pitts referred to the policies of some firms which per- 
mit them to go direct in some localities and through jobbers 
in others. This, of course, brings up the question of “get 
together,” which is not permitted and seems unnecessary if 
each jobber would demand to know just what his source of 
supply stands for. Perhaps if jobbers did demand an ex- 
planation of manufacturers’ sales policies, they would be 
surprised to find that manufacturers’ representatives would 
be unable to teli what these firms stand for, which would 
most certainly prove no policy existed, or it was so lax as 
to not be generally known. 

Nathan Fried, of the Johnson Belting Company, is quoted 
in the June MILL SUPPLIES as saying: “It is true that there 
are not enough mill supply distributors to go around and 
carry every line that is offered to them by the manufacturer, 
but there are enough mill supply distributors to pick out the 
lines of those manufacturers who are wide awake to the 
situation existing today; who realize the tremendous cost 
of distribution by selling direct to the consumer, and who 
are willing to co-operate with the mill supply distributor and 
put him in a position to meet the competition of manufac- 
turers who sell direct to the consuming trade.” 

Mr. Fried could have said further that any manufacturer 
who wants to sell through jobbers has a hard time preserv- 
ing his jobbers’ profit when the direct seller quotes jobbers’ 
prices direct, but, that if jobbers would only give to that 
manufacturer support enough to fill his factory, then the 
direct seller would not be such a menace. The direct seller, 
with his jobber support, plus his consumer support, is the 
stumbling block. 


PROVING THE VALUE OF THE SUPPLY HOUSE 

Jobbers do not need to get together on a program of this 
kind. They need only to withdraw support from the one 
who hurts their business, and place it with the one whe sup- 
ports them, and a careful investigation of sales policies will 
determine the path to follow. 
In the June issue of MILL SupPpPLigEs, J. A. Vann is quoted 
follows: ‘We tell our men to impress on the customer 
at all times that the supply house is a necessity.” 

It is true, and Mr. Vann is right in his procedure, but it 
takes something more—the men must prove the supply house 


is necessary, and to do this they must have the facts. Thus 


as 
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fay my investigations do not show that jobbers’ salesmen 
ave these facts. and it is doubtful whether the executives 
themselves possess them. 


The September issue of Jndustrial Merchandising urges 
tributors to “Toot your own horn,” saying: “Your com 
ito manutaeturers who sell direct aren’t bashful 


about informing the consumer of their merits. Why shouldn’t 


you, in co-operation with your manufacturing’ friend whose 


vou distribute, tell the world what you have to offer, 


yroducts 





nd in so doing speak in a little louder voice than you 
competitors?” 
We have seen by the questionnaire a for action 
We have perfect agreements that jobbers have the bette 
euments. We have confessions that these arguments are 


not used. We have raised a question as to whethe j bbe 


are all acquainted with those arguments, which maybe an 
ers the query as to vhy jobber do not “Toot the ow! 
orn. 

In e August issue of Belting, Trans: on, Tools ane 
Supplies, we saw an editorial entitled “Advertising the Job 
ber and Results Obtained. Why Not Do It Nationally?” 
This editorial says: ‘Nothing needed to justify dealers’ 
existence quite as much as a campaign of publicity reaching 


consumers and selling them on the idea of what the bbe 
and mill supply houses mean to them—but for some reason 
this has never been done. Some explain the absence of th 

propaganda by the jobbers ax being due to the fact that 
the jobbers are not fully aware of the value of selling 
through the printed word.” 

Can it be lack of understanding when so much has been 
vritten and spoken on the subject? 

I wish I might go back and discuss some of the individual 
answers of these newspapers. They are a wealth of info 
mation, and a sure eye-opener for either a jobber or a manu 
facturer, but interested as you are I’m afraid you won't 
tand for any more. 

Don’t you think it’s a proven fact that jobbers oug to 
pet busy? 

1 veceived yours of October 4th and enclosures, which 
replies are not taken in consideration in this. I am busy 


now getting all the material I have into the best 
sible fo use, 


form pos 
and I understand that I have your permission 


to use it as I see tit, just } 


<0 long as I withhold the names of 


those ho replied. Is that correct? 


THE GENERAL ARGUMENT 


From here on all the matter presented was furnished 
by Mr. Gattshall, without addition or MILL 
SUPPLIES. Here it is: 


comment by 


There are really three classes of people who are inter- 


ested in the merchandising problems of the mill supply 


houses: The manufacturer, the distributor and the con- 
sumer. 
The consumer’s interest lies chiefly in what he must 


pay tor merchandise he uses, and how easily and quickly 


he can get what he wants when he wants it. 

The jobber and the manufacturer, recognizing the con- 
sumer as the last word, have made their individual ap- 
peals to him without very much regard for each other, 
and the 


consequence has been a parting of the Was, 


which has brought about a situation needing correction. 

It seems that the logical thing to do is to first estab- 
lish definitely that something is wrong—then to find out 
just what is wrong, and then get a remedy and apply i 

What follows will be an attempt to that 
tributors are losing prestige. No attempt will be 
to place the blame, but simply to establish that fact, and 
this procedure is followed because of differences of opin- 
1on as to whether oer 








show dis- 


made 


not such a situation exists. 

George Winship, recently president of the Southern 
Supply and Machinery Dealers’ Association, is quoted 
in MILL SUPPLIES as having said in his opening address 


in St. Louis “Most of that the 


last spring: you know 


net profits you received from your business last year, 
and for several that, were very meager. 
In fact, the average in our association was smaller than 
the returns you would have received from tax-free gov- 
ernment or municipal bonds, where the only mental ef- 
fort required is to clip the coupons.” 

In Atlantic City, the National Supply and Machinery 
Distributors’ Association passed out a published report 
showing that during 1925 the cost of doing business to 
20.77 that the 
gross margin of profit was 21.60 percent; that the aver- 
age turnover was 3.82 percent, and the net profit a little 
over 1] 


years before 


the membership was percent ; average 


percent. 
In presenting his ‘““New Plan of Co-operation,” B. H. 
Ackles, National Supply and Machinery 
Distributors’ “In the spring of this 
vear conditions prevailed in the distribution of mill, mine 
and factory supplies of a character which caused many 
of those interested in production and distribution to give 
the problems confronting the industry serious considera- 
tion.” 
David C 
sented a paper to the convention 


president of the 


Association, said: 


Jones, of the Lunkenheimer Company, pre- 
in St. Louis, in which 
“Not infrequently do I find myself wondering 
whether some jobbers are not gradually bowing them- 
out of the jobbing business and becoming what 
very closely resembles brokers.” 


he said: 
selves 


T. H. Van Horn, sales manager of Harvey Spring and 
Forging Company, Racine, Wis., “Unless some- 
thing is done in the jobber field, I am under the impres- 
sion that, in our particular line, there will be no such 
animal as the jobber ten vears from today.” 


says: 


THE MANUFACTURERS’ INTEREST 


Some are going to wonder why a manufacturer should 
have such an interest in the affairs of jobbers. The 
answer lies in the five point policy of co-operating with 
the Republic Rubber Company. 
These five points have been subjects of interest to mill 
supply distributors for years, and it seemed from the 
remarks of the leaders in the industry that a 
manufacturer who operated his business in a way mill 
supply jobbers said they wanted a source of supply to 
operate would win the approval and support of sources 
of outlet. Hence the policy. 

It became therefore to become 
with every phase of the mill supply jobber’s 
lems, 


the jobber adopted by 


earnest 


necessary acquainted 
sales prob- 
and to do all that was possible to make sales easier 
for him. 

The most natural source of supply for information of 
this kind is the distributor himself, but when he was 
approached the discovery was made that he was not as 
well posted as he should be. 

It could easily be assumed that 
a wrong conception of 


if the consumer had 
the jobber, his was the 
result of sales propaganda put out by the “direct seller,” 
which was not refuted by the distributor. Investigation 
reveals that 48.2 percent of a possible 100 buvers art 
never called upon; of the 51.8 percent called upon once. 
24.4 percent are not called upon the second time, that 
14.6 percent never receive a third call and that 12.7 per- 
cent of those called upon the first, second and third times 
never receive the fourth call. It also seems pretty well 
proven that 95 percent of all sales are made as the result 
ft four calls or more. 


idea 


This analysis was made by F. H. Dickinson, sales 
manager of the Tidewater Oil Sales Corporation, and 
may not apply to mill supply distributors, but, assuming 
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Can you profitably meet the com- 
petition of Leather Belting manu- 
facturers who sell direct? 


You can with the Johnson line. 


Under the Johnson Plan of complete manufacturing control and 
economical distribution, there are eliminated from the prices dis- 


tributors pay 
The intermediate profits of the tanner— 
The intermediate profits of the currier— 


The excessive cost of selling (last year our sales expense 
was 2% )— 

The cost of having manufacturers salesmen sell for the dis- 
tributor— 


The cost of selling thru branches— 


The excessive overhead (by distributing one overhead over 


a diversified line of products) 


Considering weight as well as quality, Johnson Belting is priced as 
low as it would cost you were you manufacturing Belting—yet it 
is not a price proposition. 


Quality is the biggest goodwill builder the Johnson line possesses. 
Ask any Johnson distributor. 


May we refer you to a number of them, also submit the proposi- 
tion that enables Johnson distributors to profitably meet competition 
and furnish quality that brings repeat orders? 


Holnson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 
product 
General Offices und Factory 
= Ay) 4 
423-435 Kast 356th Street, 


New Work N.Y. 
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When writing to Advertisers please mention Mitt Suppeties. 
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thet it might have a bearing on the subject, a remedy 
was sought to overcome that condition if it existed. 
The apparent need for persistent jobber advertising 
to consumers seemed like a common sense help that a 
manufacturer could give a jobber—it appeared that if 
a program of this nature could be devised so it would 
go to the jobber’s prospects regularly, it would 
serve to eliminate any deficiencies in the salesman’s calls, 
might plant a growing seed of understanding in consum- 
ers’ minds, and eventually cause an inquiry and sale. 


POSSIBILITIES OF DIRECT MAIL CAMPAIGNS 


A study of manufacturers’ sales programs does not 
indicate any tendency on their part to do for a jobber 
what the jobber will not do for himself, and the adver- 
tising of jobbers and their functions is not a program 
that would appeal to “‘direct sellers.” As a_ possible 
solution of these problems, the thought presented itself 
that the manufacturer and the jobber, working in con- 
junction, could do the job very well by direct mail. 

No one could possibly know the jobber’s prospects half 
so well as the jobber himself, therefore a list of these 
prospects could be easily reached regularly with a mini- 
mum of waste and expense. 

Every thinking jobber knows that if manufacturers 
enough decided to go direct in the sale of their mer- 
chandise, and in doing so decided to quote jobbers’ costs, 
in the time it would take for them to find out it 
could not be done successfully they would ruin jobbers 
and jobber manufacturers right and left. It certainly 
must be plain, also, that if jobbers would support those 
who support them, the volume business in the factory 
would make for costs which would permit jobbers to 
compete with profit to both source of supply and source 
of outlet. 

MILL SUPPLIES said editorially in its June issue: “As 
to the question of big consumers absolutely refusing to 
buy from distributors, is it absurd to suppose that an 
educational campaign on the part of the manufacturer 
cannot remedy the mistaken impressions of those pur- 
chasing agents who believe they can secure a better price 
by buying direct?” 

MILL SUPPLIES editorially: “Mill supply 
houses in the near future are going to be less altruistic 
when it comes to building up sales volume for manu- 
facturers who do not play the hundred percent dis- 
tributors’ game. More than one prominent executive 
of a supply house has made it publicly known that he 
will no longer push (even though he may carry a small 
stock) the products of those manufacturers whose lines 
do not produce the proper profit.” 

MILL SUPPLIES said editorially in 
manufacturer and distributor 
the play for consumer favor. They are virtually part- 
ners. As such it is up to them to strive continually 
towards the goal of building up greater and greater 
good will for their mutual benefit.” 

It has been fairly well shown that the consumer does 
not know the importance of the jobber. It has been 
shown that the jobber is not thoroughly acquainted with 
his own importance. It has been shown that the jobbing 
industry is in need of something to bolster it up, in spite 
of the fact that jobbers are a part of a sound and eco- 
nomical system of merchandising. All of this seems to 
prove that educational advertising would improve the 
jobber’s position in commerce. 

An untried venture might cause some to hesitate, but 
evidence is at hand to prove it has worked. 

All classes of jobbers in Evansville, Indiana, started 


also said 


September: “The 
have an equal stake in 


67 





a short campaign to educate buyers to realize the im- 
portance of Evansville as a jobbing center. F. J. Ho- 
facker, manager of the Evansville Supply Company, and 
a member of the committee handling this publicity, said: 
“It is the belief of the committee that a campaign of 
this character should be continued, for in this manner 
only can the buying public be convinced that they can 
be taken care of better, more efficiently, and at a lower 
cost by doing their trading with the legitimate outlets 
in the territory of which they are a part.” 

Charles J. Webb, president of The Woolen Corporation 
of America, proved that consistent group advertising 
lifted the entire industry out of a deplorable situation. 

Everyone knows what organization and advertising 
has done for the fruit growers of California and the 
salmon packers of the northwest. Six months of group 
advertising increased salmon sales 445 percent, chang- 
ing the situation from a buyers’ to a sellers’ market. 


NEWSPAPER REPLIES TO QUESTION NUMBER ONE 


Question No. 1—‘‘From what you are able to observe, 
would you conclude that there is a growing tendency 
among dealers and consumers to buy direct rather than 
through distributors?” |Note that 52 answered ‘‘Yes” 
and but 12 “No.’’] 


“By the success of the chain stores (which are in reality 
assuming the functions of the distributor) many manufac- 
turers have been tempted to go into direct competition with 
the jobber.” 

“We are frank to tell you that in our opinion there is a 
growing tendency to buy direct rather than through dis- 
tributors.”’ 

“There seems to be a tendency among manufacturers to 
maintain their own sales offices and sell direct.” 

“The idea of eliminating the middle man has been ham- 
mered home pretty strong.” 

“We find more and more manufacturers seem to be selling 
direct.” 

“There is no doubt many manufacturers have done much 
in the way of advertising to educate the dealer and con- 
sumer to buy direct.” 

“We feel that the defects, if defects there be, in the sys- 
tem as it exists, are not inherent in the system, but are due 
to the failure of the jobber to perform up to his maximum 
efficiency.” 

“Perhaps one of the reasons for diminution of the number 
of jobbers and wholesalers is the fact that these concerns 
have been extremely meager in their advertising appropria- 
tions.” 

“We that both dealers and consumers should be 
educated through advertising to the necessity for and import- 
ance of distributors. We feel that distributors are overlook- 
ing a great deal in neglecting to do this.” 

“From my observation the principal complaint about the 
distributor has been his lack of desire to co-operate with his 
sources of supply.” 


believe 


“Our observation has been that there is a strong tendency 
toward the elimination of the jobber.” 

“T)irect buying is undoubtedly on the increase, leaving the 
distributor out of the picture.” 

“There are altogether too many jobbers and wholesalers 
who believe it is their function to act simply as a distribut- 
ing agency, on a percentage basis.” 

“The present predicament of the jobbers is due, I feel con- 
fident, to the fact that they fail to appreciate their own 
economic importance.” 

“The remedy would be to sell the consumer on the economic 
functions of the jobber.” 

Every reply was backed with reasons, and the papers 
answering were the large ones who claim to be spokes- 
men for their communities, and in many instances they 

(Continued on Page 69) 
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Sea Rings 


put the slip noose on 
| unruly horsepower 
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Sea Ring Rod 
and Plunger 
Packing 
Constructed ona 
unique scientific 
principle which 
saves wearon both 
the packing andthe 
rod and saves 
power besides 





packing tightens only as power tries to escape. 
Cylinder pressure trapped in the groove automatic- 
ally expands it against the rod just in proportion to 
the tendency to leakage. This means reduced fric- 
tion—less wear on packing and rod, maximum 
power utilized and power plant economy. 

The other six of the Johns-Manville STANDARD 
SEVEN are all of scientific design combined with 
highest grade materials and workmanship. The 
broad and efficient service that these packings will 
render enables you to run your plant with minimum 
packing stock—which reduces your investment, 
prevents mistakes and results in better service. 
JOHNS-MANVILLE ee. 292 Madison Ave. at 41st St., 


New York City 
Branches in all large cities Fo 1: Canadian Johns-Manville Co., Ltd., Toronto 
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Kearsarge Rod 
Packing 





Johns-Manville 
Flax Packing 




















Universal A quality flax manu Kearsarge 
Piston Packing factured to pack satisfac Manhole 
torily l kin “ fad hydraulic 
Back and forth folds pre- pikes rides Gaskets 
mapode ur a ulde Asbesto - Metallic 
ones SEG ao denis Mogul Coil Fabric folded s« 
abhi : i , s. Packing that doubled edge 





ispresentedto the 
pressure. Can be 
removed and re 
placed manytimes 


Contains no rubber. 
Furnished in twisted 
or braided form. 
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J. H. Williams Advocates 
One Mill Supply Association 


Would Employ a Judge Landis or 


a Will Hays to Preside Over It, 


With the Three Present Associa.cions Operating as Subsiaiaries—He 


Speaks Only for Himself and His Firm, and Not as an Officer of the 


\merican Association—Some Suggestions Offered by “Mill Supplies” 


J. Ui. Williams, president, J. H. Williams & Co., Buf- 
falo, and a vice-president of the American Supply & Ma- 
chinery Manufacturers’ Association, is not only a strong 
advocate of the triple convention plan for the mill supply 
but has some very definite ideas as to how 
a central organization could be developed, with at least 
{ sub-divisions, and over all a single man, vested 
arbitrary powers somewhat similar to those con- 
ferred on Judge Landis by the baseball interests, and on 
Will Hays by the motion picture industries. 

MILL SUPPLIES believes Mr. Williams’ plan would have 
be broadened to provide for individual officers, includ- 


a secretary, for each of 


associations, 


with 


TO pve 


the three associations, so as 
1 


to permit them to take care of the detailed and individual 


interests of the present associations. 


Mr. Williams, after stating that the ideas expressed 





er the views of himself and his firm, and are not writ- 

ten in his ollicial capacity as a vice-president of the 

merican Association, because he is not at present well 
as to its attitude, says: 

\ triple convention is the only thing. It is both 
vasteful and unsatisfactory for manufacturers to meet 
separately with the National and Southern jobbers. 
Given a spirit of ‘give and take,’ it should not be difficult 

» settle questions of location of meetings, officers, etc., 
riving preference to each association every third year. 

In fact, I will go further: We are for a national mill 
supply association, with sub-divisions for each of the 
present divisions of manufacturers and National and 


Southern jobbers, with convention locations and officers 
hosen by each in turn, and a single secretary who 
shall be a ‘czar,’ much along the lines of the Automotive 


Equipment Association. A four day convention, sessions 
from 10 a.m. to 2 p. m., attendance being made continuous 
ind compulsory, travelling fare rebates to only those 
who comply; meetings run with a firm hand—both the 





‘etings and the sub-divisional meetings—so as 
to accomplish as much as possible in the shortest time. 
This plan the afternoon for golf, or any other 
recreation that will give opportunity for delegates to hold 
personal visits, make acquaintances and give play to the 
of the convention. 


leaves 


social side 


“A strong hand at the helm of such an organization 


would greatly broaden the settlement of all problems be- 


tween distributors and manufacturers, and would prob- 
ubly give effective aid to the strengthening of the jobbers’ 


local gr in the 


is no small part of 


Ups cities where they do business, which 
the object to be attained for the wel- 
are of all concerned—distributors and manufacturers 
. To that end a committee of three each from the 
several associations should meet without 
discuss the question of the future. 





alike 
secretaries to 
“When politics is adjourned, and something like that 


can be made effective, both manufacturers and distribu- 
tors will have an organization that will attract an almost 


universal eligible membership, and that will accomplish 
much.” 

Providing the present presidents and secretaries of the 
three associations and a majority of the membership of 
all can be sold on the general idea, the hope of a smooth 
working organization will abide or go on the rocks over 
the selection of a forceful, widely experienced, non-parti- 
san chief executive to serve as president. 

To MILL SUPPLIES it seems the plan, revolutionary as it 
is, will need the best thought of not only the older states- 
men in the mill supply field, but of the very active 
younger generation now demanding a place in the sun. 
It is not alone for the officers and executive and advisory 
committees to decide, but as well for the active member- 
ship of the three associations. To make it a success a 
majority will have to be sold on the plan, and all the 
cards placed on the table, minus ordinary “wild” 
and the joker. 

There is another point that would intrude early in the 
event of Mr. Williams’ plan being seriously considered, 
and that is the question of adopting any very large num- 
ber of the rules that govern the Automotive Equipment 
Association, a powerful organization of manufacturers 
and dealers, featuring a great exhibit of moving and 
silent machinery, equipment and tools that not only fills 
the big Coliseum in Chicago, but overflows into adjoining 


cards 


buildings. Exhibitors show their complete lines, and 
have on hand a full staff of salesmen. It is recalled 


that in 1925 a corporation manufacturing electric drills 
reported orders were taken at the aggregating 
$100,000, and that 26 of its salesmen were on hand to 
take care of visitors. 


show 


The rules governing attendance, exhibits, penalties, etc., 
are very definite and even harsh, and would probably be 
impossible of enforcement in a mill supply association, 
even if the members could be induced to approve of them 
primarily. 

There is another point to be considered, and that is 
the possibility of including the National Pipe and Sup- 
plies Association in the group. It is not necessary to tell 
any mill supply man how powerful and important this 
organization is. In it are many strong supply houses 
now members of one or the other of the dealers’ associa- 
tions. With a group of four in the central organization, 
all interests would be combined. MILL SUPPLIES invites 
all interested to send in their views on the proposition as 
outlined. 

—t oe 


No Faith in Installment Plan 
Senator Couzens, of Michigan, has decided to dissolve 
the Couzens Ice Machine Company because, in his opin- 
ion, the manufacture and distribution of electrical re- 
frigeration seem bound up with the installment method 
of selling, which he believes is economically unsound, ac- 
cording to an item appearing in the New York Times. 
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Cost Accounting Method Works to Advantage 


Complete System Developed by A. Harvey’s Sons’ Mfg. Co., Detroit, is 


Aid to Control of Purchasing, 


Selling, Inventory and Overhead 


C. F. HARVEY 
Vice-President, A. Harvey’s Sons’ Mfg. Co., Detroit 


Considerable interest has been evinced by jobbers of 


jiumbing and heating supplies, as well as jobbers of 
indred lines, in the cost accounting method of the A. 


larvey’s Sons’ Mfg. Co., wholesalers of plumbing and 
eating supplies, Detroit. This interest is reflected by 
received by our company from jobbers in all 
country, inquiring as to the operation 
and results of such a system. 

The publicity given the system was brought about by 
an address by the writer convention of the 
National Pipe and Supplies Association at French Lick, 
Ind., in May 1925, the subject of the address being 
“An Investigation into Costs and Profits of Individual 
Lines.” This address, in pamphlet form, was distributed 
by the National Pipe and Supplies Association to its 
membership in all sections of the country and was pub- 
l:shed, with an explanatory editorial, in the August, 1925, 
issue of MILL SUPPLIES. This article many 
graphs and charts. 

A number of firms have taken advantage of the firm’s 
magnanimous offer that any legitimate might 


I 
k 
| 

h 
letters 


sections of the 


before a 


carried 


jobber 


have the benefit of the experience of the firm in this 
field. and have installed similar systems. Letters of in- 
quiry are still being received, however. The burden of 


these inquiries is combined in the following questions: 
1. What your 


9 
vate 
system. 


2. What are the 


and 1s the 


was reason for inaugurating your 
details of operation of your system 
cost prohibitive? 

3. What are the 
years? 

1, Are with results obtained, and will 
you continue your system as a permanent part of your 
organization? 

On November 27, 
& | 
for that purpose, a survey of the business of our com- 
pany {or a ten-month period beginning January 1, 1922. 
This survey was for the purpose of obtaining reliable 
information as turnover, overhead and 
The survey was worked out 
from an actual audit of purchase and sales records, and 


results of your operation over three 


you satisfied 


1922, the writer received from Heartt 


‘ £- a P 
szawton, a firm ol 


appraisers and engineers engaged 


to stock, sales, 


profit by individual lines. 
verified my opinion that a wide variance existed among 
the lines carried in the stock of the company as to actual 
results obtained in that all important phase, ‘‘net prof- 


its.” I immediately began work upon a system that 
would afford me such knowledge of the business as 
would permit more intelligent purchasing and control 
of stock, more stress on sales of more profitable lines, 


and lines in which turnover was greatest, and a system 
that would give more intelligent control of 
stituting overhead expenditures. 


items con- 
The result of this work 
was the installation, on July 1, 1923, of the system now 
used by the company. 

The details of operation of the system are too lengthy 
or this and only the major 
considered. 


f article, phases will be 

Records as to sales, cost of sales, gross profit, over- 
head and net profit are kept on each of nineteen lines 
into which the company’s stock is divided. These data 


are also available concerning individual salesmen and ter- 
ritory, giving ample information as to the true worth of 
salesmen or profitableness of territory. 

The cost of such a system is not prohibitive, and since 
the actual contrast between “selling price” and 
price’ is shown in detail on each item sold, a goodly 
percentage of the expense of the system is defrayed by 
revenue received from corrected billing, to say nothing 
of the fact that items showing too small a margin may 
be arbitrarily increased in price. 


cost 


Many changes for the betterment of the business have 
followed various disclosures by this system, most prom- 
inent among which are compensation of salesmen on a 
“percentage of gross profit basis,” and the adoption of 
retrenchment or expansion policies when warranted by 
results. The compensation of salesmen on this basis 
is eminently fair to both the salesman and his house, 
since he is paid in direct proportion to his earnings for 
his employers. He is supplied with a monthly report 
of his exact earnings on sales in each of the nineteen 
lines, and since the gross profit is also 
indicated, together with his sales volume, an indispen- 
sable guide to sales effort is created. In view of the 
fact that the overhead, by each line, is reflected monthly, 
toyether with the items making up the total overhead 
expenditures, it is readily seen that retrenchment poli- 
cies may be adopted at intervals of thirty days instead of 
yearly, as under most accounting systems. 


percentage of 


All the divisions of overhead are graphically charted 
monthly, giving a vivid picture of the upward or down- 
ward trend. 

In summary, the following are items of 
furnished monthly: 


information 


Gross sales by individual lines. 

Drawbacks on sales by individual lines. 

Net sales by individual lines. 

Cost of merchandise sold by individual lines. 
Cost of merchandise returned by individual lines. 
6 Net cost of merchandise sold by individual lines. 
7. Above information as to 


Ol Oo DO 


each salesman and ter- 
ritory. 

8. Earnings of salesmen by individual lines. 

9. Status of each salesman’s account. 

10. Sales cost, total and by salesmen and territory. 
11. Changes, if any, in assets and liabilities. 

12. Inventory by individual lines. 

13. Turnover by individual lines. 

14. Changes in working capital. 

15. Gross profit by individual lines. 

16. Overhead by individual lines. 

17. Net profit by individual lines. 

This system has given satisfaction and is considered by 
our company as an integral part of its organization, 
ranking in importance with sales and purchasing depart- 
ments. Each month, since the installation of this depart- 
ment, has brought about some change whereby some addi- 
tional information may be given periodically 
enables the management to guide the 
efficiently. 


which 


business more 
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| Taking a Look Under the Salesman’s Crust 
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An Artist in Word Painting Reveals Many Characteristics, Both Rough and 


Delicate, Seldom Thought of in Regard to a Great American Necessity 


C. I. HENRIKSON 


His heart is light. His share of the blessings of this 
world consist of good health and his job, and he is happy. 
He has a wealth of sympathy for the troubles of man- 
kind, and they worry him when he lets them. So he 
banishes them from his thoughts, 
and learns to carry a light heart. 
You see, he is a salesman. 

He wears a smile, not because he 
is continuously happy. Not because 
the world goes out of its way to 
make him feel good. Beneath that 
smiling physiognomy lie pucker 
strings that could screw his face 
into a pickle dish if something 
should slip. But he smiles. He 
tries to forget the pucker strings. 
And he succeeds, and then he 
smiles some more. You see he is 
a salesman. 

He is glad to see you. Not be- 
cause he experiences any keen 
personal delight at seeing you. Not 
because your visage is always good 
for sore eyes to look at. But 
because he wants to talk to you. 





because he suffers when compelled to wear his linen 
for two consecutive days. But because he frequently 
finds his customers indifferent and apathetic, and has 
to get close to them and stay by them. 


Frequently, too, 
some customer takes a shine to him 
and insists on seeing much of his 
society. Se he can’t take any 
chances. He has to be prepared. 
He has to play safe, so he keeps 
his clothing and his person clean 
and wholesome. You see he is a 
salesman. 

He is good natured. Not be- 
cause it is a family trait. Not 
because it is thrust upon him by 
the happy incidents of his career, 
but because he finds it both a 
convenience and a necessity. It is 
convenient to find business parley 
automatically lubricated by the oil 
of his good nature, and it is neces- 
sary, when coming in contact with 
people who have none of it, to call 
on his own supply and let it grease 


: the ways. He is good natured. 
Not to the common every day you Yes, he has to be. You see he is a 
that you wear in your button-hole salesman. 

and that any and everyone may 2 : BP ee has Not because he 
ie, bak te eee Mk oe © E Besdien He is smart. Not because he 


under cover and trot out on ocea- 
sions only. The you that has a 
good opinion of itself and falls for 
a little flattery. The you that you 
recognize as your real self, but 
seldom have the time or opportu- 
nity to visit with. He looks you 


with sal 


from reading his 


of understanding. 


squarely in the eve and says he is eral years ago, it 


glad to see you because he wants 
to meet your real inner self. You 
see he is a salesman. 


The writer of this exce ptionally fine 
article has for years 
si meh, You 
story, because his 
sympathetic expressions so cle arly tell 
Whe vl the accodhe- 
panying article was first written sev- 
was printed in a 
popular national magazine - and brought 
forth nme rouUus appre ciative re sponse Ss 
of readers. MILL 
SUPPLIES is indebted to Mr. Henrikson 


from a varied type 


has gone to college and has a 
sheepskin to show for it. Not 
because he stays up nichts and 
reads books. But because he has 
to be the master when closing in 
on a prospect or a customer. He 
knows that in a hand to hand con- 
flict, the stronger wins, and when 
a prospect is at bay, he must not 
only convince him, but he must 
make him want the goods. A fool 
can’t do it. It calls for mastery 


corked closely 
would know that 


He holds his head up high, not and “The American Magazine,” of self and subject. The rebuffs 
because he is stuck on himself, but through whose courtesy it is reprinted. and defeats which fall to his lot 
because he believes in his house It is well worth reading. result in mental alertness and 


and his goods. He is proud of them 

both. He hold his head up high, 

not because he looks down on his neighbor, but because 
he wants recognition, and wants his cards above the 
table. Representation means responsibility. Should he 
slip, it reflects on the house. It is always safe to be 
dignified. So he holds his head up high. You see he 
is a salesman. 

He is dressed in the latest fashion, not too loud, not 
freakish, but sufficiently up-to-date to give his house 
and his goods a modern setting. A hundred times a 
day he makes the statement that to keep on the firing 
line of progress, the trade must use his goods, or be 
classed with the back numbers. It’s today and tomorrow 
with him, not yesterday. He can’t talk modern improve- 
ments in a last year’s suit. You see he is a salesman. 

He is clean, within and without. Not that he has 
webbed feet and feels strange out of a bath tub. Not 


refinement that spell education in 

a truly practical sense. He must 
be up to the minute. The latest news and intelligence 
must be a toy in his hands. He must be smart. You 
see he is a salesman. 

He has courage. Not because he is a soldier at 
heart. Not because he is a volunteer and would rather 
fight than eat. But he has learned that that for which 
we seek does not always lie on the ground before us. but 
is hidden in secret, out of the way places and must 
be ferreted out. A certain man must be seen. A hun- 
dred voices say “you can’t see him.” A certain man 
must be reached. A hundred arms bar the way. Shall 
he shrink away or be pushed back? No, he must reach 
his man and meet him face to face. For the time 
being at least there are but two persons on earth, 
himself and his man. Forbidding hands, dubious head- 
shakes, cautioning advice are but the hurdles. He wins 
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the race because he has grit and courage. You see he 
is a salesman. 

He is an optimist. Not because he loses orders or is 
frequently turned down on the very brink of success, 
times he must create the very atmos- 
phere he breathes. The cold water that is frequently 
thrown over him must either have the invigorating effect 
shower bath, or he must permit himself to be 
in it, and he prefers to live. Pessimism is 
blind. Optimism hears all, sees all. Defeat 
for him dares not spell pessimism, for pessimism means 
death. The prospects must always be bright. Though 
he sells coffins, his line must be a happy line. It must 
pleasure to talk his goods, to buy them and sell 
an optimist, because he is a salesman. 


but because at 


of a 
drowned 


deat and 


be a 
them. So he is 

Beneath the beetle’s horny shell, folded away out of 
sight, thin membranous iridescent wings. 
Coaxed by the warm southwest wind, it spreads them out 
on a summer evening, and soars away into the mysterious 


distance. 


lies 


a pair ol 


And the salesman, footsore, weary and tempted 
by an hour of solitude, forgets his goods and his line, 
les out of the uniform have learned to know 
up to communion with his inner self. 

closely. Those lines in his face didn’t 
from smiling. That slight stoop in his shoulders 
idn’t come from holding his head up high. The hand 
that grasped yours so gladly or patted you on the back 
with such emphasis sometimes lies open and limp, and 
worth while in the world, if placed in the 
hollow of his palm, would not tempt his fingers to close 
over it. The that bids him face the lion in 
his den deserts him when an expected letter from home 


shuft you 
and gives himself 
Look at him 


all come 
$ 
| 


( 


all that is 


courage 


does not appear. The optimist, the man with such a 
fund of good nature, the smart man who can create 


demands and make men buy his goods, wilts when he 
hunger for the kiss of 
take the nerve out of him. 

human, but let’s take off our hats 
faults, but the world would be a 
, and pessimism, like a pestilence, would stalk 


land if the 


1e salesman’s smile and handshake 


alone and lets his 


absent 


is only 


to him. He has his 


were not with us 
It is he who spreads the gospel of optimism and good 
fellowship, and his resourcefulness and versatility are 


an inspiration to all with 


He teaches 


whom he comes in contact. 
us the practical value of the stiff upper 


lip. He teaches us that energy and persistence when 
tactfully applied bring home the bacon. 
But with all that, remember he is only human, and 


remember 


and its silken, sensitive, delicate 
wings which you cannot see, and when you turn a sales- 
man down, don’t forget he that 


vou are not 


is a man, and 
his brother. 


you are 
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NEW HOUSE IN SAN DIEGO 


Black & Penn Machinery Co., Organized as Distributor of Machin- 
ery and Mill Supplies 
The Black & 


" Ls 
macniner\ 


Penn Machinery Co., distributor of 
and mill supplies, was recently organized and 
doing business at 611 K street, San Diego, Cal. 
The new firm first organized as the Industrial 
Machinery & Equipment Co., but because of the promi- 
nence of the individuals compose it and the value 
names in the trade, customers and personal 
induced partners to change the name to 
he Black & Penn Machinery Co. 

Members of 
Penn. 


Was 


who 
or tneir 
friends the 
the firm are George V. Black and W. G. 
Mr. Black was for ten years in the heavy hard- 
ware line with the Western Metal Supply Co., of San 
Diego, and was formerly assistant manager of the Crane 
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Co., in that city. Mr. Penn was for sixteen years with 
Hazard-Gould & Co., of San Diego, and was previously 
for five years with Reed & Duecker, Memphis. 

The new company will be interested in catalogues 
from all manufacturers of woodworking, metal working, 
mining, pumping and farm machinery, mill and factory 
supplies. 


9 — 

PLAN MACHINE TOOL EXHIBIT 
Builders to Hold Exposition Devoted to Their Products 
Exclusively in Cleveland in 1927 
The National Machine Tool Builders’ Association an- 


nounces that the first of a new type of expositions will 
be held in Cleveland September 19 to 24, 1927. Such 
expositions will be held annually, their purpose being 
to bring into direct contact the producer and consumer 
of the entire range of modern machine tools. 
The association states in its announcement 
exposition will differ from those formerly 
machine tool makers in that it will be limited to the 
exhibition of machine tool products. They state that 
expositions in which they have heretofore exhibited have 
been too general in nature to suit their purpose. As a 
result, machine have grouped either with 
miscellaneous industrial equipment or with displays not 
directly related to machine tool technique or utilization, 


that the 


utilized by 


tools been 


o—>e 


COMPANY DEVELOPS RAPIDLY 
New Orleans House Achieves Marked Suecee-- in Mill Supply and 
Marine Specialty Business 

Established only six years ago with a small capital, 
a force of four men and a stock limited to the 
of specialties for marine engines, 
and Mill Supply Company, of New 
a rapid and substantial growth. The name was changed 
from the Marine Specialty Company to the present title 
as a result of the expansion of the business to includ 
a large stock of mill supplies. The company’s activities 
cover the states of Louisiana, Mississippi and Alabama. 
It now carries 28 employes on its payroll and inventories 
its warehouse stock at $150,000. 

Launched originally to supply ships with marine engine 
specialties, the business rapidly expanded into other lines 
and the stock was enlarged from year to year. 
a continued demand for odd-size articles, the company 
added them to its regular stock. It handles larger jobs 
on special order, and employs two engineers to advist 
on special equipment and installments and to prepare 
special blueprints. It recently added 
of motor boat supplies, consisting of 
and ship chandlery. 

Frank Viola, president and general manager, was for- 
merly connected with Woodward, Wight & Co. Other 
officers of the company are F. S. Renauld, who founded 
the business in 1920 and who is now vice-president; A. J. 
Viola, secretary, and J. M. Myatt, Sr., treasurer. 


handling 
the Marine Specialty 


| 


Orleans, has shown 


To satisfy 


a complete line 


marine hardware 


>? <2 — 
Fort Wayne House Has Outing 

Department heads and salesmen of the Fort Wayne 
Pipe & Supply Co., Fort Wayne, Ind., journeyed to Lake 
Wawasee Saturday, October 4, and a round of entertain- 
ment and general fun were enjoyed over the week-end. 
Wawasee is one of the beauty spots of Indiana and offers 
excellent facilities for such a frolic. 
motor boating, yachting, horse-back riding and cards 
were included in the week-end activities. Charles J. 
Stier, vice-president and general manager of the com- 
pany, was in charge of the affair, and proved himself a 
royal entertainer. 


Baseball, golf. 


id 
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Miami Supply Houses Hard Hit by Hurricane 


Great Florida Disaster Causes Heavy Losses to Buildings, Equip- 


ment and Stocks—City’s Early Recovery Expected by Business Men 


Mill supply houses of the city of Miami were hard 
hit by the hurricane which swept over south-eastern 
Florida in September. Damage to buildings, equipment 
and stock totaled many thousands of dollars. J, 

While there temporary stoppage of 
and the firms affected will probably be inconvenienced 
by slow payments of receivables, it is likely that by now 
bine volume being done by these houses is back to normal, 
or is perhaps better than normal. Because of the neces- 
sity for supplies in the work of reconstruction, business 
of mill supply distributors undoubtedly will be unusually 


was a business, 


heavy for some time to come. 

We are indebted to Thomas F. Hynes, president of 
The Miami Supply Co., for a very interesting letter 
written under date of October 4, which covers, In a 


general way, the damage done to supply houses of his 
city. as 

He informs us that the principal damage done to The 
Cameron & Barkley Co., was at the company’s main office 
and warehouse, where the loss is estimated at $50,000, 
while the First avenue, Northwest, 
unrooted. 

The Contractors’ Supply Co., 


warehouse on was 
suffered a loss to build- 
ings and material estimated at not than $75,000, 
without considering costs of replacement and repairs and 
on damaged material. 

own company, The Miami Supply, suffered 
of approximately $10,000, including business 
The new warehouse and machine shop were com- 
pletely unrooted and the building and its contents were 
: The office building unroofed and 
the upper portion of the structure blown away. 

“We have yet to find a single person in the city of 


less 


depre ‘ation 
Mr. Hynes’ 
a total loss 
delay. 
also 


‘ } 
damaged. 


Was 


Miami who did not suffer physical injury or financial 
loss.” wrote Mr. Hynes. “A brave effort is being made 
in a general public clean up which has first call from 
evervone. Secondary consideration is being given to 


caring for homes of owners and employes. The public 
serv ice corporations are doing wonderful work in restor- 
ing utilities. The Bell Telephone Company has more 
than 1.000 men at work here and the Phoenix Utility 
Company has a force of more than 2,500 skilled men at 
work on electric lights and power. (It must be borne 
in mind that Mr. Hynes’ letter was written October 4 
conditions undoubtedly have greatly 
that time.) 

“Succeeding the efforts of fraternal and civic organ- 
izations and public authorities, particularly the American 
Legion, the Red Cross has now spent about $1,000,000 in 
alleviating physical suffering and private needs. There 
are yet not than 18,000 homeless and houseless 
families in the hurricane district and not less than 75,000 
suffering men, women and children in that zone. 

“There is a universal expression of gratitude to the 
many cities which rendered financial and professional aid 
to this city and vicinity, notably Chicago, Cleveland and 
Dayton, Ohio, all of which far exceeded their quotas. 

“It is our opinion that a government loan extending 
over a period of years, at a minimum interest rate, is 
the solution of the present condition. This will avoid 
loan profiteering and enable the people who need financial 
assistance to clear away their obligations, properly house 


} " 
and that been 


altered since 


less 


themselves, and it will put this community in a position 
where it will continue to progress in needed expansion 
of building, fruit raising and farm development.” 

Another very interesting letter received by MILL 
SUPPLIES was from W. R. Hutchison, president and treas- 
urer of J. T. Weathers Co., Inc. Mr. Hutchison said 
the hurricane reminded him of a recent definition: “A 
hurricane is a hell of a wind in a hell of a hurry.” 

“Florida, wounded by the lashing of a recent most 
destructive hurricane, is counting her bruises, gathering 
up the torn fragments of her existence and preparing to 
face that golden tomorrow by concentration, co-operation, 
inspiration and application, dampened with much per- 
spiration,” he wrote. 

“It has been the history of disasters, and it doubtless 
will be of this one, that they breed courage, as they break 
the hopes of men and women for a day. Almost without 
exception, the annals of man show that great natural 
disturbances, that through which this storm 
stricken area is passing, have been followed by a re- 
doubled development—energy. Thus, in this present 
emergency, when the storm clouds have scarcely lifted 
from the region where hundreds have but lately died, 
we find announcements of rebuilding plans already crowd- 
ing out the items which dwelt only upon the destruction 
Which has been wrought. 


such as 


“Damage to business houses in Miami, Hollywood, Ft. 
Lauderdale and Dania is quite great, but numerous estab- 
lishments are open, and trade in 
brisk ever since the catastrophe. In the building supply 
market there is plenty of everything on hand except 
roofing, plate glass and screen wire. There is no indica- 
tion of unemployment, wages are steady, and interviews 
with bankers, building supply men, hardware, furniture 
and plumbing dealers reflect optimism for early recovery. 


necessaries has been 


“Repairs are rapidly being made to many damaged 
buildings, but it must be understood that 
the business ruined, and some of the 
larger structures only slightly damaged, the worst dam- 
age was to homes, many of which were completely de- 
molished. Others were unroofed or windows broken, 
letting in the heavy rain, which caused the greatest dam- 
age. A large percentage of the better constructed homes. 
apartments and hotels suffered only slight water damage 
to contents, caused by flying debris breaking out window 
glass. Up to now (October 14) it is almost impossible 
to arrive at accurate figures, but it safely can be said 
that the damage will exceed $100,000,000. 

“All the great problems of modern history affect more 
seriously, seemingly at least, the great middle class of 
the people of any civilized country than any other part 
of a country’s citizenry. In the World war period, fol- 
lowing both the inflation and deflation of values, the 
middle class man—the office worker, the store clerk, the 
fellow between skilled labor and capital—was the man 
least benefited by inflation and most seriously affected bv 
deflation. In the great disaster which Florida has just 
experienced, the middle class is that which faces the 
greatest problem. The poor man, rendered destitute. is 


I 


. While many of 
buildings were 


cared for by the Red Cross or other relief agencies, but 
the middle class man cannot see his way clear to accept 
charity, and he finds it difficult to use his assets, ample 
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a 
though they may be, but not liquid, as collateral for an fortune will come good and that Florida will demonstrate 
immediate loan. Of course this condition is only tem- its indomitable spirit and will, undaunted and intrepid, 
porary, nevertheless it confronts scores of owners of soon completely recover.” 
torn down buildings, buildings from which the rent was, W. J. Wallace, manager of Crane Co., Miami, wrote 
in all probability, the only income to the proprietors. as follows concerning the damage his company suffered 
Accordingly, in addition to rehabilitation carried on in the hurricane: 
through the Red Cross, some agency organized to re- “Referring to your letter of Oct. 1, we are pleased 
finance such problems, should immediately be formed, to advise that our company did not suffer any serious 
and the result would be a more rapid rebuilding of the damage in the storm, for our roof did not blow off, as 
devastated area. many others did. In our general office, however, one 
“Our own building suffered slight damage because of /arge plate glass window and ten other smaller windows 
type of construction, all of which was fully covered by Were blown out. Our office desks all became water soaked 
tornado and windstorm insurance. We are enjoying an 4nd swelled to such an extent that they all will have to 
increased demand for suction hose, diaphragms, foot be gone over. The linoleum on the floor was completely 
valves, waste, wipers and belting and predict steady de- Tulned, as it was submerged in water for about 48 hours, 
mand for several months. The mill supply dealer can None of the force was hurt, although the homes of several 
materially assist in the rebuilding program by anticipat- Were completely demolished.” 


: ° ° ° . © ° = 
ing the requirements for carrying on such a rebuilding Employe Ritts Caste: Mie 
ne Seiecmutcr Glaneay mes . 
"Oger: as is certai ‘ollow, secure ample stocks of ee Misch : ; ; 
ee a eee follow, secure am] : More than 600 service pins were presented to employes 
such merchandise as will be needed, and have it on hand oe 


; . ; of the Joseph Dixon Crucible Co., Jersey City, N. J., 
when the demands are made upon him for same. ‘He 7 : : “iis 

s ae a who have been in the service of the company five years 
profits most who serves best’ is the shoe that fits the : . ma neater - : ; 
f in thi ; t fit Share or more. The pins were accompanied by a messaye o 

oot in is emergency and one cannot profit on back ae : : ae Cine he 
° _ ~— eres - - pao hy hi TI appreciation and best wishes from George T. Smith, 
ore ne or see gi basa In a wey l e this. z president of the Dixon company. Fifty year service pins 
supply man shou d ma ea survey of the situation and were presented to John Lincks, Matthias Earle, John 
prepare to share in the profits by the assembling of Wagner, Isabella Kelly and John A. Tracy. The record 

ede ‘ suit: 8 *KS J H : ; ] j ; 
needed and suitable stocks. for longest service goes to John Lincks, with sixty-four 
years to his credit. He and Matthias Earle are the only 
meet them, and storm stricken Miami will, if we escape living employes who knew Joseph Dixon, founder of the 
an epidemic, immediately rise to a bigger and better city company. The pins for 50, 45, 35 and 
and soon leave behind her all but a harrowing memory ornamented, 
of the 


L 


“Times of extreme stress always find brave hearts to 


25 vears were 
respectively, with diamonds, emeralds, 
disastrous hurricane, and, as we review the almost sapphires and rubies. The number of pins distributed 
miracles of enterprise that Florida has accomplished to each group was as follows: 50 years, five pins; 45 
in the last few years, we know that from this mis- years, 13; 35 years, 35; 25 years, 51; 


5 to 15 years, 537. 





You Can Increase Your Profits 
Speed Up Your Turn-over and 
Better Satisfy Your Trade 


with 


Torches 
Fire Pots 
Gas Furnaces 


All Torches and Fire 
Pots have the Huff- 
man Trouble - Proof 
needle which has 
forever banished 
valve trouble. Note that 











No Huffman Trouble-Proof Necdle has 
ever failed. 





Write for “Trial on Us” proposition 


HUFFMAN MANUFACTURING CO., DAYTON, OHIO 
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Valve and Fittings Demand Proves Irregular 


Attitude of Industries, However. Contributes Toward Stability — 
Walworth Statistician Discusses Possibilities for Business in 1927 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 
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The monthly index is a composite of important rational 


indeves reflecting changes in valve and fittings trade 


activity The index measures the significant changes in 
4 sfp] as ; ; $ 
he quantity of valve and fittings demand, the effect of 


being eliminated as well as all truly 


price fluctuations 


seasonda MOVE iE nis. 


Valve and fittings demand is now irregular, according 


to the Valve and Fittings Index. For a few months 
there has been some rebound from the temporarily low 
levels in April and May this spring, as shown by the 


chart above. The betterment shown in the average has 
become so definitely upward as it had at this 
time a year ago. It is true that two-thirds ot the indus- 
tries represented in our average index are now register- 
point. but 
that demand in 
industries is not now quite so good 


not vet 


ing better demand than at the spring low 
in contrast we must 
just half of all the 
as it was at the peak levels at the opening of 1926 or 
during the 

At the 


but an 


also acknowledge 


recent good months of June and August. 

present moment this does not suggest anything 
irregularity in the development of demand. All 
industries affecting the valve and fittings business are 
not rising up in mass to stage a demonstration of un- 
This is safe and sane. It contrib- 
utes toward long-run stability. It is characteristic of 


r } ] 
tne aeveliopm 


guarded optimism. 


nents so far as they can be measured in in- 
general. 

This sane irregularity, bespeaking a tone of caution, 
is evident from three of the other indexes we have especi- 
ally studied here in connection with the Valve and Fit- 
tings Index. In the short month of September total pig 
iron production for the month was less than in August, 
daily rate of production in September was 
slightly more than in August. During the single month 
of September there was a gain of three furnaces actively 
in blast, but, considering the more significant three- 
month comparison, there has been a loss of four in the 
total of active blast furnaces in the quarter ending Sep- 
tember 30. Again in July we noted a gain in unfilled 
But in August a loss was reported, due to 
a combination of conditions. September shows a slight 
gain, but this index reflects the current uncertainty just 
others do. 

Of one 
and are 


but the 


teel orders. 


as the 
certain. Volumes have been 
averaging at geod levels. It is only the varia- 
tions reflected in the quantity of demand that we con- 
sider in these From one standpoint it does not 


thing we can be 


pages. 


concern us that one month happens to balance out a little 
up and that the next month the average runs a little 
down. If the average over several months is to con- 
tinue good, as it has over many past months, why be 
concerned? Why not forget all about statistics, charts, 
and the like? 

Many are coming to realize, however, that it is more 
than just interesting byplay for a business man to specu- 
late as to the future. He cannot profess to be a sooth- 
sayer, divining all coming events with certainty—but he 
must find some weathervanes that will point the way. 
For some of his needs in determining policies, it is not 
even now too early to sketch cut some outline of the 
business picture which 1927 will fill in with 
details. 

Shall we prepare for continued rapid expansion in 
1927? Or, shall we be satisfied with the more-than- 
normal yains of 1925 and 1926 and plan for a breathing 
spell during 1927 for “digesting” those recent gains and 
for perfecting or restoring any impaired efficiencies? 

Some are even saying that 1927 may witness a panic-— 
followed by severe depression. Shall we at once in self 
defence begin retrenchments in all directions and con- 
serve our cash before the storm breaks—if it is to break? 

Most of the weathervanes that have proved their value 
do not tell us certainties so far ahead. Nor does the 
Walworth Valve and Fittings Index attempt to do so. 
But studies that attempt to chart the business seas do 
tell us certain valuable facts. So far as these facts may 


varied 

















40} 1 oT 14 
“ E ~ - “J | 
| 1? | 
| | - as aa tren f° 
ai = — Lui} ¥ THE CHAE TueD | 
Interpreting the Index's Fluctuations. 
(For other diseussions of this chart, see the May and 


July Articles.) 


suggest the probabilities for 1927, the most important of 
them may be briefly summarized. 

First, you can depend on a rapid, normal growth of 
industry in general. Not all years will show an equal 
growth over the preceding vear. For several vears there 
may be more-than-average growth. Then in the third 
year there may be some retarding of activity to offset 
the earlier too-rapid pace. But this may not necessarily 
mean a “panic.” Sometimes a lengthy “breathing spell” 
for industry is all that is needed. 

This natural growth of industry has been so great that 
if total trade should drop off to 15 percent below 1926 
levels, the actual volurne of trade would still be about 
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equal to the average trade of all the post-war years 
which include the boom year of 1920), and it still 
would be a lot better than the worst of those eight vears. 
Second, you must between a 
1 in business activity. A 
severe panic caused by stringent banking and credit 
severe depression that 


s till after months of painful financial liqui- 


Possibly the 


note the difference 


“depression” and a “recession” 


ions would be followed by 





would not 


frozen credits. federal reserve 


system, so wisely operated, has done away with panics, 


individual industry is 
still related to tight money conditions and is still painful 


but the depression process in the 


and siow. 


Quite the « digestive 


process following a too-rapid expansion of business that 


+ 


“recession” is the 


trary, a 


to strain the banking system. Hence 


there no pani There may be apprehension. There 
may be temporary loss of confidence. But the fears are 
allayed and confidence is not long in returning when it 
Ss qu realized that sound enterprise can and still 
will be financed freely by the banks and by investors. 

And a dd nt to be noted trom those important 
studies is that these broad fluctuations, or “‘cycles,” of 
US : e cleat diminishing in their intensity. Since 
t war the excesses have been tempered more and more 
and the trying periods of reaction that compensate for 

cesses are vear b ar in diminishing ratio to the 

tal of all business activity. It may be well to review 
aga tne aSIS TO such confidence. The second chart 


has been explained in the May and July discussions, but 


Is now brought up to date to snow a significant point. 


The chart compares the monthly record of the Valve and 
trend of 


. 1 f | ° . 
demand, based upon the data of the index, but 


Fittings Index ayainst the wave-like cycle 
shown 
here for simplicity. 


Looking at that heavy line, the real trend, we see that 





1en depression ruled the world, there 
has been a continuing and persistent wave-like up and 
trend and that recently we have been riding along 
the crest of such a wave. Because of more frequent 
breathing spells, the real major trend cycles of today are 
n I | their ups and downs than was the case 
e earile) ils 
Even | ng at that finer monthly line that seems to 
rise and fall by “fits and starts” we see that the swings 
nd lually becominy less violent. Each 
\ ¢ e major depression of 1921 tnere has been 
a little boom. Each time this rise was interpreted by 
najor surge, but before the winter passed 
bble pricked and each spring pessimism set 
I ! med ( spurt ahead to high 
tes for four good winter months and then to 
slun mmediat to four bad spring months. 
is in th set diagram of Figure 2 
é dering rates in these four-monthly 
1 over and then under the real trend level 
iid have persisted if there had been 
$ nd rdering. Those bars have been 
reas'i two or three have all but vanished. 
Ma 1 Nar inished b ne - 1a © her words, per- 
hay fit nd of monthly ordering have 
I et present simmered down to a_ sensible, 
steac ate ot dering according to real needs. 
Tha ( 1 on gi | ur most recent data 
I i monthly plottings are just 
pout i line rend level That is a good 
the average of recent vears. The 
cou'd not be maintained indefinitely. That 
W ( d. But, in spite of the irregularity 
y ADD nt ur lar months, the trend is gently 
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lowering in an orderly way and there is not now any 
suggestion of fits and starts that in recent years have 
often distorted judgment as to the real 
business. 

What will 1927 bring? 
in business 


prospect for 


Will it bring some recession 
a period of digestion or assimilation of the 
phenomenal gains of recent vears? If so, it will direct 
attention to the internal economies of an individual busi- 
ness, so as to insure the effectiveness of all effort. If 
so, it will mean closer competition for a volume of busi- 
that is not increasing—that may even. slightly 
decrease. But during such a year of orderly recession, 
we would learn again that business prosperity and profits 
do not depend upon great volumes only. 


hess 


Business men may have to face problems again——old 
problems, but with new aspects. They may have to solve 
them swiftly and with keen insight into the trend of the 
times. But what alarm is there in that? They 
done that heretofore and can do it again. We cannot 
see that any dire calamity is in prospect. And, anyway, 
if we are alert to the trend as it is developing, 
an orderly period of assimilation and adjustment, 
we act promptly, wisely and with a sense of e 
balance, we 


have 


through 
and if 
onomi 
may even then evolve a permanently effec- 
tive, better and more profitable future. 


<2 ¢ 


CHICAGO TO HAVE POWER SHOW 


Coliseum Building Will House Lare 


Conference in February, 19 


Midwestern Exposition and 


The Midwestern Engineering and Power Ex 
and the Midwest Power Conference will be held in the 
Coliseum building, Chicago, the of February 14 
1927. Many features of the exposition undoubtedly wili 
be of 


+4: 
position 


week 
interest to power transmission 
improved power plant equipment will 
the exposition. Many of the exhibits will show 
working units or 
operation of the 
will later make detailed announcement 
but they promise new and 
engineer’s inspection. 


men. The latest 
be displayed at 
om} lete 


detail the 


Manufacturers 


models to demonstrate in 
equipment presented. 
of their display 
novel items for the power 

The Midwest Power Conference will be in session dur 
ing the exposition. 


ducted by 


This conference, sponsored and con- 
local sections of 


power and engineering: asso- 
ciations, will cover in its program something of inter 


to all interested in power 
or utilization. Particulars about the sessions of the 
will be 


in its production, distribution 


conference published soon. and will be received 


with interest by all those engaged in the activities 





a repre 
sented in the sessions. 
o—~<D « 
: : ‘ : Sami 
Want English Repressntation? 
Manufacturers interested in obtaining a good repr 


sentative in England may have their letters transmitied 
to such a party by communicating with the American 
Supply and Machinery Manufacturers’ Association, 1819 
York. highly 


recommended by a member of the association interested 


Broadway, New The man in question is 
in the power transmission branch, who states in a letter 
to the association that the proposed representative 
will be open to consider a proposition to handle the 
of several American manufacturers which may not b 
too diversified in distributors. He formerly 
represented this member in England and the latter is 
again anxious to have him as his representative. This is 
possible, he states, if several 
interested. 


Soon 


lines 


class of 


other manufacturers are 
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(Continued from Page 67) 
delegated men to interview jobbers, retailers and con- 
sumers before sending in their answers. 

Regardless of whether these things are true, it repre- 
sents the opinion of millions. If the ideas they express 
are wrong, the fault lies with the lack of aggressiveness 
on the part of those who know better. 

We set out 
foregoing is an effort to prove that the wrong 


the 
condition 
exists because distributors have allowed it to exist, 


to prove something was wrong, and 
have 
not combated it, and competing sellers have taken advan- 
tage of the slowness of jobbers to act. 


NEWSPAPER ANSWERS TO QUESTIONS TWO AND THREE 


distributors 
that 
they are an added expense to dealers and consumers and 


Question No. 2—“Is it your opinion that 


are economical and necessary sources of outlet or 


unnecessary?” |Note that 55 answered “Yes” and but 
5 answered “No.” 

Question No. 3 gal i you believe distributors are nec- 
es do you believe they could educate dealers and 


the 
national advertising, and 


of distributors 


offset 


consumers to realize importance 


through thereby the ef- 











forts ot direct sellers?” 

“We are of the opinion that in utional ( ng, se 
ting out the facts pertaining to the essent ( ) hy 
distributors are maintained in various points throughout the 
country, thei rth in distribut r merchandise, would be 
a logical method to pursue in educating people to the neces- 
sity for such agenci 

“There is no doubt at all that the functions of distributor, 
wholesaler and jobber would be better unde od if proper 
educational advertising’ were done 

“We believe that 1eale ! co? me rf) iny ¢£ en 
market could be educated oug t ise of co uc ( 
and educational advertising. 

‘The } ‘tice of hand to mout buying that is been the 
ource of worry to manufacture eems to engthen the 
distributor’s position, as he is the one in the natural po mn 
to handle such orders most efficiently.” 

“T am of the opinion that jobbe e economical and 
necessary When they work their territory, rather than quietly 
taking toll on merchandise that passe through the hand 
When the distributor functions, he an asset, since he \ 
local vision of the field and a close contact with the market. 

“T believe our present system 1 the esult of he pest 
thought of many generat f le buto 


69 


all consumers, the consumers would not have time to inter- 
view them all and attend to their daily affairs. 

IV—The jobber’s stock saves the consumer rent. 

V—The jobber’s stock saves the dealer and consumer in- 
surance. 

VI 
tion. 

VII—The jobber’s 
payroll expense. 


The jobber’s stock eliminates the chance of deteriora- 


stock saves the dealer and consumer 


VIII—The jobber’s stock saves original investment, which 
makes possible the advent of many in business who other- 
wise could not go into business. 

IX—The jobber’s salesman sees his customers and pros- 
pects often enough so that he gets better acquainted with 
them than any manufacturer’s salesman can. 

X—The jobber makes credits easier. Each customer is a 
distinct credit risk. The jobber must know something about 
cash resources, stock on hand, financial obligations, business 
methods, character and habits of each dealer. He must keep 
a close check on business conditions in the community. His 
knowledge ofttimes permits giving credit and_ shipping 
promptly, where the factory might not ship at all, or only 
after a long and expensive delay for information. 

XI—The jobber’s stock makes possible quicker deliveries 
and reduces transportation charges. 

XIlI—The jobber by his investment, his payroll and his 
tax paying is a big factor in local improvements and pros- 
perity, and deserves support. 


oi 


HERR BELIEVES IN JOBBER 
Westinghouse Electrie & Mfg. Co., Head Says Supply Houses Give 
Real Merchandizing Service 
Ek. M. Herr, president of the Westinghouse Electric 
& Mfg. Co., recently addressing dealers and = con- 
tractors on the subject of distributing his company’s 
products, said in part: “Metheds of distribution of all 
commodities have received a great deal of attention from 
the public in recent years, and there has been a wide 
discussion of the possibility of eliminating some of the 
steps in the distributing channels. We manufacturers 
have this problem actively before us. We must distribute 
In the merchandising field 
the public demands prompt deliveries, local credit accom- 

modations, prompt statements, and courteous dealing. 


our goods over a large area. 


“We believe that the best way to distribute electrical 
appliances to the public is from manufacturer to jobber, 


is both 


necessary and economical. . : : : a : 
“a : : : from jobber to retailer, and from retailer to the public. 
since ervice 1 one of those t hn advertising ; ° ° ° . ° : 
eee — nee , Our plan for the distribution of electrical merchandise 
sells, I canno ee why DULO ( ( coul no ye , E , ; : 
othe that wae” is through the medium of jobbing houses located 
“With conditions as they exist today, it must be obvious Strategically throughout the country, which carry the 
that the wholesaler is a necessary factor in the scheme of necessary stocks for quick service, and have organiza- 
distribution, and it doubtful, barring anything short of a tions trained to give quick service to the trade. We feel 
business revolution, whethei col on can be ¢ ged.” that the jobber renders real service in the distribution 
Since the time busine 1 began areata ae present of electrical merchandise, and that the cost of this service 
complexity ere ha bee on the »p of the buying vublic 


ne publ’ which is demanded by the trade and by the public is one 


a deep rooted belief that tl n leman he cau of eo ” 
=i, a Pineal : Paige that cannot be eliminated. 
high price This feeling has been kept alive by certain 
manufacture) ho sell direct to the consumer.” sities 
In conclusi Mr. Gattsh;: eclares the distributo ’ . ° . 
conclusion Mr. Gattshall declares the distributon G. H. Feltes Acquires Standard 
can and should start to preach his importance the 


eee : : G. H. Feltes has taken over the entire business of The 
consuming public, and establish himself permanently, by 


Standard Electric Tool Co., Cincinnati, manufacturer of 


ee ee 


a consistent campaign to drive home the following points: 
I—The jobber has as his chief 


the 


‘ing in bus 


service he renders. 


Ii—The 


adapted 


jobber carries a diversified stock pecul 
to his The jobber must 


about every possible prospect in his territ 


community. know 


SOME 





ory, and what 


possible requirements are. 


{1I—The jobber’s stock is chosen from the offerings of 
manufacturers all over the country, and even though the 
manufacturer had a sales force large enough to call upon 


electric tools, and is president and treasurer of the new 


organization. 
add to its products a complete line of 
and electric buffing machines in sizes 
horsepower capacity. These machines 


with ball bearings throughout, together 


control. The new head of the 
with The United States 


from 1904 until 1925. 


Standard 
Electrical Tool Co., Cincinnati, 


Mr. Feltes states that his company will 


electric grinders 
of 3, 5 and 7}. 
will be equipped 
with push button 


company was 
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| T. James Fernley Dies in Pennsylvania Home 


Advisory Secretary-Treasurer of 





National Supply and Machinery 


Distributors’ Association Prominent in Mill Supply Field Since 1909 


T. James Fernley, advisory secretary-treasurer of the 
National Supply and Machinery Distributors’ 
tion, died unexpectedly in his home in Germantown, Pa.. 
Monday, October 18, from diabetes. 

Mr. Fernley was October 30, 1861. He com- 
menced his business career as a clerk in a 
house and later became proprietor of it. 


Associa- 


born 
hardware 
When he was 
24 years old, he was elected secretary-treasurer of the 
Hardware Merchants’ and Manufacturers’ Association of 
Philadelphia, and at the formation of the National Hard- 
ware Association he was named secretary-treasurer « 
the organization and served in that capacity until the 
time of his death. In 1909 Mr. Fernley was elected ad- 
visory secretary-treasurer of the National Supply and 
Machinery Distributors’ Association. 
Thomas A. Fernley, who had been associated with him 
in the hardware business and his previous secretarial 
National As- 
sociation, and worked in co-operation with his father un- 
til his death, November 6, 1923. George A. Fernley, a 


rt 


His son, the late 


work, was made secretary-treasurer of the 


O% 





younger son, was chosen secretary-treasurer of the asso- 
ciation at that time, and is still serving in that capacity. 
The late advisory secretary of the National Association 
had also served as secretary of associations in other lines. 
He was secretary of the American Iron, Steel and Heavy 
Hardware Association. Headquarters of the associations 
which Mr. Fernley represented are all in Philadelphia. 
He retired from the wholesale hardware business in 1910 
to devote all his time to trade organizations. 

Mr. Fernley was widely known and highly respected in 
the various fields of his endeavor. In his connection 
with the National Association he was regarded as an 
able secretary, fortified with integrity, courage and en- 
He was a man who was a last-ditch fighter for 
everything he considered right. In addition to his busi- 
ness activities, he was actively interested in the civic and 
religious affairs of the community in which he lived. 

Funeral services for Mr. Fernley were held Thursday 
morning, October 21 


ergy. 





in his late residence, 6110 Wayne 


avenue, Germantown, with burial in Laurel Hill cemetery. 

The following expressions of regret from some of the 
leaders in the mill supply industry indicate the general 
sorrow and loss felt by those of the trade who came in 
contact frequently with this leader in the field. 


EXPRESSIONS OF REGRET 


[ am grieved to learn of T. James Fernley’s death, and 
am sure | express the views of our membership in stat- 
ing that the jobbing industry in the wholesale hardware, 
mill supply and machinery lines has lost a staunch friend. 

Alvin M. Smith, secretary-treasurer, Southern Supply 
and Machinery Dealers’ Association. 

The death of T. Fernley removes one of the 
staunch personalities known to three generations of the 
mill supply and hardware trades. His hard and unre- 
mitting labor in association work, and his genial though 
seemingly gruff exterior endeared him to 
hundreds of men the country over.—Herbert W. Strong, 
treasurer, Strong, Carlisle & Hammond Co., Cleveland. 

We have lost our beloved friend and advisory secre- 
For twenty vears he 
He was an inspiration to us, as 
willing and pleased to take up our prob- 
lems, no matter how large or how small. He was a true 
and loval friend. I am sure I express the feeling of all 
our members, our associate members and mill supply dis- 
tributors as a whole when I say we will miss his counsel. 

B. H. Ackles, president, National Supply and Machin- 
ery Distributors’ Association. 


James 


sometimes 


tary-treasurer, T. James Fernley. 
battled for distributors. 


he was always 


Mr. Fernley removes from a 
circle of friends and acquaintances a man of 
and integrity of purpose. It will be 
memory that he is recalled as one who 
wished to guide his associates in the light of good busi- 
and we are appreciative of what he did for 
the advancement of business practices. With sorrow for 
loss to his family, we extend our 
heartfelt svmpathy.—Farnham Yardley, president, Jen- 
kins Bros., New York City. 
The death of T. 


to our association. 


The untimely death of 
large 
marked personality 
with a happy 


ness ethics, 


his passing and the 


James Fernley will be a decided loss 
Mr. Fernley was considered one of 
the most experienced men in association work. Having 
been president of the association, and coming in direct 
with him, I learned to know and appreciate his 
marked ability. It will be very hard indeed for any 
association with which he was connected to find a man 
his equal.—W. J. Radcliffe, president, E. A. Kinsey Co., 
Cincinnati. 
In the death of 


contact 


r. James Fernley the members of the 
National Supply & Machinery Distributors’ Association 
lave met with a very great loss. The same is true of the 
members of many other associations with which he was 
connected in an official way. His constant effort was to 
improve the conditions existing between the manutac- 
turers and the jobbers, and in this work he was most 
suecesstul.—W. M. Pattison, president, The W. M. Pat- 
tison Supply Co., Cleveland. 

I am grieved to learn of the death of T. James Fern- 
lev. I worked with him in association activities for more 
than twenty vears, and admired him as a man of high 
character and ability. He did much for the National 
Supply and Machinery Distributors’ Association, and we 


(Continued on Page 85) 
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80° more power is what ‘‘Van Dorn”’ 
engineers have built into this 1927 
model 4” Electric Drill. Practically 
double the power of previous models 
means more and faster work and a 
greater range of work than was ever 
before possible with a 14” Electric 
Drill. Greater power is only one of 
the features, others are 


Ball Bearing Motor and Thrust < g | Van Dorn” 
Hardened Alloy Steel Gears B 
Automatic Locktype Switch 


On production for 
maintenance, this 
drill will cut hole 
costs because of its 
ability to drill more 
holes in less time 
than previous 
models. 








line is 
Complete 


Jobbers handling the 
‘‘Van Dorn’’ line 
don’t have to split 
stocks. They always 
have what their cus- 
, tomers need. Our 
7 line includes all sizes 
hi of electric drills as 
q |} well as reamers, screw 

= drivers, tappers, 
bench and floor grind- 
ers. Everyone of these tools has 
selling features similar in impor- 
tance to those on thenew 14” Drill. 








With our complete line and 
superior selling features you can 



















12” Ball Bench Drill Stand for quickly increase your volume. 

Bearing 44" Electric Drill : ; ; ; 
Floor Perhaps your territory is still 

Grinder 


open. Write us for details. 


The Van Dorn Electric Tool 


Company 


Makers of Portable Electric Drilling, 
Reaming and Grinding Machines 


Cleveland, Ohio 


99 


Sales and Service 


Branches Be 











Sales and Service 
Branches 


Atlanta Los Angeles 
Boston New Y ork 
Buffalo Philadelphia 
Chicago Pittsburgh 
Cleveland St. Louis 
Dallas Salt Lake City 
a San Francisco 
etrol 


t Seattle 
Indianapolis i Toronto 
Kansas City D W \ ; Winnipeg 
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Credit Man’s Side of the Business Explained 





His Troubles are Many, and They Come from Both Inside and 
Outside the House, but the Role He Plays is Vital to all Concerned 


W. A. SPITLER 
Credit Manager, Fulton Supply Company, Atlanta, Ga. 


It has been said that “the credit man hasn’t a friend 
in the world,” but this is not true. Many of the cus- 
tomers of Fulton Supply are warm personal friends of 
mine, and I am making new friends every day. 

Sometimes I tnink that the credit man is misunder- 
stood because, while his procedure may be according to 
Hoyle, ‘the way he goes at it” may spell the difference 
between making friends and losing them. 

The credit man to a certain extent has to be 
or, in the vernacular, “hard-boiled.” 

He is placed in his job to see that goods sold are paid 
for. And, unless goods so sold are paid for within thirty 
days (unless special arrangements have been made), he 
expects made in the accepted time. 

All our prices and our fine service departments are 
upon the assumption that when we sell a bill of 


firm, 


remittances to be 


based 





goods we will be paid for same in thirty days net, or two 
discount in ten days. And, when 
tomers abuse their credit it means that 


per cent some cus- 


we have to do 


one of two things—either raise our prices or make less 
than a fair profit. Most firms, and Fulton Supply is 
among them, absorb this loss rather than raise their 
prices. This is why when “collections are poor’ the 
great majority of firms in all lines of business fail to 


“make any money” and the credit men all over the 
country are making a united effort to educate the buyers 
to pay, to change their practice. For, the 
payers not only injure their own credit, but 
jeopardize the credit of others, since run 
along the line of averages, and statistics cannot be denied 


who are slow 
slow 


busine ss is 


recognition. 

Of course, there are times when a customer buys a 
bill of goods that he expects to pay for promptly. Then 
something comes up—a fire loss, illness, failure on cus- 
tomer’s part of his customers to pay, or other causes. 
When such conditions arise all we ask is that the cus- 
tomer write us or call and see us, explaining the cause 
for non-payment, and we are always glad to help him. 


But when a customer not only neglects to pay promptly, 
but ignores our letters asking why the account has not 
been paid, and keeps sending in orders, with no explana- 
tion for the failure to pay, it is then that we feel we 
are justified in “getting our dander up” and insisting 
that past due accounts be settled or further credit be 
denied. <A little more of the golden rule in business 
would go a long way toward settling some of the causes 
for failures or poor business in general. 

The peculiar part of the collection business is that 
frequently firms who are able to pay (and individuals, 
too) and could pay promptly are among the most flagrant 
abusers of their credit privileges. 

In such there is no redress left the credit 
manager, having exhausted his usual procedure plans, 
but to turn the account over for collection through other 
channels. But at Fulton Supply this is only resorted 
to in extreme instances, for a lawsuit never tended to 
cement friendships or business relations and we only 
use this method when it becomes apparent to us that 
arbitration in any form is impossible. 

In a business such as ours, buying in very large quan- 
tities, a large amount of capital is tied up. When cus- 
tomers fail to pay us we have to keep our stocks intact 
just the same, which means we have to invest new capital 
to keep up our stocks, pay our employes, freight charges, 
taxes, etc., while the customer is unfairly keeping the 
money due us and rightfully ours to finance his own 
business. 

In some cases we receive a letter to the effect that 
‘our account is past due we know, but it is only a 
hundred dollars, and we trust you can carry us another 
sixty days, the amount being small,”’ ete., etc. 

But supposing we have a hundred “in the same boat”’ 

it is not the individual customer with the small past 
due account that hurts, but the sum total of all these 
small past due accounts which bring grey hairs or lack 
of hair to the dome of the patient, hard-working credit 
man. 

It has that modern 
fascinating game in the world. 
credit manager have his troubles on the outside—he has 
plenty of them from the inside. The manager 
smiles a broad smile every time he “puts a new account 
on the books.” New accounts are what make the wheels 
of industry turn faster and ever faster. But ever) 


cases 


business is the most 
And, not only does the 


been said 


sales 


credit manager knows that the best way to avoid bad 
accounts is not to open up poor ones. 
The salesman goes out with the idea that he “must 


get the business.”” Often, new accounts which look good 
to the salesman are of a dark green hue to the credit 
manager. Then, when the salesman calls back his recep- 
tion is about twenty degrees below zero. The “new 
account” is peeved, he tells the salesman what he thinks 
of him from soup to dessert, and when the salesman 
comes in, the credit man catches it hot off the bat about 
“trying to hurt his sale,” “hard-boiled guy,” “hasn't the 
best interest of the house at heart,” “vou go out one 
trip and try the salesman’s job,” etc., ete. 


The salesman fails in these instances because he has 
not learned that 


his value to his house is not so much 
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‘STEERBAX 


Reg. U.S. Pat. Off 
Our standard high- 
juality belt, standa tan 
nage 
cente 
hides 































STEERBAX 


WATERPROOF 


Hand-Picked Stock— 
guieatier ts stander And ‘Nothing But”’ 


waterproof ¢ ent and oil 


Reg U S Pat Off 


Vaterp! 


proot. Goes Into 


“DU-O-TAN” O 

R { op ort ( y 
A first-quality belt of Ta, 
pe tal tannage, vitl the iT 


LEATHER BELTING 





“SPECIAL PLANER” 
Another first - quality 
belt built specially for higt 

ndition Here’s the man who does the “hand-picking”—Pat 
Malloy is his name. And he’s a mighty important 


man in our organization, with a real job on his hands. 


Tanneries have orders to ship us only the best hides 
they turn out. They’re mighty conscientious about 
it, too—but once in a while a bad one gets into one 
of our shipments. 





Pat's job is to examine each hide that comes to us, before it 
goes into the shop to be worked up into belting leather. He 
keeps us from wasting time and money trying to make good 
belt out of poor butts—which “can’t be did”. 


I want you dealers to know about these “key men” in our 
organization, so you'll understand why Whiting Leather 
Belting is good belting, year in and year out. And I want to 
tie up with a few more dealers, here and there, who like to know 


all about the men back of the goods they sell. If you're inter- 
Factory Branches ested, write me personally. 
at Sj 
incere ours, 
24 Noble Court , 7 


CLEVELAND, ©. H. E. Whiting. 


314 Market Street 
nideagaaetlatah Whiting Leather & Belting Company 
224 N. Sheldon St. 
Cuicaco, IL. 


ore 1) 


General Office and Factory: Long Island City, New York 
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is in making sales of 


in “getting orders” as it 
chandise that will be paid for. 
credit man. 
the “standing” 
what the credit manager is paid for, and the salesman 


mer- 
The salesman is not a 
He does not know, all too frequently, about 
of his prospective customer, but that is 


should not take it to heart if credit is not granted to 
every new customer whose name goes on his book. 

There is one other thing I want to mention. That is 
the exception new customer accounts frequently take 
when we ask for a financial statement. Obviously every 
business man knows more about his own particular busi- 
ness than the credit man can secure from other sources. A 
request for a full financial statement 
credit upon the prospect. It is 
as ours. 

Again, in making these financial statements, the cus- 
tomer should care in reporting conditions 
exactly as they are. Some will try to “stretch things 
a little,” but the true financial condition of any firm will 


reflects no dis- 
for his good as well 


exercise 





come to light sooner or later and it usually is sooner. 

Sometimes financial statements are made in good 
faith but without full knowledge of the law. For 
example, we had a customer several months ago whose 
affairs became somewhat involved due to lack of oper- 
ating capital. This customer reorganized his company 
and some reliable people subscribed to stock, subject to 
certain conditions, but the stock was never paid for. 
He immediately made out a new financial statement and 
listed this new stock, which was illegal when used for 
the purpose of securing credit. If this statement had 
fallen into the hands of an exacting credit man, our 
customer could have been convicted and sent to the peni- 
tentiary, although he made the statement in good faith. 

Another angle to the importance of paying one’s bills 
promptly is the customer’s credit standing. Good credit 
is one of the greatest assets a firm can have, be it large 
or small, but if abused it acts as a boomerang and 
will eventually lead to loss of prestige, if not to failure. 





Morse Company Among Pioneers 


Founded in 1861, Its Growth Illustrates Advance of Tool Making Industry 


pioneers in the production of 
machinery and machinists’ tools is The Morse Twist 
Drill & Machine Co., of New Bedford, Mass., a firm 
whose history illustrates the amazing growth of the tool 
making industry. 
The Morse Twist 
in 1861 with a 


Prominent among 


Drill & Machine Co., was 
capital of $30,000, 


founded 
provided by 





Original home oft The Twist Divll & Machine Co. 


Morse 


New Bedford men. It is now a corporation capitalized 
at $2,000,000, plus a net surplus of quick assets of more 
than $1,000,000, which, by-the-way, have been built up 
through reinvestment of earnings. 

Perhaps nothing better demonstrates the 
transition occurring in the Morse company over a period 
of 65 years than the two illustrations accompanying this 
article. In the one we see the tiny machine shop which 
housed the first activities of the company; in the other, 
the vast present-day factory, which has an area of 230,148 
square feet and covers two city blocks. The capacity of 
a regular factory truck used in the plant today is greater 
than that of the first stock room of the company. 

Edward S. Taber was the first treasurer of The Morse 
Twist Drill & Machine Company—and the treasurer 
always has been the executive officer of the organization. 
Mr. Taber served as treasurer and chief executive from 
1868 until 1899. He was succeeded by Gideon Allen, Jr., 
who served until 1901, and was followed by Herbert E. 
with a period of service from 1902. until 
1923. William T. Read was elected vice- 


great 


Cushman, 
December, 


president and treasurer in 1924 and is the present head 
of the 


company. At the time of Mr. Read’s election 


Frank O. Lincoln was chosen vice-president in charge of 
sales and Wanton M. Gladding was made works manager. 
The latter two men, as well as J. Q. Ryder, who is in 
charge of advertising, have been in the employ of the 
Morse company for more than twenty years and are well 
and favorably known in the trade. 

The Morse Twist Drill & Machine Co., under normal 
conditions employs 1,000 operatives. More than 
20,000 different sizes and styles of tools are constantly 
in stock and ready for shipment. <A large number of 
special tools and machines are made each year, according 
to specifications submitted by the firm’s customers. The 
plant has the latest equipment, one of its features being 
a laboratory in which all new raw material is tested. 

Products of the company include drills, drill sockets 
and chucks, solid shell, taper and chucking 
reamers, adjustable reamers, pipe reamers, taps, dies, 


sleeves, 





Presen 


t plant of The 


Morse Twist Drill & Maehine Co. 
screw plates, tap wrenches, milling cutters, gauges, 
mandrels, taper pins and arbors for chucks, countersinks 
and grinding machines. 

While versatility in production is one of the principal 
aims of the company, accuracy and precision in tool mak- 
ing are equally important. Upon tool perfection depends, 
to a large degree, the efficiency with which the world’s 
machinery works, and it has been because of strict atten- 
tion to this very important factor that industries like 
the Morse company have built success. 
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have built our present position as the | 
largest manufacturers of mech- 
anical rubber goods in the world | 
on the basis o 


mr 


Notwithstanding the present tendency of some manufac- j 
turers to go directly to the consuming trade, we believe the 
jobber to be the legitimate distributor of merchandise. Our 
connections of many years’ standing have developed the 





resources of their territories in a profitable way because our 
line has not only satisfied the demands but exceeded the 
requirements of their customers. 











Let us tell you more of our specific facilities for working 
with you to build business in your territory. 
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BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 


Makers of High Grade Mechanical Rubber Goods for 50 Years 
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Mill Supply Business in Arizona 


is Growing 


Great Industrial Progress of Recent Years, Irrigation and Rate 


Revision have Aided Development of Distributing Houses 


RUEL McDANIEL 


Arizona, Uncle Sam’s infant child, considered by those 
who have only read western stories, the plots of which 
have been laid in the by-ways of the state, or 
through it the Golden Gate Limited, has put 
on the mill supply map during the last five vears. 
mill supply 
Things now 
months 


passed 
itself 
The 
business is still in the evolutionary stage. 
are different 
and 


on 


from those of a year ago, 01 


six ago, changes and development will 


continue. 
This trend in Arizona has a far-reaching effect upon 


the mill supply industry, from many angles. It affects 





Main street in Tomb Ariz. 


Tone, 


the manufacturers who ship into this territory; it affects 
the large out-of-state supply houses who have been sell- 
ing in the state, and it affects the small houses within the 
state. 

First of all, Arizona has made great industrial progress 
during the Several factors are 


responsible for this, the most important of which no doubt 


last four or five vears. 


is the water supply made available by a series of large 
dams for irrigation. The Salt River Valley, of which 
Phoenix is the hub, within the last few years has been 
converted from a desert into one of the nation’s most 


eautiful The Gila river, too, is vielding 


irrigation, as are 


crarden Spots. 
for several other 
smaller streams in the state. 


its quota of water 


Irrigation has brought o1 
intensive agriculture and population, and these factors 


have made a place for industrial expansion. 


With the gradual decline of the cattle industry in 
Arizona, as well as in the remainder of the west, some- 
thing had to come in and take the place of ranching. In- 


dustrial activity was the logical substitute. 
The 


and copper is the 


greatest industry in the state is, of course, min 


leading mineral. It is estimated that 
surplus mill 
$30,000,000. 


the mining industry of Arizona maintains a 
supply stock amounting to $25,000,000 or 
There are more than a dozen corporations that maintain 
stocks valued from $300,000 to $1,500,000 each, besides 
the numerous small firms whose reserve mill supply stock 
amounts to $25,000 to $100,000 each. Enormous surplus 
being carried by 
that 


stocks are mining corporations, not 
because it is they do it, but because of 
Wey 

habit. 


Until a very few vears ago there were no supply houses 


, at. 
I} nes 


necessary 


«4 sat 
tate heral 


that could be listed as real depots for ge 


mill supplies. Primarily, that condition was caused by 





an unfavorable freight rate. Until a comparatively short 
time ago merchants in Arizona had to buy their goods via 
the Pacific coast, necessitating a wastage in haulage oft 
1,000 to 2,000 miles. Everything was figured on the rate 
from the source of supply to the Pacific coast, then the 
merchandise had to be shipped from the coast back to 
Arizona, in some cases over the same route which had car- 
ried it to the coast. Such a rate made it impossible for 
supply houses to compete with outside firms, consequently 
there were no supply houses. 

The mining companies had to have supplies, however. 
They either bought direct or through out-of-state distrib- 
utors. Because of being so far from both the source of 
supply and the distributors, the mining firms found it 
necessary to keep a heavy surplus stock on hand in order 
to insure themselves against costly shutdowns. The 
situation evolved itself into one calling for every big 
mining corporation to enter into the mill supply business 
on a private basis. They were forced to carry stocks as 
large as those of many successful mill supply firms of 
today. 

Through the co-operative effort of Arizona business 
men the freight rates have been revised to some extent. 
It is no longer necessary to pay the rate to the coast 
and Although the rate is still against the state, 
it now at least enjoys the same rate as the coast, without 
having to pay the fare back over some 500 to 1,000 miles 
of wastage. 

The improvement in rates made it possible for local 
supply houses to live, and consequently they began to 
thrive on a small scale. Today the mill supply industry 
is well represented in Arizona. There are a number ot 


back. 
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Groldfield 3) re A 


small, local houses located in the mining and 
and the two leading cities, Phoenix 


do 


these places. The lead- 


centers 3 


houses that would ‘redit to 


supply 
several times the population of 
ing house in each 
from some other line of 


citv, however, grew into the suppl 


merchandising, as 


business 


as rates and other conditions favored the supply industry. 


out of a 
mercnandising business nearly 75 vears old; the biggest 

Phoenix, and it sells all 
up from a farm implement 


Tucson’s leading supply house evolved 


house in 


house which 





over the state, came 


; ly 1) 
specialized in 
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Quality and Service 
Machine Bolts . Stove Bolts 
— — Specials Seece Rade 
ts . 99 . 
Step. Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—34 E. Canfield 
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wagons. Within five years this latter house has been 
transformed from a successful implement business into 
a still more successful wholesale hardware and mill sup- 
ply house, with little trace of the implement origin in its 
system. 

In selling to the mining corporations the purchasing 
agents are of course the final factor, and some of the 
shrewdest purchasing agents in the United States are 
found in the mining camps of Arizona. They must be 
shrewd to hold their jobs. The wise supply salesman, 
however, goes to the purchasing agent last. He spends 
a lot of his time cultivating the good will of the various 
superintendents of the mining operations, and there are 
from two or three to a each mining 
property. 

Among the more common supply items consumed by 
the mines of Arizona are belting, piping, valves, pumping 
equipment, ore buckets, explosives and related items. 


score at large 


The mining industries center around Bisbee, where 
some of the biggest copper mining properties in the 
United States are found; Douglas, where much purchas- 
ing is done for properties across the line in Mexico and 
where there is a great deal of smelting from mines on 
both sides of the border; Tombstone, which is one of 
the oldest mining towns in the state and which came by 
its creepy name quite naturally in the early ’80s of 
Arizona prospecting; Globe and Miami, both important 
copper centers; Superior, Humbolt, Prescott and Jerome. 
Although Tucson and Phoenix are supply centers for 
many mines, there is no mining in the immediate vicinity 
of these cities. 

The mining industry of course carries with it extensive 
smelting operations, which consume millions of dollars 
worth of supplies annually. 

At the present time, next to mining, the irrigation 
industry offers the best market for mill supplies, and 
the market will be active for years to come. The various 
large construction jobs on water and power dams require 
a lot of supplies; the pumping of water for irrigation 
calls for a great deal of pumping equipment—valves, 
washers, bushings and so on, as well as the actual pumps. 
Every irrigation project consumes hundreds of thou- 
sands of dollars worth of supplies from the time it is 
begun until completed, and these materials are being 
furnished largely by Arizona supply houses today. 

Irrigation has made possible another important and 
growing industry that consumes several million dollars’ 
worth of mill supplies annually. That is cotton. Center- 
ing around Phoenix, what is said to be one of the richest 
sections of cotton lands in the United States is found in 
the Salt River Valley. It is not out of the ordinary to 
see cotton there that makes two bales to the acre. Long 
staple and a special variety of short staple are grown, 
requiring two different types of gins for ginning. 

Not only has cotton growing, which started only about 
six years ago, produced a big market for mill supplies 
through the several hundred gins now operating in the 
state, but it has created a sort of subsidiary industry, 
cotton seed oil milling. Here. too, is an industry, grow- 
ing rapidly, that adds a spark to the bright future of the 
mill supply business in Arizona. 

In the northern part of the state saw-milling still is 
a big industry. Here buying is done much in the same 
manner as in the mining sections, because these lumber- 
ing firms got the habit of heavy buying and big surplus 
stocks before it was possible to buy in smaller quantities 
and be assured of materials when needed. 

Incidentally, it might be said that Arizona supply 
houses are fighting against this quantity buying by direct 








consumers, because that means price concessions for the 
buyers which the local houses cannot profitably meet, 
and, consequently, much of this big buying still is direct, 
or goes to big out of state houses. 

The meat packing industry has grown rapidly in 
Arizona during the last few years, as have fruit canning 
and packing. 

Arizona is on its way to an industrial standing that 
will in a very few years change the aspect of a great deal 
of the west as we know it today. The mill supply indus- 
try in that progressive state is worth watching! 


a —— > —__ 


\ VERY FINE CATALOGUE 
Woodward, Wight and Co., New Orleans Distributors, Spent a Lot 
of Thought, Time and Money on It 

For many years one of the criticisms of mill supply 
houses has been that they do not boost themselves as 
they should in territories they serve, that they either 
do not blow their own horn, or do not blow it loudly 
enough. When a supply house does know its importance 
to the industries it serves, and sets itself the task of mak- 
ing a strong impression on the minds of customers and 
prospective customers, the effort becomes of interest to 
supply houses everywhere. 

This thought came to the editor of MILL SUPPLIES one 
day last month when George J. Boesch walked into the 
office and laid a bulky book on his desk. Mr. Boesch 
directs the catalogue department of Woodward, Wight 
& Co., of New Orleans, and the book was his company’s 
new catalogue, of which he is justly proud. Although 
containing 2,356 pages, it is only 21 inches thick, because 
oi the thin English finish stock on which it is printed. 
The cover is in blue cloth, stamped in orange. 

In planning the catalogue Mr. Boesch evidently had in 
mind advertising his company and the service it could 
give, as well as the stock it carries, for beginning inside 
the front cover with a two-page airplane view of the 
general offices and the ten warehouses, it continues with 
a page naming the 72 departments into which the stock 
is divided and eight pages of aquatone process illustra- 
tions showing President Simmons at his desk and views 
of offices, departments, warehouses and loading facilities. 
The reader is given a mental picture of this great supply 
house, which serves a territory from Florida to Texas, 
and north to Arkansas, as well as every ship that comes 
into the port. To cover this field 15,500 of the catalogues 
were printed. 

The catalogue contains approximately 100,000 items, 
any of which is easy to find in the 107-page cross index. 
A novelty in catalogue compilation is the introduction of 
fifteen inserts having a total of 38 pages, printed on 
different colored stocks. These inserts are appropriately 
placed ahead of the sections in which they fall, and are 
in the nature of illustrated advertisements of one or 
more of the leading lines shown in the section. The in- 
serts, with their bright colors and attractive illustrations, 
relieve the monotony of the more prosaic pages to be 
found in a mill supply catalogue. 

One of the interesting features of Woodward-Wigcht 
service is its 24-hour service every day of the year. This 
does not mean that all departments are manned at all 
times, but a sufficient force of men is always on duty to 
give service from any department. It is evident that 
Woodward, Wight & Co., is one of the mill supply houses 
that has thoroughly sold its territory on the absolute 
necessity of the supply house as a means of keeping in- 
dustries operating evenly and profitably. 
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SAMSON CAR MOVERS 


~~ SAMSON 
ih RAILWAY CAR 
MOVER 





— THREE DISTINCT TYPES — 
SAMSON — SAMSON JUNIOR — SAMSON LOCO 


— Made by — 


G. D. ROWELL & SON 


APPLETON, WISCONSIN 


Known as the original standard of 
car moving appliances. Designed 
to fulfill all requirements. A labor 
nd tim ving rice. ' 
and time saving device Write for new bulletin 
and price list. 


WE BUILD TO GUARD YOUR INTERESTS 























Swartwout 
Steam Specialties 


Swartwout Bucket 
Type Steam Trap 
Intermittent action— 
pressures to 250 Ibs. 


Swartwout Cast Iron 
Exhaust Head 








Built to last a lifetime 








Swartwout 
Return, 
Lifting and 
Vacuum 
Trap 
Positive act- 
ing—reliable 
service 
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Swartwout Steam 
Separator — 
Receiver Type 
Wrought steel plate 
throughout — cast 
steel nozzles 


Swurtwout Steam 
Separator — It's the whirl 
that does the trick. Either 

cast iron or cast steel 











your 


HEN you sell cus- 
\ tomers Swartwout Steam 
Specialties, you make friends 
make money. New 
sive the distributor a 
profit. 


and you 
prices 
wonderful margin of 
W rite today for discounts. 


Swartwout Engineers will gladly 
* help you solve installation problems. 


THE SWARTWOUT COMPANY 
Cleveland, Ohio 


General Offices: 18523 Euclid Avenue 
Factories: Cleveland, Ohio—Orrville, Ohio. 





Swartwout 
Low Pres- 
sure Float 
Trap 
Large capa- 
city—se 
cleaning 
valve 








Swartwout 
Air Separator 





Swartwout Cast Iron 
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Acquaint Buyers with the Head of the House 


Knowledge of Selling Company’s Executives and Their Person- 


alities Adds the Human Element. with Resulting Benefits to Business 


FRED COUNTERMAN 


It has been said that any business is the lengthened 
shadow of one man. There is something in that state- 
ment if it means that every business, no matter what 
its size, bears the stamp of some individual. 

Think about the business enterprises with which you 
are familiar. Don’t they represent in some degree the 
personalities at their head? 

What of the Edison industries, with the familiar face 
of the electrical scientist back of them? 

The Ford the tractor, the D. T. & I. 
railroad almost inevitably bring to mind the picture of 
the man who made them go. 


car, Fordson 


Even the Standard Oil Company has been humanized 
by our insistence on tying it up with John D. Rockefeller, 
his wig, his golf sticks and his benefactions. 

We like to think of a business in terms of an indi- 
vidual. We like to humanize it. Those business houses 
which we do thus humanize seem to us more clearly to 
present definite, desirable characteristics. 

As an operator in the mill supply field, you do business 
with many which to you are not representative 
of a single individual. You may not know the firms 
well enough to be informed as to just who stands behind 
them. conducted in such a manner as to 
keep all individuality in the background. 

Sometimes the man who is making the business suc- 
prefers to remain in the background, 
though why he should I do not know. Sometimes the 
man who is making the business go is a hired man, and 
the financial supporters back of him prefer not to let 
him get a personal hold on the trade. There are excep- 
tions to all may grow to 
without any one man becoming recognized by outsiders 
as an outstanding factor in its development. but 
that might easily greater success 
were the human factor allowed to come to the surface. 

We like our government humanized. The big end of 
it is the president, and to most of us he is the govern- 
ment. Departments of the government mean little until 
the personal factor in each is emphasized. And then 
their importance is likely to be in proportion to our 
interest in the individual, rather than in proportion to 
our interest in his department. The department in the 
hands of a General Dawes interests us more than a more 
important department in the hands of an unknown. 

It is this tendency to humanize that makes us feel 
an interest in a proauct that is advertised by means of 
a fictitious figure or personality. We think of Old Dutch 
Cleanser as a Dutch woman chasing dirt. The product 
is humanized for us. Similarly, Aunt Jemima and her 
pancake flour. 


houses 


They may be 


cessful obscure 


rules, and a business success 
even 


business become a 


Does all this suggest anything to you in connection 
with your business? As the head of a firm in the mill 
supply field, isn’t it worth while for you to allow your 
individuality to appear in the business under a name, 
perhaps with a picture, so that your features may be- 
come familiar to your trade? Men will like to do busi- 
ness with vour house better as they become familiar with 
the personality back of it, if that personality stands for 
the things they like and admire. 

Your salesmen introducing themselves as representa- 





tives of William Henry Apperson’s business, and boost- 
ing the prestige of Mr. Apperson, will get attention 
where they might not as representatives of ‘‘The Cen- 
tral Mill Supplies Corporation.” 

“Our president, Mr. Apperson, has studied this thing 
out.” “Mr. Apperson, our president, predicts another 
year, at least, of the present unexampled prosperity.”’ 
“Mr. Apperson, our president, has spent practically all 
his life in this business, and he is an authority on belts 
and belting.” That kind of talk by salesmen soon brings 
Mr. Apperson into the limelight and familiarizes his 
trade with him as a man of known characteristics and 
ability. 

I am a friend to modesty. I appreciate the feelings 
of the company executive who hesitates to give orders 
for his own exploitation. He should not be obliged to 
bring up the matter and urge it. His advisers should 
see that he is featured if he is the right kind of a head. 
They should recognize the importance of humanizing the 
business. 

Any man who has the ability to organize and develop 
a business on the basis of his own mechanical inventions 
and discoveries, or on the basis of obtaining meritorious 
devices and methods from others, is a good enough man 
to be exploited to his trade. He has valuable ideas. He 
is a success with his own business. His opinions carry 
weight with people who know what he has done. 

Let the man’s abilitv and his success be featured and 
his customers will have the greater confidence in him 
and his products. Confidence in the man at the head of 
the business means confidence in the business. 

Every reader of this has on more than one occasion 
bought from a house which had his confidence because 
of the presence of an acquaintance at its head or con- 
nected with its management. We buy at retail stores 
where we know the men we patronize, and we buy in 
larger ways on the same basis. One of the earliest 
automobiles I bought was a Chalmers. I knew Hugh 
Chalmers and had confidence in his ability to produce 
a good machine. I knew nothing about cars then, and 
I bought on the strength of what I knew about the man 
behind the Chalmers car. I patronize a certain security 
house because I know the man behind it and what he 
stands for. There are bigger houses, perhaps better 
houses, but I know them only as corporate names. 

I am not and never will be president of a manufactur- 
ing or distributing house, but if I were, I would cast 
aside all modesty and see that every prospective pur- 
chaser and every customer of my knew what | 
looked like and had been impressed with my ability to 
manufacture the best of my kind of product, or handle 
a distributing business with as great efficiency as any- 
one in the field. 

I would not emblazon my picture upon all my adver- 
tisements, nor would I pay a publicity agent to squeeze 
my name in the news whenever possible. But I would 
get my personality over in some way. I would make it 


house 


plain to the purchasing public in my field that I was 
the man behind the business, and that I would see that 
their confidence in me was justified. 

There might be a house organ which I would edit in 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 
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ROYERSFORD 


There’s no merit in having been in business 
40 years—but it is real merit that has kept 
Royersford products foremost for 40 years. 


TRANSMISSION MATERIALS 


There are some localities where we do not have 
agencies—better write us about your town. 


ROYERSFORD FOUNDRY & MACHINE CO, Inc. 
Box s, Royersford, Penna. 
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I might write some advertisements in 
I might get my signature before my 
trade mark. I certainly would be a 
real acquaintance of my selling force, and I would en- 
courage them to tell their customers about me, not merely 
about my business, the results of my work 

If the directors suggested that by featuring a single 
man I might be hampering the growth or success of the 
business after my death or retirement, I would suggest 


the first person. 
the first person. 
trade as a sort of 


to them that their loss through my demise might be cov- 


ered by insurance, and that otherwise | 


should worry 
about what would happen when I pass on. 
The success of a business after its founder or chiet 


builder drops out becomes a matter for his 
to figure out. If the ability to carry on is still there, 
the success will not be halted by the loss of one man, 
even if that man has been featured as the head. If the 


successor 


ability to continue successfully is not there, failure will 








not be due to the fact that one man was formerly the 
featured head. 

We are less concerned than once were over the 
heartlessness of the corporation. We know there are 
human beings with human hearts back of all corpora- 
tions, and we know that they do things of a human 
sort now and then. But, for all this certainty, we 
cannot escape the feeling that the company which has 
no known personality at its head is less interested in us 
as individual customers. We feel that if we know no one 
in that company, no one in that company knows us, and 
there is no warmth in our relationship. 

Give the corporation or the company a_ personality 
through featuring the right man as its head, and buy- 
ers will have more interest in it and feel sure it is more 
interested in them. 


we 





Timken Exhibit Proves Attractive 


Display of Bearings and Miniature Model of Steel Plant Interesting 


There were many attractive and interesting exhibits 
among the miles of displays at the heat treating and 
machine tool exposition, held on the Municipal Pier, 
Chicago, recently. Perhaps one of the most interesting 
of these was the exhibit of The Timken Roller Bearing 
Company, Canton, Ohio. 

This company occupied two adjoining spaces, in one 
of which was shown an unique display of Timken tapered 
roller bearings, and in the other a miniature model of 
the Timken steel plant. 

In the foreground of the bearing booth was a table 
on which was arranged a varied assortment of Timken 
The bearings ranged in size from the smail 
washing machine and generator bearing, which is one 
inch in diameter, to the large steel mill bearing, measur- 
ing 24 inches across. The feature of the exhibit and the 
one which attracted the major part of the attention was 
a device in motion in the center of the table. 
Timken rollers were placed on the cone of a 


bearings. 


Timken 


i. Se ae hs, 






fas 


Four 








The Timken Roller Bearing Company booths on Municipal Pier, Chicago 


bearing, and, without any visible cause at all, the rollers 
continually revolved around the cone. The reason for 
this perpetual motion remained a mystery to many 
observers. There were a few, however, who knew that 
concealed underneath the table were four revolving mag- 
nets, one for each roller. As the magnets revolved, 
driven by a small electric motor, the rollers were auto- 
matically pulled around the cone. 


In the second booth a 14-foot miniature of the Timken 


steel plant was exhibited. This model, built to the scale 
of one inch to 10 feet, was an exact likeness of the 
Timken steel plant in Canton. Beginning with the five 


electric furnaces, and on through the blooming mill, bar. 


mills, tube mills, wire mills and reducing mills, every 


building and every piece of equipment was represented. : 


Complete in every respect was this model, for included in 
it were such details as the soaking pits, storage tanks, 
pickling vats, electric cranes and railroad and yard 
engines. At night the entire plant was illuminated. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 



































——— removed in an instant. 
} ee st NZ 
‘ — = >» penne = 
- Per j nee ] . . 
ae a j a The VOGEL is the simplest and most durable frost- 
J ° e ° 
A proof water closet made. The price is right. 
} SOLD BY ALL JOBBERS 
Wilmington, Delaware 
e 
For Continuous 
e 
or Intermittent 
Duty 
in either requirement 
you will find that 
: % T 
CRESCENT WOOD WORKING 
MACHINES Automatic Inj ectors 
are ellicient,practical,simple in adjustments Se ee ee 
. . he design is scien cally ¢ Co i ve : OS ¢ 
and in selecting Crescent your customers trouble-proof, Easy to start and stop. Even care Guara 
Wi ot eC j > at is desi > 2 - if the water supply should fail temporarily Automatic 
will get equipment that is designed for en the Penherthy will automatically pick up Water Gage 
durance and so rigidly constructed as to on Wecter aaauh the wkend Went the suede: . = 
assure them of long continued service. is restored 
Tested under boiler-room conditions, R 
Check over your list of Crescent printed a that you can't afford 1 
OVCTIOOK 
matter and be prepared to quote on the i ete | 
Crescent line at every opportunity. 
Penberthy Injector Co. 
T H b C R E S C E N T M A Cc H I N E C O : Canadian ao aa Holden Ave. ¢ 
96 Columbia Street ¢ Leetonia, Ohio Windsor, Canada Detroit, Mich. bd sr A: ‘ ¢ 
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Middlemen Time-Energy Savers 


Diagrams Indicate Value of Co-ordination Through Distributing Houses 


E. L. GOUCHER 
Frick & Lindsay Co., Pittsburgh 


It takes time and energy to accomplish anything. 
Money is a measure of time-energy. <A dollar will buy 
a certain amount of energy certain amount of 
time. 

Now, the time and energy consumed in the exchange 
of goods and services, between men or groups of men, 
has a definite, though not a fixed, value. 


for a 


AR In the diagram “A” we show five mutually 

L/\s, dependent producing and consuming units. 

The ten lines connecting each other represent 

y 4 time-energy values used in the mutual ex- 
\ 


change of goods and services. 

Now take the same five units and insert a 
concentrating and distributing center, as in 
diagram “B.” In this diagram you will note 
that the time-energy lines have been cut in 
half and that the scheme has greatly “- 
simplified. You can readily see that it is the 
function of the middleman to co-ordinate the time-energy 
values of all the co-operative units. 

To go a step further. 
mutually dependent units, in diagram ‘C” 
show six units, it takes fifteen time-energy 
lines to bring the six in contact. Now you can 


been 


five 
we 


If, instead of 


see that by adding only one unit the time- 
energy lines have increased by five. 

By giving these six units a co-ordinating ? 
center, we get diagram “D,’ which reduces ° } ‘ 
the effort to six time-energy lines. Now sup- ,~] 
pose we had 10,000 mutually dependent pro- dp 


ducer and consumer units doing business with 
each other direct. A simple computation will 
49,995,000 time-energy lines would be involved. 
nated through one central clearing house, the time-en- 
10,000, 


show that 

Co-ordi- 
ergy lines are reduced to 

This important time-energy saving factor represents 
transportation and distributive effort 
ships, trucks, wholesalers, jobbers, middlemen, retailers, 
professional services, stock and commodity exchanges, 
brokers, public service companies and a host of other 
intermediaries. 


railroads, steam- 


Imagine the busy housewife setting out on a Satur- 
day morning to buy her week-end groceries and having 
to visit one place for her bread, another for her butter, 
a third for her fruit. still another for her canned goods, 
and so on. She soon would long for a place where she 
could place her entire order, or at least a large share of 
it, in other words, the grocery. 
that she would profit by elimination of the grocery as to 
that the consumer of supplies would be better 
off without the distributor. 


It is as sensible to say 
declare 


From all of which we deduce, 

(1) The more middlemen there are, the lower 
and higher the standard of living. 

(2) That effort to establish producer to con- 
sumer direct distribution helps to raise the cost and 
lower the standard of living. 

(3) 
efficient 


the cost 
every 
Both the producer and consumer will benefit by 


and sufficient transportation and distribution. 
(4) That social evolution tends toward the economy 


* Copyrighted. 





of time-energy values by the co-ordination of specialized 
functions. 

(5) That progress is made by working with natural 
forces instead of against them. 

(6) That the intermediate functions of transportation 
and distribution are highly important and essential. 

(7) That the middleman should be encouraged. 

Se ee 
Death of T. 


James Fernley 

(Continued from page 71) 
surely will miss him and mourn his loss.——George Puchta, 
president, The Queen City Supply Co., Cincinnati. 

I deeply regret the passing of T. James Fernley. I 
knew him very intimately for the last twenty years, and 
feel that the manufacturers and jobbers have lost a 
friend and guide.—John C. Ruf, president, Johnson Belt- 
ing Co., New York City. 

I am shocked to learn of T. James Fernley’s death. He 
has long been an intelligent factor in the association 
field, and will be missed by a large circle of friends.—D. 
K. Swartwout, president, The Swartwout Co., Cleveland. 

T. James Fernley’s death comes as a shock to the 
hardware industry. He will be missed greatly.—Don 8. 
Brisbin, president, American Supply & Machinery Manu- 
facturers’ Association. 

Information of the death of James Fernley received 
with extreme regret. Association work has lost an out- 
standing figure-——L. J. Larzelere, president, Southern 
Supply and Machinery Dealers’ Association. 

The death of T. James Fernley is a great loss to his 
many friends and business associates.—Irving W. Le- 
maux, president, Indianapolis Brush & Broom Mfg. Co. 

Your telegram was the first information I received 
regarding the death of Mr. Fernley, and I regret it very 
much. It had never been my pleasure to know Mr. 
Fernley personally, but I know that for a great many 
years he had served very faithfully the National Supply 
and Machinery Distributors’ Association, and his death 
will undoubtedly be a great loss to that organization.— 
George Winship, president, Fulton Supply Company, At- 
lanta. 


FIVE DAY WEEK IN OPERATION 
Jenkins Bros. Employes Work 48 Hours in Shorter Period, How- 
ever—System Termed Success 
The five-day working week has been in effect in the 
valve manufacturing plant of Jenkins Bros., in Bridge- 
port, Conn., since May 22, 1922, but the company’s opera- 
tives are on a 48-hour schedule, which is equivalent to 
actual working time under the six-day plan. Before the 
company adopted the new schedule the proposition was 
submitted to the company’s employes, allowing them 
opportunity to vote upon its acceptance rejection. 
They returned an almost unanimous vote in favor of the 

new plan, and it went into immediate effect. 

After four years’ experience with the five day week 
schedule, Vice-president Charles V. Barrington expresses 
his opinion of it as follows: “I can now say that the 
five-day week has been an absolute success. Our absentee 
record is wonderfully improved, and shows that even 
our production per hour is improved.” 
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“The Best Glue Pot— 
Splendid Cooperation” 


well satisfied with our relations with 


-r Corporation, In our 
s are the best made for 
Sta-Warm Corporation gives 

i intelligent service, their selling 
margin of proht ts satistactory. 
splendid cooperation 

a distributor for 

the foregoing 





else said. 
T. F. Ellis 
THE HOLLISTON MILLS, Inc 


Norwood, Massachusetts 


Supply jobbers who 
have not handled 


StaWacm 


“une: ELECTRIC POTS AND 
HEATERS 


will make a real discovery when 
they ask for our proposition. 





GLUE POT 


Drop us a line—we'll do the rest. 


STA-WAPH << LORPIRATION 


GE W. Chestrut St. RAVENNA, OHID 
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SAFE 
SIMPLE 
EFFECTIVE 

EASILY 
RENEWABLE 
MOST ECONOMICAL 






The Grinding Wheel Dresser meets all 
the requirements of a tool for the general dressing 
and and other 
The roll consists of hardened steel 
plates with “U" shaped teeth which keep their sharp- 


ness until they are completely worn out. The spindle 


truing up of 


emery, carborundum 


grinding wheels. 


is provided with a lubricating cap. 
We carry a full line of circular files and torches 
Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 


116 Broad St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 
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yg is just off the press 
BELT TIGHTENERS It illustrates every 
phase of “HILL 
y =n CLUTCH” MELLEL 
EQUIPMENT. In addi- 
tion, it contains tables, 


diagrams, 


engineering 
data, 


etc., which elim- 

inates guess work in the 

selection of proper 

power transmission 

units. rite for copy. 
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How to Develop Paint Markets 


Questions for Producer and Distributor 


Gayne T. K. Norton, publicity director of 


Surface Campaign,” 


the 
representing various paint, varnish 
and allied interests, recently compiled a series of ques- 
tions addressed to producers and distributors of paint, 
varnish and related products. 
apply 


“Save 


These questions do not 
to producer and distributor alike, but they may 
suggest new ways of increasing sales, varying paint and 
varnish products, adding specialties, or varying the quan- 
tity of general output. They ask: 

How often do your paint and varnish salesmen call on 
the customer and ‘prospective customer? 

How much effort do you make to sell paint and var- 
nish, through salesmen, direct mail 
catalogue? 


advertising or 


What percentage increase have you had in paint and 
varnish sales during the last five years? 

What, in your opinion, are the chief reasons why a 
large number of mill supply jobbers do not stock and 
sell paints and varnishes? 

If your customers do not buy from you the paint and 
varnish they use for plant 
do they buy it? 


maintenance, from whom 

About what percentage of your paint business is in 
(a) varnish, (b) specialties, such as acid and fume- 
resistant paints, concrete and cement paints and rust- 
inhibitive paints, and (c) ordinary paints, including 
mill whites? 

By volume sold, how do your cold water paints com- 
pare with your oil paint sales? 

To what extent do you think the plants of your cus- 


tomers are painted, well, fair or poor, exterior and 
interior? 
Which plants use the most paint for maintenance 


purposes? 


The products of most industries must be painted or 


varnished before they can be sold. In your opinion, 
what percentage of the paint and varnish you sell is 
used for finishing products? Plant maintenance? 


Mr. Norton, in collaboration with J. O. Dahl, service 
manager of Hotel Management magazine, New York 
City, prepared a report entitled “An Undeveloped Market 
for Paints and Varnishes,” and investigated the hotel as 
a wide market for these products. 

The hotel field, they state, offers greater opportunities 
for quantity sales of paints at a lower sales and advertis- 
ing cost than other market. It is estimated that 
3,742,000 gallons of paint are required annually for hotel 
maintenance alone. 


any 


“Imagine a city that contains 1,459,600 sleeping 
says the report, “where 122,816,000 people are 
sheltered each year, a city where there are 75,890 busi- 
15,178 store rooms, 11,838 kitchens, 19,719 
dining rooms, 15,170 linen rooms, 5,212 laundries, 1,512 
soda fountains and 3,170 ball rooms. Here surely is 
housekeeping on a gigantic scale. This is the market 
for paint and varnish in hotels.” 


rooms,” 


ness offices, 


The upkeep painting problem in plants and factories 
is a large one. Rust and rot exact an enormous toll 
every year. In many instances, manufacturing pro- 
cesses cannot be carried on without liberating acid fumes 
and gases, steam and vapor, smoke and soot. All these 
agencies have a destructive effect on wood, metal and 
plaster surfaces. In many industrial plants it is difficult 
to prevent decay and corrosion through paint protection, 
so that frequent replacements and repairs are necessary. 
In many cases carelessness and lack of knowledge con- 
tribute to high maintenance costs, which could be avoided, 


Where to Promote Sales 


to a large extent, if the right paint products were selected 
to meet the needs of each surface requiring attention. 

Factories should also adopt a re-painting policy to 
maintain greater attractiveness. Standardized colors for 
each division of the plant give a unified effect. If a 
paint service prescribes an acceptable color for each unit, 
it does away with the color preferences of the individual 
in charge. 

Where piping systems are intricate, and where it is 
desirable to have a means of identification, the factory 
can utilize a color standard adopted by the American 
Society of Mechanical Engineers. This scheme provides 
red for fire equipment, yellow for dangerous materials, 
green for protective materials, violet for exceptionally 
valuable materials, and so on. 

If materials of a similar nature are carried in a num- 
ber of pipe lines, the usual method is to use the same 
color for all of them, but to stencil the initials of the 
contents on the under side of each pipe at a point where 
the marking may be seen from the floor. This eliminates 
a combination of colors on valves and fittings which in 
some plants is difficult to keep in mind. 

Paint salesmen should not only be equipped with in- 
formation on the varied types of paints and varnishes, 
but should know about paint application. Their customers 
are interested in information on the preparation of sur- 
faces for painting, how the paint should be applied, what 
kind of brushes should be used, when a spray gun is 
practical and economical, what kinds of paint should be 
used for brick, metal, concrete, radiators, window frames, 
wood, reed and steel furniture, boilers, floors and other 
surfaces which must be refinished. 

Industrial plants all have their upkeep painting prob- 
lems. They will buy more paint, varnish and related 
products as they are educated to realize the value ot 
paint as a preservative, a means of decoration and identi- 
fication and as a sanitary agent. 


© —~e 


OUR NEIGHBORS BUY MORE 


Exports to Europe Show Falling Off, but Sales to North American 
Countries Increase 

America’s export of machinery and vehicles during the 
first half of 1926 increased thirteen percent over half 
year periods of preceding years, according to an analysis 
of this country’s world trade for the first half of the 
present vear issued by the foreign commerce department 
of the United States Chamber of Commerce. Striking 
increases in value were made in the exports of mining 
and quarrying, construction and conveying, and oil-well 
machinery. 

Exceeding that of any complete year before 1913, 
America’s export trade for the first half of 1926 
amounted to $2,207,000,000. This amount, the analysis 
shows, also surpassed the first six months’ exports of the 
post war vears of 1922, 1923 and 1924, though smaller 
by $157,000,000, or 6.607, than those of the first half of 
1925. 

While American exports to Europe declined during 
this first six months’ period, shipments of this country’s 
products to other parts of the world showed considerable 
increases. North America, chiefly Canada, greatly 
increased its purchases of American merchandise. Can- 
ada led all other countries in gains, her purchases of our 
goods increasing by $50,489,000, or 17%. 
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EASY! 


It is easy to move loaded or empty cars 
with the New Badger Car Mover. The 
patented principle of compound lever- 
age makes it so. 


It is just as easy to sell the New Badger. 
The rugged construction, the satisfac- 
tory service given to your customers, 
and the liberal profits to you make it so. 


Write for further information. 


ADVANCE CAR MOVER CO. 
930 E. John St. Appleton, Wis. 


NEW BAD GIR 


_SLIP PROOF CAR MOVERS 
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The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
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A Name that Helps a Jobber! 


A jobber is known by the lines he car- 
ries. Wherever leading mill supplies 
are stocked, the brooms are Lay Brooms. 
They have been the choice of the trade 
and the consumer since 1876. Let their 


famous reputation add prestige to your 
business! 





Write or telegraph for details of franchise 











The Joseph Lay Co. 


Portland, Indiana 


Sales Offices 
New York City: 
110 W. Stth srt. 
Cleveland : 
93143 Gorman Ave. 
Chicago : 
020 Medinah Bldg. 
Milwaukee: 
100 University Bldg. 











Why Not Sell the Best? 


Your 
Customers 


Want 
This Vise! 





Large users of vises are buying DROPFOS. The 
more they know about the value of drop-forged 
materials the quicker they swing to DROPFO— 
the drop-forged vise. 


Another feature that appeals to vise users is the 
Wedgelock swivel base. Setting the jaws on the 
job with the main handle automatically locks the 
swivel base. Or it can be locked separately if a 
stationary vise is desired. 


These advantages are selling DROPFO vises from 
one end of the country to the other. 


Jobbers are invited to send for prices and terms. 


THE FULTON DROP FORGE COMPANY 
Canal Fulton, Ohio 
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Random Jotes 


‘From American Jrade Literature 
CARL W. Mite a 














Years ago manufacturers began selling “knock-down” 
furniture and since then the knock-down principle has 
been applied to almost everything portable. from houses 
The salamander is of 
special interest to the mill supply distributor, as well as 
to the contractor. 
under a 


to camping stoves. knock-down 
Several dozen of them can be stored 
table or in a the 
shanty, to be used as needed. Similarly, the distributor 
can hundred of them in a small 
his warehouse and be ready for sudden demands. 


away corner of contractor’s 


stock several space in 


would im- 
But a Chicago manufacturer 
thread, 


driven 


Wood screws are so simple that it seem 


possible to improve them. 


replaced the usual single thread with a double 


by means of which it is said the screw can be 


mto the wood in less time. 
The well established custom of melting babbitt metal 
and pouring it into bearing boxes has been with us for 
The 


one manufacturer has 


some time. babbitt would be hard to improve, but 
way to make the melting 
melts the 


use without 


found a 
process easier with an electric babbitt pot. It 
metal and holds it at proper heat ready to 
attention. It is portable and can be plugged into any 
socket of the proper voltage. 

relieves 


Clean water 


grime after a day of 


the tired feeling as well as the 
hard The wash fountain 
is one of the newer types of plumbing fixtures for shops 
and factories. It from the wall and 
many as twelve stand around it and wash 
in clean, running water. The temperature of the water 
can be regulated, and when not in use the water is shut 
off as in other fixtures. 


work. 


stands 


persons 


awa\ 


as 


can 


Rotary pumps were invented by Serviere, a Frenchman, 


about 1627, and since then there has been but little im- 
provement in the basic features of this type of pump. 
Hydraulic and mechanical engineers after many vears 
of unrewarded effort have conceded that no improvement 
can be made on the principles which Serviere incor- 
porated in his original model. The improvements that 
have been made include accessibility, interchangeability 
f parts, becoming appearance and careful inspection. <A 
manufacturer of this type of pump uses machine cut 


gears Which keep the cams in alignment, increase the life 
of the pump and reduce the power necessary to operate it. 
As compared with any other cutting tool, the success 
ful grinding wheel possesses one interesting character- 
itselft—that of 
When properly made and selected, the grains on 
of the wheel, ome dulled, 
either broken or pulled out under the stress of 
ually new, 
A wheel is, therefore, more efiicient 


istic peculiar to sharpening itself while it 


works. 


the surface as thev be 


are 


+ +] 
tne WOrkK, 


thus contin presenting points. 


sharp cutting 


when soft enough to 


cut freely and yet not Increasing 


hard enough to glaze. 


the surface speed of a grinding wheel decreases its ten- 


dency to wear away, and, conversely, decreasing the 
surface speed increases its tendency to wear away. 
Grinding wheel manufacturers occasionally hear the 


89 


complaint that the wheel has “soft spots.” If the user 
will mark the wheel where he thinks the “soft spot’ is 
and then “true the wheel” and grind with it again, he 
will invariably find that the “soft spot” has moved along 
to another point on the wheel. Such complaints are most 
likely due to the wheel running out of true or balance. 


How would you lay a pipe line across the bottom of a 
river or over a hill? Such a problem is easily solved by 
using a flexible pipe joint, which allows the pipe to con- 
form to the bottom of the stream or the curve of the 
hill without putting any strain on the pipe. These joints 
are made for compressed air pressure up to 2,000 pounds 
and hydraulic pressure to 3,000 pounds. 


Polishing wheels have not lost their usefulness when 
filled with old emery and glue if they are renewed with 
a wheel dressing machine, which will take polishing 
wheels up to 24” diameter. A large tool holder is pro- 
vided, which holds an abrasive brick that acts as the 
dressing tool. By using a cutting tool the machine can 
be used for turning, shaping, truing and dressing down 
polishing wheels of all kinds. 


Another drilling problem has been solved by a unique 
wood-boring bit. This new bit will cut any part of a 
circle across the face or through the edge of the wood, 
or it can cut into any previously bored hole for any part 
of a circle without springing away. It cuts a clean flat 
bottom to the hole without leaving an unsightly center 
or breaking through the farther side of the board. The 
blade can be sharpened and renewed when worn out. 


The distributor who sells several types of sheet pack- 
ing has perhaps had a problem in keeping the rolls in 
good order and convenient for measuring off orders.’ A 
sheet packing carrier has solved the problem for many 
distributors. The carrier holds ten rolls of packing car- 
ried on sprocket chains in such a way that any roll can 
be turned around to the height of the cutting table. No 
roll needs to be lifted after it is placed on the machine. 


Although cold drawing increases the tensile strength 
g 


and elastic limit of steel, the chief usefulness of cold 
drawing is to finish steel bars accurately to size and 
shape without expensive machining. Cold drawn steel 


already has a well-established place as a product of the 
utility to machinery and automotive parts 
manufacturers, and new being discovered, par- 
ticularly for the bette 


greatest 
uses are 


r grades of cold drawn steel. 


\ manufacturer of corrugated metal cans has given 
this much used article a rumber of new uses by riveting 
malleable iron casters to the bottom of the can. They 
were designed especially for use in industrial plants, 
hotels, restaurants, bakeries and numerous other work- 
shops for quickly and efficiently collecting and moving 
rubbish and offal, for moving and storing small metal 


parts, for storing and moving flour and cereals, for stor- 
ing and moving oils, and for a variety of other 


uses. 


While some of our well | wrench manutacturers 
have been working on new types of wrenches made from 
vanadium 


use of 


snown 


steel, another manufacturer has applied 
the same line of hammers 

The hammer is said to have strength enough 
in its claw to pull out the heaviest nail or spike without 
fear of breaking the claw, and the screw driver will stand 
the various kinds of abuse to which this 
in the kit is continually subjected. 


steel to a and screw 


drivers. 


handiest tool 


as 
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For Lowered 
Costs 


Your power transmission 
costs will be greatly reduced 
through the use of Falls equip- 
ment. 

Correctly designed and 
honestly built so as to work 
with the greatest possible 
efficiency, Falls Power and 
Transmission Machinery will 
lessen the amount of your lost 
power and render satisfactory 
service for indefinite periods. 

The Falls Handbook 18-D, 
called the most complete 
treatise of its kind, belongs on 
your desk. Send for it today. 
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& MACHINERY CO. 
Kent, Ohio 


206-208 Fulton St. 
Mass.: 52-58 Purchase St. 


New York: 
Boston, 





November, 1926 








Always Specify Genuine 


TT J wore MARK ” 
oreensen 


REG. U S PAT OFF 


The Recognized Standard 





Spindles 


12 Sizes Adjustable 
10 Sizes Non-Adjustable 


Write for our catalog 


Adjustable Clamp Co. 


413 North Ashland Ave., Chicago, Ill. 



























WATER GAUGES 


and 
other quality 
Products 


Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 





Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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New Products 








The Porter-Cable Machine Co., of Syracuse, N. Y., is 
placing on the market its new type D-3 horizontal disc 
grinder, which is the only motor driven horizontal disc 
grinder of its size. It was especially designed to remove 
burrs from small metal parts, and, 
at the same time, secure a flat sur- 
face. Advantages claimed by the 
manufacturers for this machine over 
the emery wheel are that grit, dust 
and sparks are removed, a flat finish 
is obtained, danger from breaking 
wheels is eliminated and production 
is increased by having a proper sup- 
port for the arm, thus expediting 
feeding. It is said that the opera- 
tions are so simple that girls or in- 
experienced help will do many times 
the work of a skilled mechanic with 
hand tools. Other interesting 
vacuum dust remover, portability, 





the 
absence of necessity for bolting to the floor, and safety 


features are 
devices. A special General Electric motor of one-half 
horsepower, controlled by a two-pole push-button switch, 
supplies the power for the grinder. The motor has a 
speed of 1725 r.p.m., and the cutting speed of the disc 
is 3500-6000 feet per minute, depending upon the part 
of the disc used. Another new product of the Porter- 
Cable company, which has just been introduced, is the 
“Take-About Sander,” a hand belt surfacing machine, 
designed to take the place of hand sanding or polishing 
on wood or metal. Concave or convex surfaces may be 
sanded by this machine, as well as flat surfaces, for the 
shape of the block determines the form the belt will take. 
A flat, hard wood block is furnished with the machine, 
but the owner may have blocks of other shapes made to 
fit his requirements. The machine is so constructed that 
floor sanding may be done right up to the baseboard. 
For use in small shops and homes a supporting frame 
into which the machine will fit when turned on its side 
has been designed. This will allow the machine to be 
used as an edge sander and tool grinder and for removing 
burrs and surplus stock on small wood or metal parts. 
All parts, except a few necessary bronze and steel fittings 
and the form block, are aluminum and the machine 
weighs only 12 pounds. 


The Sandusky Tool Corporation, Sandusky, Ohio, is 
now making Sandusky self-aligning, steel-spindle hand 
screws with double acting 
thread in all sizes. They were 
previously made in only three 
sizes. The spindles of these 
hand screws are threaded into 
free-turning pivots, making 
it possible to adjust the jaws 
either parallel, as is the case 
wood hand screws, or at any angle. The thread is 
reversed at the meeting point of the jaws, which causes 
the jaws to open or close twice as fast, when the spindles 
are turned, as they would if the thread 
direction only. 


The Borden Company, Warren, Ohio, is now manufac- 
turing No. 70 series of Beaver adjustable 
These are adjustable die stocks with which 
and left threads may be cut in the same tool 





with 


ran in one 


die stocks. 
both right 
and are of 





91 





improved design and construction. The die adjusting 
cam is underneath the dies. This exposes the ends of 
the dies so that oil may be placed exactly where it is 
needed. An important feature of these die stocks is the 





ample distance between the dies and guide blocks. Each 
set of dies threads two or more sizes of pipe and the 
dies are quickly changed without removing parts or using 
tools. The dies have a special shape of die lip that makes 
possible a lip grinding that will properly cut any kind 
of metal. 

Ohio Brass Co., Mansfield, Ohio, announces that a 
rising stem gate valve, No. 21 line, has been added to the 
Flexitite disc gate valve line. The Flexitite 
disc, a patented feature, is said to possess 
the quality of never leaking. The value of 
the rising stem is in the ease with which 
it may be determined whether the valve is 
open or closed. This valve is used on 
steam, water, oil, etc., where a_ positive 
shut-off is essential. 

A new box or hearth type electric fur- 
nace, particularly applicable to the heat 
treating of machine parts and tempering 
lathe and planer tools, dies and punches, is 
now being manufactured by the Westing- 
house Electric & Manufacturing Co. The 
furnace is constructed of a shell of heavy 
boiler plate, riveted and bolted to a structural steel 
frame, and heavy front castings. Heat insulations and 
the heating chamber are enclosed in the shell. The 
entire roof is assembled in a frame and bolted to the 
lower portion of the shell and may be lifted and swung 
to one side. The direct radiating heating elements, made 
of nickel and chromium, are protected and open and may 





be easily removed. A cast nickel, chromium floor plate 


distributes the heat evenly. Automatic regulation con- 
trols the furnaces within close temperature limits, which 
can be fixed as desired up to 1850 degrees Fahrenheit. 
Three sizes are built, having capacities at 1500 degrees 
F., of 100, 240 and 360 pounds of steel per hour and 


with connected loads of 17, 27 and 40 kw. respectively. 
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4 Sample of Hacksaw 
PERFECTION ” 


To produce a hack saw blade that has this un- 
usual flexibility combined with the cutting quali- 
ties that have long been recognized in Victor, is 
nearing the state of hack saw perfection. 

We feel that the users of Victor blades have the 
advantage of the last word in hack saw develop- 
ment. 


Let us send you free samples of this 
Wonder Blade. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 


‘*SUPERBA”’ 
Flexible Shaft Power Unit 


~~ . : 
/ 9. } 
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No shop or factory is complete without one 
or more of these useful power units. They 
take the tool to the work and leave the 
power behind. 


Equipped for Drilling, Grinding, Polish- 
ing, Rotary Filing, Sanding, Brushing, 


Cleaning Castings, ete. Made in 29 sizes 
from 's H. P. te 5 H. P. 


{sk for Folders and Prices 


SIRIANNT AND TRUMBETTAS 


MFG. CO. 
CARBONDALE, PA, 








EDGEMONT TYPE E 
DISC CLUTCH 


An efficient clutch 
[| for high speeds and 
14 quality drives. 





Designed especially to give long, carefree service 
with a minimum of attention. Made by a company 
devoted exclusively to building friction clutches. Our 
years of experience have been put into the Type E 
Disc Clutch to make it a clutch suited to present day 
needs. 


The business for which the Edgemont Type E 
Clutch adapted has barely been touched. This 
clutch will make a paying addition to your line. 


Our engineering department will co-operate at all 
times. Full information on request. 


THE EDGEMONT MACHINE Co. 
DAYTON, OHIO 














Our Selling Policy 


With our medern plant and complete 
equipment we produce large quantities 
of sterilized wiping cloths. We prefer 
to devote our energies to manufacturing 
and to develop our sales through mill 
supply houses. In this way we are able 
to supply a much greater market than 
we could by selling through branch of- 
fices. Write for distributors’ proposi- 
tion. 


Louisville Sanitary Wipers Co., Inc. 
Louisville, Kentucky 


“Blue Grass Brand” Wipers 
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The smallest size uses single phase, 110-volt current, the 
middle size, single phase, and the largest size is designed 
for 1, 2 or 3 phase, 220-volt only. 

The Standard Electric Tool Co., Cincinnati, has added 
to its line a ball bearing buffing machine. This electric 
buffer is built in sizes 
of % H.P.,. 1 BP. 
and 2 H.P. capacity. 
The motor is made in 
direct or alternating 
current and is of the 
air type. The 
machine can be sup- 
plied in the bench type, as illustrated, or in the pedestal 
type. 

The American Pipe Tool Co., Harrison street and 
Kolmar avenue, Chicago, is manufacturing the ‘“Amer- 
ican Snake” waste pipe cleaner. This is something new 
in the way of sewer pipe cleaner construction. It has 
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an outer coil spring and inner spring rod, combined with 
a head of snakes head shape. This gives the flexibility 
necessary to permit of the cleaner going through the 
pipes and around bends, and yet sufficient rigidity to 
prevent buckling. 


A modulating radiator valve of new design for one or 
two pipe, low pressure steam, vapor and vacuum systems 
is announced by Jenkins Bros., 80 White street, New 
York. It is a patented valve with the disc and seat in 
a vertical plane. This 
construction prevents 
foreign matter from 
hindering tight clos- 
ing of the valve. 
Steam enters at the 
top of the seat and 
condensation drains 
out of the bottom. 
Vacuum is under the 
disc holder, with a 
tendency to draw the 
disc to the seat. A 
a Jenkins composition disc against the seat, 





spring holds 
and seating and tightness do not depend on a threaded 


spindle. The spindle is provided with a cam on the lower 
end, which opens or closes the valve. Leakage around 
the spindle is prevented by use of a Jenkins composition 
ring, compressed by a bronze spring. Temperature 
around the spindle is constant. The inlet end of the 
body, union nut and dise holder guide or cap are pro- 
vided with 
hexagon, 


beads or ribs, in place of the customary 
They conform very closely to the grip of the 
pipe wrench and prevent marring or cutting. The handle 


is made of red Bakelite. The valve is furnished in %4- 
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inch size, and the center to end dimensions conform to 
the recommendations of the Heating and Piping Con- 
tractors’ National Association and the Manufacturers’ 
Standardization Society. The accompanying illustration 
is a sectional view of the new valve. 

New products of the Mine Safety Appliances Co., Pitts- 
burgh, include hard boiled caps and hats for mine and 
industrial use and the M-S-A miner’s black wire screen 
goggle. The new hard boiled caps and hats are designed 
to protect the workman’s 


head from falling page cians DEFLECTOR PEAK 
bodies. These head iS 
pieces contain an air 


space between the draw 
strings on the linings 
and the tops of the caps 
and hats for cushioning 
blows. The hard boiled 
fibre serves as head in- 
sulation from electric 
shock and the caps and 
hats are water-proofed and made to withstand heavy 
blows. Both caps and hats may be procured in either 
high or low crowns. The caps, which are designed 
primarily for mine workers, have protective visors and 
deflector peaks, while the hats, which probably will be 
used principally by industrial workmen, have brims 
which serve as protectors. Both caps and hats may be 
secured with or without lamp attachments, these costing 
very little extra. The adjustable linings conform the 
hats and caps to any head. The miner’s goggle is made 
of strong, non-rusting wire and of specific mesh and color 
to avoid optical distortion, and is designed to reduce to a 
minimum eye injuries to underground workers. It is 
comfortable to wear, the rim of the goggle being leather 
bound and no metal being allowed to touch the skin. 
The goggle may be easily formed to fit the nose and face 
because of its flexibility and adjustable head bands. 


The V. D. Anderson Co., Cleveland, manufacturer of 
steam and air traps and other steam specialties, has 
added a new model to 
its line of steam traps. 
THis is the No: “0” 
Junior. It has 4” inlet 
and outlet, so that it fills 
a need for a trap larger 
than the half-inch 
Junior, but smaller than 
the half-inch model “D.” 
The new trap has a ¢ca- 
pacity of 1000 pounds 
of condensation per 
hour, and is adaptable 
to all pressures from 150 pounds down. 





just 





The manutac- 
turer will be glad to forward detailed information on 
request. 


an illustration of the automatic 
machine manufactured by the Metal Saw & 
Machine Co., Inc., Springfield, Mass., which was men- 
tioned in the September number of MILL SUPPLIES. The 
machine is equipped with a standard taper shank so 
that it can be readily 
spindle. 


Here is 
driving 


new screw 


inserted in a drilling machine 
The screws are thrown into the hopper, which 
has an eccentric motion that causes them to fall into a 
slot, which loosely encloses the necks, but does not allow 
the heads to pass. When the operator brings down the 
feed lever, with which the machine is equipped, a screw 
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house racks and on the cars in a jiffy. ed Line Pressure Gauge Glass 
i € You a always get them from stock, and for a fair Oil Cup Glasses 
price, at “Medart’s. 
q MR. SUPPLY DEALER—We have been enguged in the 
Pulley business for 45 years, and we know a great deal more . ° : 
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Get the “WEDART” WOOD SPLIT PULLEY from stock! These glasses have passed and will pass 
all standard tests provided to prove their 
it MEDART COMPANY Superior Quality. 
(Formeriy Medart Patent Pulley Co.) ‘ 
General Offices and Works: St. Louis, U. S. A. Write for Booklet 
Office and Warehouse, CINCINNATI 
CHICAGO PHILADELPHIA. NEW YORK _— PITTSBURGH The Libbey Glass Mfg. Co.. Toledo. Ohio 
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; loads. 
| “It pays to purchase PIONEER TRUCK CASTERS” 
| 
Elkhart isdioua 
N York Office, 86 Warren St. 
a _ . . 
Look into this new WALL 
“Service with Safety” 
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tel This new steel torch combines all the advantages of the time-tried older Dread- 
naughts with a number of improvements. Built for heavier work, to give a 
ian bigger hotter flame. New burner cleans _ itself automatically. All joints 
brazed with hard brass spelter solder; every torch tested. Can be used in all 
kinds of weather. A better “‘service with safety’’ torch at an attractive price 
that sells readily at an attractive proft. Let us tell you why the new Dread- 
naught No. 41 has been adopted by many of the largest industrial and public 
. utility companies. 
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is driven into the work and another automatically takes 
its place. A clutch is thrown out of gear when the 
resistance of the screw reaches the required amount. 


1} 





The machine is made in a variety of sizes to accommo- 
date screws ranging from one-quarter to two and one- 
quarter inches in length. 

The United States Electrical Too! Co., Cincinnati, 
manufacturer of electrically driven drills, grinders, 
reamers and polishers, is making a new portable die 
grinder. This type grinder is especially adaptable for 


fi) 





die grinding, grinding welded parts, fins on light cast- 
ings, Where speed and accuracy are required. The ad- 
justable back handle permits operation in close places. 
Speed under load is 11,000 R.P.M. The grinder weighs 
twelve pounds. 





a 
Trade Literature 
A] 








The Wright Manufacturing Co., of Lisbon, Ohio, has 
just released a new catalogue, Number 11, a compre- 
hensive hand book on chain hoists, trolleys, hand cranes 
and allied equipment. It contains not only cuts and 
general descriptive matter, but also line drawings giving 
all dimensions and clearances of the company’s various 
products. This book will be particularly valuable to 
engineers, architects, superintendents, ete. 

Reprints in illustrated booklet form of the paper on 
“Recent Developments in the Application of Tapered 
Roller Bearings in Machine Tools” may be had by ad- 
dressing the industrial equipment division of The Tim- 
ken Roller Bearing Company, Canton, Ohio. This paper 
was presented by S. M. Weckstein, industrial equipment 
engineer of the Timken company, at the machine tool 
section of the A. S. M. E. meeting, held in connection 
with the New Haven machine tool exposition in Septem- 
ber. It covers in a comprehensive way the results of 
recent important developments in the use of tapered 
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roller bearings in various types of machine tool equip- 
ment, many of which are adequately illustrated. Another 
piece of literature issued by the same company is the 
Timken Engineering Journal, a loose-leaf book of 110 
pages, containing technical information relative to the 
application of Timken bearings to automotive and in- 
dustrial machinery. This booklet is well illustrated, has 
excellent specifications and price tables and other in- 
teresting features. Copies may be had by writing to 
The Timken Roller Bearing Company, Canton. 


Hall-Will, Inc., Erie, Pa., makers of pipe, bolt and 
nipple threading machines, is out with a new twelve- 
page catalogue and price list illustrating and describing 
in detail the new Red-E-Hall portable electric pipe 
machine. The catalogue is printed in two colors, red 
and black, on good stock and the illustrations are good. 
Copies will be mailed by the manufacturer to any of 
our readers on request. 

Jenkins Bros., New York, manufacturers of Jenkins 
valves and other products, have issued a four-page cir- 
cular on Jenkins automatic equalizing stop and check 
valves for boiler safety and efficiency. The circular is 
well gotten up and three type colors are used. The illus- 
trations of the uses of these valves are particularly good. 

A splendid catalogue of forty-two pages and cover, 
listing for the first time six large, new hoists that have 
just been added to the Lo-Hed line, has been issued by 
the American Engineering Company, Philadelphia. The 
arrangement of the catalogue is good, and the illustra- 
tions, both photographs and drawings, are excellent. 
Descriptions and specifications are valuable and com- 
plete. Color is used effectively in the catalogue. 

The J. E. Lonergan Company, Philadelphia, manufac- 
turer of boiler, steam and gas engine specialties, includ- 
ing pop safety valves, water relief valves, whistles, oil 
cups, pressure gauges, high pressure water gauges, etc., 
has issued a fine new catalogue, No. 300, of its products. 
The listing of each article is complete, contains prices 
and specifications and is accompanied by an illustration. 
This catalogue is also in loose leaf form. 

The Richmond Belt Dressing Mfg. Co., Inc., Richmond, 
Va., manufacturer of Wizard (stick) belt dressing, has 
issued an attractive little booklet containing letters of 
commendation from distributors handling its product. 
The letters are miniature reproductions of the originals, 
showing not only the comment itself, but the letter-heads 
and signatures. 


Lyon Metallic Manufacturing Company, Aurora, IIt., 
manufacturer of Lyon commercial steel shelving, is out 
with Bulletin No. 118 on its products. The bulletin is 
replete with interesting photographs showing various 
uses to which the shelving is put in various houses 
equipped with it, together with illustrations of various 
racks, counters, shelving parts, as well as specifications. 
One page is devoted to “Planning an Efficient Store- 
room” and another to “How to Lay Out and Order Parts 
for a Rack Not Illustrated.” 

The Michigan Tool Company, 147 Jos. Campau avenue, 
Detroit, has issued Catalogue “B,” a new catalogue on 
the company’s products, which include milling cutters, 
hobs, involute gear cutters, gear shaper cutters, special 
cutters and tools in general. 

The Revolator Co., 336-352 Garfield avenue, Jersey 
City, N. J... manufacturer of portable elevators, lift 
trucks and barrel racks, is out with a new bulletin, No. 
90A, on its hand power portable elevators, with revolvable 
base. The machines and their various features are well 
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backed by prominent, persistent adver- 
tising, otfer the strongest cooperation 
with jobber and jobber salesman in 
selling the Parker line. This same 
type of advertising will continue dur- 
ing 1927. 


THE CHARLES PARKER CO. pte, 
Master Vise Makers, Meriden, Conn., U. S. A. es 
s % e 3 : j J Snyz3” 
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THESE TOOLS 
Won't Be “Orphans” 


Neither will your tools be “‘or- 
phans” if you do what this 
man is doing—branding tools 
and equipment with an 
Everhot Branding Torch, the 
most effective way to stop tool 
losses. 

The EVERHOT brands or solders 
continuously. ~arries its fuel 
(ordinary gasoline) in the handle. 





IHerite for low prices today. 





ELKHART 


Blow-Off, Gravel and Drainage 


CATCH BASINS 


Used between steam boiler and 
sewer, or drainage system and 
sewer, to intercept vapors, 
gases and solids. 







Write for circular to gei 
full list of sizes and prices 
and be able to quote. Spe- 
cial or extra heavy con- 
struction if required. 


Elkhart Iron Works 


2010 South Main Street 


Elkhart, Indiana 


Mine and Mill Supply Houses — 


Increase Your Sales Through Foster 


“Special Resale Prices” 
New Rails .. Relaying Rails 


New Track Accessories 
Immediate Shipment — Quality Guaranteed 


Send us your inquiry for quotations ie 
_"I Ton or 1000” 





f 154 Nassau St. 
New York City 


Main Offices: 
Pittsburgh, Pa. 














THUMB SCREWS 

TURNBUCKLES 

SCREW CLAMPS 
WING NUTS 


. “© 





Made from the finest grade 
of Malleable Iron. 


Large stocks of all styles 
and sizes on hand at all times 
for immediate shipment. 






THE EBERHARD MFG. CO. 
CLEVELAND, O. 


Engineers know there’s a 


MASON REGULATOR 


for every pressure job 


They have learned that whatever the serv- 
ice or the conditions of installation there 
is a Mason Regulator that will meet them 
dependably, accurately, economically. 
That's why they’re so easy to sell, 











Write for Catalog 62 with its complete 
information about the various types and 
their application 


MASON REGULATOR CO. 


Boston, Mase 














We need a few more 
Distributors for 





Economy Pumps 


They are made in various types for heating, ventilating, 
and building service; vacuum and boiler feed; bilge and 
sewage, field work, etc. Electric 
and gasoline driven. 


To Help You Sell 


each type of Economy Pump is illus- 
trated and described in an 81'4”x11” 
bulletin, well printed on enamel stock 
sk for a set of bulletins and state 
territory you are covering. 





Economy Pumping Machinery Co. 
142 N. Curtis St., Chicago 
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illustrated in the four-page bulletin, which also contains 
a table of dimensions and illustrated instructions for 
ordering machines. 


Cornell Iron Works, Inc., Long Island City, N. Y., 
catalogues its products in a new booklet containing 
thirty-two pages and cover. The catalogue is replete 
with illustrations showing the various features of the 
company’s products—steel rolling shutters and doors 
together with pictures of installations. 


specifications and other data. The booklet is attractively 
gotten up. 


(Obituary ) 


Joseph Wolf, president of The Cincinnati Electrical 
Tool Co., passed away suddenly Wednesday, September 
22, while attending a theatre party with his wife and 
friends. He had been connected for the last thirteen 
years with the above firm, and under his able and capa- 
ble management the company has been very successful. 
Mr. Wolf was one of the originators of the Hisey-Wolf 
Machine Company, which was a pioneer American manu- 
facturer of portable electric drills and grinders. He 
sold his interest in that company in 1907 traveled 


It also contains 








and 





Wolf 


Joseph 


abroad for several years. On his return to the United 
States Mr. Wolf became affiliated with The Cincinnati 
Electrical Tool Co., and retained his interest there until 
his death, which was a great shock to his many friends. 


He left a most favorable impression of his fine char- 
acter as a man and his qualities as an executive. Mr. 
Wolf is survived by his wife and a son, Gordon J. Wolf. 


who has been associated in business with him. 


Thomas H. Kane 

Thomas H. Kane, recently appointed president of the 
Berger Mfg. Co., Canton, Ohio, structural steel fabricat- 
ing subsidiary of the Central Alloy Steel Corp., Massil- 
lon, Ohio, died October 11 in a Youngstown hospital. 
He was waiting at the hospital for word from the oper- 
ating room, where his wife was undergoing an operation, 
when he was seized by a heart attack from which he did 
not recover. Mr. Kane was formerly vice-president and 
general manager of the Truscon Steel Co., Youngstown. 


VALVE BUSINESS BENEFITED 
Increase in Industrial Building has Provided Substantial Market 
for Valves and Fittings 

Walworth Company, Boston, reports that demand for 
valves and fittings that go into new buildings represents 
about 23 percent of the total normal output. The re- 
mainder goes into general industrial use as represented 
by the railroads, oil wells, pipe lines, refineries, power 
houses, water and gas systems and general manufactur- 
ing activities. 

Of the 23 percent that goes into new buildings, about 
two-thirds finds its way into industrial building. At 
the present time it seems to be true that there is a 
decline in domestic building activity, but the company is 
experiencing an increased demand for valves and fittings 
for new industrial building. The rise in industrial build- 
ing nearly always follows a decline in domestic building. 
The demand for valves and fittings for industrial 
building is for larger sizes and greater tonnage. It is 
apparent, therefore, that the valve and fittings business 
is technically and in reality in better position at the 
present time than in the midst of a so-called “building 
boom,” because the demand is for more tonnage and more 
profitable items. 
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To Stabilize Foreign Prices 





C. F. Kelley, president of the Anaconda Copper Com- 
pany, has been named head of Copper Exporters, Inc.., 
a new company formed for co-operative action in stabiliz- 
ing the price of the metal in foreign markets. Copper 
Exporters, Inc., includes practically all of the leading 
producers of copper in the United States and certain 
foreign producers and sellers, and, it is said, represents 
the largest amount of invested capital in the world for 
handling exports. 


Statement of the ownership, management, circulation, ete., required by 
the Act of Congress of August 24, 1912, of MILL SuppLigs, published 
monthly at Chicago, Illinois, for October, 1926. State of Illinois, County 


of Cool ss. 


Before me, a notary public in and for the State and county aforesaid, 


personally. appeared Clay C. Cooper, who, having been duly sworn accord- 
ing to law, deposes and says that he is the General Manager of Mit 
SUPPLIES and that the‘ following is, to the best of his knowledge and 
belief, a true statement of the ownership, management (and if a daily 
paper, the circulation), ete., of the aforesaid publication for the date shown 
in the above caption, required by the Act of August 24, 1912, embodied in 
section 411, Postal Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, editor, managing 
editor, and business managers are: Publisher, The Crawford Publishing 
Co., Chicago; Editor, Clay C. Cooper, 537 South Dearborn St., Chicago; 
Managing Editor, Clay C. Cooper, 537 South Dearborn St., Chicago; 


Business Manager, Clay C. Cooper, 537 South Dearborn St., Chicago. 

». That the owner - (If owned by a corporation, its name and 
address must be stated and also immediately thereunder the names and 
addresses of stockholders owning or holding one per cent or more of total 
amount of stock. If not owned by a corporation, the names and addresses 
of the individual owners must be given. If owned by a firm, company, 
or other unincorporated concern, its name and address, as well as those 
of each individual member, must be given.) The Crawford Publishing Co.. 
Chicago, Ill.; B. H. Crawford MecNash, Wheeling, W. Va.; John Harrison 
MecNash, Wheeling. W. Va.: Frederick P. Crawford, Philadelphia. Pa. ; 
Fred Newton Scott, Ann Arbor, Mich.; Clay C. Cooper, Chicago, 

That the known bondholders, mortgagees, and other security holders 
owning or holding 1 per cent or more of total amount of bonds, mort- 
or other securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the names of the own- 
ers, stockholders, and security holders, if any, contain not only the list of 
stoekholders and security holders as they appear upon the books of the 
company but also, in cases where the stockholder or security holder appears 
upon the books of the company as trustee or in any other fiduciary rela- 
tion, the name of the person or corporation for whom such trustee is 
acting, is given; also that the said two paragraphs contain statement 
embracing affiant’s full knowledge and belief as to the circumstances and 
conditions under which stockholders and security holders who do not appea) 
upon the books of the company as trustees, hold stock and securities in : 
i other than that of a bona fide and this affiant has mn 
reason to believe that any other person, association, or corporation has any 

direct or indirect in the said stoek, bonds, or other securities thar 
him. 
the avera 
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capacity owner ; 
interest 
as so stated by 


That 


‘ number of copies of each 
sold or distributed, through the mails or otherwise, to 
during the six months preceding the date shown above is 
information is required from daily publications only.) 
CLAY C. COOPER, 
General Manager 
this 7th day of October, 1926. 
JAMES S. VALENTINE. 
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Hows Your Stock of Crescent 
Ground Cross-Cut Saws ? ‘ 
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The ever increasing 
demand for Simonds Cres- _ 
cent-Ground Cross-Cut Saws is 
the reason you should carry an ade- 
quate stock of them. They are the 
fastest selling Cross-Cut Saws in the 
world because of their high quality 
and the longer service they give. 


Place your order now 
for immediate delivery. 


Bee 


SIMONDS°GAW42PSTEEL CO. 


Established 1832 Fitchburg,Mass. 
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Principles in the 


Editor 


Choose Reliable Pacemakers and Stick 


Among Energetic Humans and in W orthwhile Literature the 


Ambitious 


Salesman Must Find Necessary Stimulus 


In the days when I used to do a 
little bicycle racing I learned that if 
I could ride a half mile unpaced, 
alone, in 1:06, I could ride it in 1:03, 
or less, if I could drop in behind 
some fellow who could set the pace 
at a 1:03 gait. A rider who could 
not do an unpaced mile in less than 
2:30 could reel it off in 2:20 easily 
enough if paced. 

Pacemakers for hard road rides 
were in demand. There were plenty 
of fellows who could drop in behind 
and stick with the bunch to the end, 
but there weren’t many who could 
step out in front and show the rest 
the way. 

In most sales forces there are 
pacemakers, men who outfoot the 
rest and set the high marks for the 
others to match if they can. The 
remainder, those of us who need 
stimulus and inspiration, have to 
have these pacemakers out in front 
to pull us along. 

In following pace in fast track bi- 
cycle riding, the man behind could 
hug his pacemaker’s rear wheel 
closely enough to be relieved of much 
of the pressure of air resistance, and 
thus he gained a real mechanical help 
to his own speed. That was not the 
case on the road, where the pace- 
maker’s value lay in the inspiration 
he gave, the competition he afforded 
and in his judgment in knowing the 
right pace for the distance and the 
road conditions. 

It is in this latter respect that 
salesmanship pacemaking is more 
like bicycle pacemaking. The fast 
man sets a pace he expects to main- 
tain. His is a steady fast pace, not 
a sprint and then a loaf. He is after 
long distance records more than 
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FRANK FARRINGTON 


sprint records. He wants to be high 
man for the year, not merely for a 
month. He wants to continue high 
year after year. 

The salesmen who are going to 
profit by the pace set by the fast 
workers are those who believe they 
can travel at that pace themselves 
if they try, and who then do try 
their best. 

A pacemaker is of no help to the 
fellow who simply says, “Oh, I can’t 
ride with him. He’s too fast.”” The 





Stick 


With the Pacemaker 
fellow he helps is the one who says, 
“Let him ride. I'll stick right at his 
heels, and maybe when we get onto 
the home stretch and he’s a little 
tired, I can slip by him.” Sure, it 
works out that way sometimes. I 
lost a three mile championship that 
way once myself. 

The most obvious pacemaker for 
the mill supplies salesman is the man 
who is out in front selling mill sup- 
plies. That salesman sets a mark 
that looks like something his team- 
mates can equal. Or it may be that 
a competing salesman right in your 
own territory is setting pace for you, 
showing you what can be done on 


one me oa 


your route. Pacemaking of either of 
those kinds ought to help you to 
speed up. 

3ut that is not all of pacemaking. 
The bicycle rider sometimes found 
stimulus in the trotting horse on the 
same track with him. He might race 
with the trolley car or even with the 
steam train for a little distance on 
a highway paralleling the tracks. He 
saw fast motion in some other than 
the bicycle field and he accepted it 
as a challenge to his own ability. 

That sort of stimulus has served 
men in all kinds of work and in all 
ages of the world. The mind stimu- 
lus found in books has driven count- 
less great men ahead. 

Abraham Lincoln found that there 
were more things in books than he 
had ever dreamed of. They set him 


thinking. He wanted to know about 
those important things that were 
outside the realm of the Sangamon 


valley and Clary’s Grove and the 
horse-play and gossip and the pio- 
neer families around him. 

LaSalle wanted to know what lay 
off beyond the reaches of the great 
lakes and the lands of the Illini. 

Thomas A. Edison wanted to know. 
still wants to know, what is beyond 
the limits of his present knowledge 
of things electrical. 

Thoughts of the possibilities that 
open up beyond where we already 
have gone stimulate us to go farther 
and search deeper. They help us to 
speed up our pace to keep up with 
those who have gone on ahead. 

There are always some riders who 
want to go their own pace. They 
are satisfied to jog along at a gait 
that may get them there some day. 
They don't at first pay much atten- 
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tion to the shouts of companions who 
call to them to come on along with 
the crowd that is doing better work. 

There some salesmen who 
would rather go their own easy, com- 
fortable pace, without regard to the 
stimulus of competition or to the ef- 
forts made to induce them to keep up 
with the bunch. ‘They are thinking 
only of their own comfort and trust- 


are 


ing to Providence to land them 
among the elect at the end of the 
vear. 


Part of that class of salesmen can- 
not be stimulated into greater speed 
by pacemaking or exhortation. They 
are due to slow down until they 
finally come to a stop and fall from 
their machines. But part of the class 
will respond to the efforts to get 
them to speed up and join the bunch 
who are going somewhere, and going 
strongly enough to get there in time. 

It is pretty hard to get a fellow 
to accept a pacemaker when he 
doesn’t want to go fast. The inspira- 
tion for developing speed or gaining 
in selling power is a desire to im- 
prove. When a fellow doesn’t even 
have that beginning qualification, he 
might about as well be left behind. 
It is easier to find another fellow 
who does have ambition than to try 
to inject ambition into someone who 
is opposed to the inoculation. 

There are salesmen who think all 
efforts to speed them up are bunk. 
They condemn “pep” 
managers’ letters. 


talks and sales 
They claim that 
they do as well as there’s any need 
for doing, without all such contrap- 
tions. Well, why worry about sales- 
men of that type? They will not 
succeed in salesmanship or in any 
other work. They don’t want to go 
fast and strong. They want to take 
it easy and loaf along. Let ’em! 
But let "em do it on somebody else’s 
payroll. 

As a matter of fact, the pacemak- 
ing that helps us most is that which 
we choose for ourselves by reason of 
our interest in speeding up. I know 
young salesmen who are hunting for 
somebody or something to set pace 
for them. They want to find books 
and magazines that stimulate their 
minds and tell them what others have 
done, that show them what they may 
do if they will make the effort. 

Some young men are interested in 
anything that will develop their 
minds and fit them for bigger posi- 
tions and for a better grasp of the 
biggest things in their lives. 

Good literature is one of the best 
pacemakers for an ambitious man. 
He finds himself in the company of 
minds that move fast—that set a 
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pace faster than he has been in the 
habit of traveling. He has to speed 
up his thoughts in order to keep up 
with them. Perhaps they get away 
from him a little now and then. Per- 
haps he finds that he has got into 
too fast company, and he may have 
to drop back into something nearer 
his own speed. What he ought never 
to do is to accept the pace of a writer 
who slows down his readers’ minds, 
who goes a slower pace than they 
are able to travel. 

When a fellow allows himself to be 
satisfied in the company of slower 
riders, slower brains, slower work- 
ers as salesmen, he drops back into 
that slower class, and after travel- 
ing for a while with that bunch, he 
finds it very difficult to get back what 
speed he had. We don’t develop 
physical or mental speed while trav- 
eling at a slow rate of progress. We 
have to keep trying for a speed a 
little beyond our present reach, or 
we won’t gain in ability. 

The salesman we look up to as a 
good model, as a pacemaker, should 
be a high class man. His methods 
as well as his speed ought to be 
exemplary. He should be a man who 
has an interest in helping his fol- 
lowers to develop speed. A _ tricky 
pacemaker will only make trouble for 
those who follow him. The tricky 
bicycle rider finds it easy to upset the 
man who takes the chance of follow- 
ing his pace. A sudden back-pedal- 


Can You Imagine It? 


An automobile manufacturer, ac- 
knowledged to be a keen advertising 
man, was asked by a publisher to 
write a book on salesmanship. He is 
reported to have told the publisher 
that if he did write it, the book 
would contain only one page, and the 
message would be something along 
this line: “If you want to sell any- 
thing, you must be able to speak the 
English language first. You must 
be able to speak it so you can be 
heard in an ordinary room. You 
must tell what you think about your 
own product and tell it to all the 
people you possibly can, and that is 
all there is to salesmanship.” 

That may be all there is to sales- 
manship so far as it is related to 
the sale of automobiles, but we’ve 
known many scholars of the English 
language who could talk so as to be 
heard in any sized room, and who 
could tell more people what’ they 
think about themselves or anything 
they were making or trying to sell 
than the average salesman, and yet 
who never could make a success at 
selling. 


ing and the front wheel of the man 
behind hits the pacemaker’s rear 
wheel, and the former is dumped in 
a heap. After being dumped like 
that once, with a few other riders 
piling over him, their sharp rat-trap 
pedals scoring his legs and arms, a 
rider learns to keep away from the 
rear wheel of a pacemaker who is 
not to be trusted. 

The only thing to be learned from 
a tricky or untrustworthy pacemaker, 
either in salesmanship or bicycling, 
is to keep away from him. There are 
men in business who are ready to 
give another fellow a wrong 
just to get him into trouble. There 
are salesmen who don’t want other 
salesmen catching onto their methods 
or profiting in any way by their 
example. They will do all they can 
to lead a follower along the wrong 
road and dump him at the end. 

Pick out good pacemakers in lit- 
erature—high class, stimulating lit- 
erature that will make your brain 
work to keep up. Pick out good pace- 
makers in salesmanship—salesmen 
who will show you how to keep up a 
good selling pace by sound methods. 

When you get a good pacemaker, 
stick to him. Follow him wherever 
he leads and at whatever pace he 
travels, so long as he shows himself 
dependable. You will get along 
faster and go farther than you can 
ever go when depending upon your 
own initiative for pace and route. 


steer 


Imagine a representative of a mill 
supply house stepping up to the 
buyer for a large manufacturing es- 
tablishment, and, in his most polished 
English, saying: “Good morning, 
Mr. Jones, this is most certainly one 
of those June days you read about, 
even if it is July. Oh, what is so 
rare? I thought I'd drop in to see 
you this beautiful morning because 
I am working for what I think is the 
finest company in the country, and I 
just know that when I tell you that 
I think that the 8500 items that we 
-arry in our warehouses are just the 
best mill supply lines in the world, 
you will simply go wild to give me 
an order. Now, I think our pulleys 
and line shafting are the finest you 
can buy, and I am certainly of the 
opinion that you cannot do any bet- 
ter anywhere on our twist drills, tool 
holders, wrenches and set screws, 
and our vises I think are the best 
that money can buy.” 

Can you imagine how busy this 
type of mill supply salesman would 
be writing up the orders that the 
buyers would shower on him in re- 
turn for his remarkable thinking 
powers? Can you imagine it? 


— 
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Salesmen, Know Your Goods 


Incidents That W ell Illustrate W hat Happens to the 
Van Who Knows, and the Other Type 


Several years ago, when | was em- 
ployed as shop equipment engineer 
for a large motor truck manufac- 
turing concern, a supply salesman 
dropped into my office one morning 
with a new type of friction clutch. 
He made a number of very broad 
claims for it, some of them easily 


proven untrue. It was easy to see 


that the product was of intricate 
construction and might easily get 
out of order—an important thing 


when the shops are running at top 
speed. 

“IT appreciate what you _ have 
stated,” I told him, “but it seems to 
me that this clutch would get out of 
order pretty easily. It is of light 
construction and has a small factor 
of safety.” 

“Well, 1 couldn’t just say as to 
that,” the salesman replied. ‘To tell 
you the truth about the matter, the 
house has just taken on the line and 


I don’t know very much about it 
yet.” 

This is but one example of the 
scores of salesmen who infest the 


offices of engineers and purchasing 
agents who have little or no knowl- 
edge of the lines they are selling. 
In present-day selling it is of vital 
importance that the salesman of mill 
supplies knows his goods. He is 
more than the salesman selling 
wholesale groceries. A salesman 
may show a can of salmon or fruit. 
The buyer nothing but the 
label, and he is moved either by the 
reputation of the firm canning this 
merchandise, or through price, to- 
gether with the salesman’s explana- 
tion. There are thousands of peo- 
ple who will buy piece goods or 
other merchandise which is slightly 
damaged, so the buyer in this in- 
stance does not have to take ex- 
treme care on this point. But for 
the engineer who buys inferior ma- 
chinery, transmission or tools, it is 
going to be very hard to explain 
when the product fails with the shop 
running full speed. 


sees 


Every salesman, regardless of 
what he sells, should thoroughly 
know his line before he makes his 


first call. Buyers are coming to ap- 
preciate this point more and more 
each day. A few years ago it was 
a common thing to pick up a news- 
paper and find long lists of positions 


B. C. REBER 


open for salesmen. It is still a com- 
mon thing, but the positions which 
are really to be desired are not 
trumpeted through the want col- 
umns of daily newspapers. They 
are cherished with extreme care, 
and the man or men picked to fill 
them are only chosen after they 
have proved their mettle. 





Be Re ady to Don *Em 


I know of no position which of- 
fers the salesman a better opportu- 
nity of doing a lot of good than in 
the selling of factory supplies. 
With so many of our factories run- 
ning at top speed, it often happens 
that situations arise which beg the 
advice of an experienced salesman. 

We were running at top speed 
one morning when the cheering 
news was brought in that the link 
belt which drove the machine for 
drilling the front axles had broken. 
A hurried search revealed the fact 
that we did not have any spare 
parts, and a further investigation 
informed us that none of that par- 
ticular type were to be found in the 
city. 

From the assembly line 60 trucks 
a day were being wheeled out with 
persistent regularity; and we were 
working on a very small surplus. I 
found practically everyone up in the 
air when I reached the machine, 
and I felt a good deal that way my- 
self. Further ‘‘assistance” was ren- 
dered by having foremen arrive 
from various departments and ask 
how soon we would be turning out 
axles. 

For a moment it looked as though 
it would be several days, but a 
young salesman for a belting house 
happened to be in my office at that 


time and he offered a solution which 
saved the day. He wrapped the link 
belt around its drive sprocket, thus 
giving a smooth surface. He did 
the same to the sprocket on the line- 
shaft of the motor. Then making a 
short leather belt, he slipped it over 
the two improvised pulleys and the 
machine was again in operation. 
Thirty minutes had been lost. 

Under such stress, it can be read- 
ily seen that that salesman had made 
himself solid from then on. The 
fact that his firm made a good grade 
of belting made it easy to explain 
why practically all of our belting 
was purchased from his firm from 
then on. 

Yet, such circumstances do not 
warrant the engineer or purchasing 
agent from overlooking other prod- 
ucts which are brought to his atten- 
tion. He owes it to himself as well 
as the firm he represents to give 
careful consideration to all new sup- 
plies which appear on the market. 
From trade journals he is generally 
able to get authentic reports in 
condensed form of new products be- 
fore the salesman calls on him. 
From these reports his experience 
will inform him whether or not they 
are practical. If he is interested, 
they are worthy of a thorough in- 
vestigation. 

To one familiar with the automo- 
tive industry, it is easy to point out 
scores of incidents where engineers 
and purchasing agents have used 
snap judgment in turning down a 
product, only to regret it later on. 
The salesman who started out with 
the first spray paint outfit was 
thrown out of several offices before 
he finally got an audience. When he 
did have an opportunity to prove 
the worthiness of his appliance, 
those who first jeered at him were 
forced to seek his help in meeting 
the competition of those who took 
time to look into the matter. 

“Know your goods.” It is a ery 
which rings from coast to coast, and 
it is not a false alarm. It is an ap- 
peal for men who can go into the of- 
fices and sell the engineers and pur- 
chasing agents, and it is for men 
who can don overalls and go into the 
shops and sell the foremen, mechan- 
ics and millwrights, if necessary. 

After all, the sale of a bit of mer- 
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chandise is nothing compared with 
what place after the sale. 
Many a firm has lost a good custom- 
er because the men in the shops did 
not know the correct use of a prod- 
uct and thought it was no good when 
results were not forthcoming, when 
a salesman who knew his business 


takes 


could have shown them how it was 
lone. 

It isn’t the price that attracts the 
engineer. He knows that another 
man will have to worry about that. 
He is more interested in production 
—the service that will be rendered. 
You can tell a man any number of 
things that a product will do, but it 
you can put on a pair of overalls, go 
out into the shops and show him 
what can be done, your sales can- 
vas will be strengthened a 


dred fold. 


hun- 


Keeping Score on Sales 
Record of Early Selling Experiences a 
Valuable 


Whether a man is selling bearings 
or belts, drills or 


lid to its Compiler 


nuts, pulleys or 
pumps, valves, hoists or what-not in 
the mill supply field, he ought to be 
interested in keeping careful tab of 
his sales. 

“Sure, I’m interested in keeping 
records,” he insists. “I have to turn 
"em in to the company, anyway, and 
that makes me record every sale.” 

But does he record the particulars 
of every sale? How does he remem- 
ber for future reference the details 
he learned in the first sale he 
clinched ? 

He may tell you he doesn’t have 
to put them down, that he recalls all 
his sales experiences in detail. If 
his memory is .infallible, well and 
good. The essential point is to have 
some means of analyzing his strength 
and weaknesses. 

A golfer keeps a score card, not 
only for final record on the nine or 
eighteen holes, but to help him re- 
member his weak points. 

“My bad drive at the second tee,” 
he tells himself, ‘“‘was due to a poor 
‘stance.’”’ Or, “When I teed-off at 
this last hole, I raised my head and 
left shoulder, and I fanned!” 

It wasn’t an accident when Gene 
Tunney defeated Dempsey and _ suc- 
ceeded him as the 
weight champion. 
have been 


world’s heavy- 
Dempsey may 
over-confident, but his 
three years’ lay-off had much to do 
with his failure. 

Neither is it an accident when a 
football eleven rings up a touchdown 
against a strong team. The coach 
has improved the old plays (he re- 
members every detail to work on), 
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he has developed new formations, a 
new forward pass, or a different in- 
terterence. He has built plays around 
the abilities of his backs. 

In either case, there’s a means of 
keeping score. The golfer has his 
pencil and card, the football coach 
relies pretty largely on his memory 
when his big eleven and scrub team 
are out for scrimmage. 

The salesman is his own “coach,” 
his own “trainer.” He forces him- 
self to learn the new rules of the 
game. ecard, 
mental or actually written, go the 
results of his selling attempts. 


Down on his score 


“Tl was too confident in approach- 
ing that customer. I thought I knew 
his valve wants and his need for 
fittings as well as he knew them him- 
self. I had only two lines to sell. J 
didn’t realize that this man handles 
a hundred kinds of mill supplies and 
that he’s pretty well acquainted with 
the demands for each of the hun- 
dred.” 

The salesman gradually improves 
the technique of selling. One of the 
first reminders he has on his “score 
card” is to cultivate the right atti- 
tude. He can’t be over-confident, 
that is understood. Neither can he 
worry, get tense over a selling prob- 
lem and intimidate himself to the 
point where he’s’ super 
scious in meeting the 
“Confidence begets 
old adage tells him . 

The “trainer” adds to the prov- 
erb: “Fight yourself out of the 
amateur class. If you’ve gone out 
to sell a man hoists, hit hard and 
low to bring him down. Be confi- 
dent that you know not only the 
general rules of the game, but your 
own special problems.” 


self-con- 
customer. 
confidence” the 


Analyze the Supply Buyer 

As a former issue of MILL SUpP- 
PLIES stated, no arbitrary specifica- 
tions can be written covering the 
really good salesman. Neither can 
the salesman specify the qualifica- 
tions the “ideal buyer” should have. 
He has to make the best of what the 
buyer offers him—in general inter- 
est, encouragement, or actual sales. 
There’s always an element of sur- 
prise in the buyer, whether he’s a 
glib talker, whether he’s diffident and 
seemingly uninterested in the sales- 
man’s line, or whether he’s curt and 
abruptly dismissing in his manner. 
The glib talker may offer the sales- 
man no adequate opening for his 
lead, but he may be surprisingly easy 
to convince once the salesman gets 
the lead on his side. The diffident 
buyer may have, after all, some pet 


hobby that will be further developed 
by the use of some tool in the sales- 
man’s stock. The curt dismissal of 
another may not be final. Something 
in the manner of that dismissal may 
guide the salesman to a better and 
more successful approach, and he will 
be surprised that he didn’t 
upon it earlier. <A person’s nature 
is a polyglot of perplexing character- 
istics, and the buyer is no exception. 
“What man has done, man can do,” 
and that is to turn the most doubtful 
prospect into the most active buyer. 
The active salesman is often sur- 
prised at the ease with which he ac- 
complishes this task. 


come 


Good Approach Is Important 

“T have known salesmen who were 
absolutely lost in making their ap- 
proach,” writes G. H. Cleveland in 
an article, “Why Salesmen Fail,” in 
the October 6th number of Advertis- 
ing and Selling. “If the man they 
were trying to sell didn’t give them 
an opening, they couldn’t get under 
way. I am not an advocate of rough 
openings, but a salesman should at 
least have enough confidence to make 
him determined to start something. 
No man ever made any sales by talk- 
ing to himself, and it does not do a 
salesman any good to think of a lot 
of brilliant sales arguments after he 
hits the sidewalk empty-handed.” 


Know Plants in Your Territory 

Can you tell “off-hand” just how 
many factories or plants there are 
in your territory and how they are 


equipped to handle their work? You 
should have this information on 
hand. It will help you in knowing 


where your prospects are. Although 
you may have called on them previ- 
ously and failed to sell them, if you 
know their problems you will in- 
stantly see the application of new 
equipment that might apply to their 
use. It gives you a logical reason 
for a call-back that often results in 
a sale-—Ford Power-Age. 


Study Your Lost Sales 

Do you ever analyze lost sales—or 
do you just forget them? Much can 
be learned through mentally review- 
ing cases where sales are lost. You 
may be surprised how such a review 
will show you points that you failed 
to make in your argument, or new 
angles that never occurred to you 
before. Study your methods—espe- 
cially when they fail—and you will 
have fewer failures.—Ford Power- 
Age. 
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Section 


Serving Counts for Much in Selling 


Analysis of a Job, Will Power and Stick-to-it-iveness are Qualities 


That are Necessary for Good Salesmanship 


om oemmes | +e 


A. J. HUCH 


General Sales Manager, Central Supply Co., Minneapolis 


The way to win a girl, according 
to all the best methods I have ob- 
served, is to sell yourself to her, and 
you do that by anticipating her 
every desire, granting her slightest 
wish and all that sort of thing. You 
lie awake nights thinking up some- 
thing else you for her, and 
when have done everything it 
isn’t half enough. By the same 
token, the way to sell is to woo a 
customer just as hard, just as per- 
sistently and just as thoughtfully 
as if your life’s happiness depended 
upon your success. 

The greatest difficulty with Amer- 
ica today is that it hasn’t learned 
how to. serve. Not 
word has been killed. Serve is the 
word. The American wants to be 
He talks a great deal about 


can do 
you 


service—that 


served. 


getting what he wants, when he 
wants it. Sut he doesn’t want to 
serve, 

The idea of selling is not how 


much can I sell this man, but how 
much can I do for him. The sales 
will take care of themselves. If you 
court a sale as hard as a man courts 
a girl, you can’t help selling. Do 
the things other people like to have 
done. And do them; don’t just think 


about doing them. Don’t wait for 
any hints, either. 
We have a young salesman who 


lives near me. He often goes home 
at noon time. Sometimes I have 
some errand at my house I would 
like to have attended to. “Going 
home this noon?” I ask. “Yes, is 
there anything I can do for you?” is 
his quick answer. He never yet has 
waited for me to ask him to do some- 
thing for me. That chap is one of 
our best salesmen, by the way, and 
it is my notion that his selling meth- 
ods are along the lines of serving. 

It is not necessary to do a great 
deal for a person. The little things 
are the ones that count. The trouble 
with most of us is that we are prone 
to say, “Now what great big thing 
can I do?” Anybody can do big 
things, just as any bookkeeper can 
find a mistake of $5,000. But it 
takes a real bookkeeper with a world 
of patience to find what happened to 
five cents. The fact that that young 


salesman eagerly says, “Is there any- 
thing 1 can do for you?” is enough 
to sell him to me thoroughly. 

One of the greatest assets a good 
salesman will power. If a 
man hasn’t will power, he hasn’t de- 
termined effort. He may have ef- 
fort, understand, but not determined 
effort. Not everyone has will power 
at the start, but anyone can acquire 
it. The only way to acquire it, to 
my way of thinking, is to do some- 
thing you don’t like to do. That is 
what I tell my men. Self-denial is 
the greatest will builder I know. 
There, again, it is not necessary to 
indulge in some great feat of self- 
abnegation. It’s a simple process, 
really. I do it by denying myself 
certain pleasures, such as giving up 
smoking for a day. Imagine the 
amount of latent will power that lies 
in giving up a game of golf! 

Just to show how self-discipline 
works out: When I was a city sales- 
man I had a firm in my territory on 
which I had been working for two 
years without selling. It was a large 
foundry and machine shop located 
three blocks from the car lines. That 
was in the day before automobiles 
for salesmen. One day I said to 
myself, “Guess I'll pass them up to- 
day. I can’t sell them anything, any- 
way.” And then the thought flashed 
over me, “What are you getting paid 
for?” I got off the trolley at the 
proper corner and walked the three 
blocks to the foundry. That was 
the day I sold. It was a small thing 
to do when you think it over, but it 
did a lot for my will power and 
determined effort in after days. 

What I require mostly of a sales- 
man is that he stick to a selling 
prospect. Stick-to-it-iveness gets a 
man farther than any selling “line.” 
A lot of men have enough enthusi- 
asm to start with, but the minute 
there is a little rebuff they are ready 
to run. Give me a finisher. 

I don’t put a great deal of faith 
in all I hear salesmen say when they 
are talking together. Some of them 
are fond of telling just how they 
are going to close this or that sale 
and when. I notice that the man 
who does the most and loudest talk- 


has is 


ing, who says, “Well, I’ve got that 
order sewed up good and tight,” is 
the one who is apt to have an alibi 
for not selling a little later, while 
the man over in the corner who says 
nothing is generally the one who 
brings home the bacon. The first 
has energy enough to run a grist 
mill when he starts out, judging 
from the sound of things, but he’s 
apt to end in dribblings that don’t 
mean a thing but failure. It’s the 
other fellow who sticks to the job 
and finishes it. 

Probably the latter has analyzed 
his job before starting out on it. 
That means he’s using up a great 
deal of mental energy to good pur- 
pose, and saving on physical wear 
and tear. Very often, without any 
effort except that of thinking and a 
conversational tone, a large deal can 
be closed. In other words, a sales- 
man can save himself a load of ef- 
fort and trouble if he will just sit 
quietly at his desk and analyze the 
job ahead of him to the last step be- 
fore he starts out. There is not al- 
ways need of a great many calls and 
a great deal of selling talk. Know 
what your man needs, figure out how 
to sell it to him, and then go sell it. 

Too much stress cannot be laid on 
the necessity for preparation before 
approaching a prospect, and the 
sooner the salesman knows it the 
better off he will be. 

I know, because I do it every day. 
When a salesman comes in to me and 
says, “Sorry, but I can’t seem to 
close that deal,’ we sit down at my 
desk and do some analyzing. When 
he sees that what we have analyzed 
is so, he often goes out and closes 
his deal. But sometimes he cannot 
quite believe that selling can be a 
matter of sitting down quietly and 
thinking a thing through. 
discover that feeling in a man, be 
it only so little a challenge as the 
flicker of his eye, I pick up my hat 
and say: “I’m interested in this 
job, and I'd like to go with you if 


vou don’t mind.” We then work 
through with the whole plan _ to- 
gether. Next time he believes me. 


Better yet, he does his own analyz- 
ing, and proves his own case. 
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The test of any kind of leather 
belting is the way it performs ona 
tough drive, the kind with smail 
pulleys, high speeds and jerky 
uneven loads that actually ruin 
ordinary belts. Try a Ladew belt 
on such a drive in your plant. 
Keep a record of its performance. 
Check up closely on the way it 
delivers. You'll find it the best 
belt you ever had. 


The Proof Book Shows some pictures 
and short stories of the way Ladeu 
Belts are performing. Send for a 


copy. 


EDW. R. LA DEW CO. Inc. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street. New York City 





MONARCH 
BALL METAL 


The Babbitt Metal for distributors 
who have a sense of responsibility 
to their trade for the uniform and 
dependable quality of the metal 
they sell. 


Your customers’ satisfaction with 
Monarch Ball Metal 
flected in your volume of repeat 
orders. 


Monarch Metal Co., 


& \\ SEE 
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will be re- 


Chicago 
119 South Lincoln Street 











Funnels are 
strong and 
durable. 1% pint 
to5 gal. capacity 





Copper Funnels, Measures and Dippers 


Because of the many industries using 
Copper Funnels, Measures and Dippers, 
they are profitable items for supply houses 
to sell. Ask for price list and dealers’ 
discounts. 


ARTHUR HARRIS & CO. 


Enzineers—Coppersmiths—Brass Founders—Finishers 


210-218 N. Curtis St., Chicago 


Measures are 
tinned inside. 
\% pt.to5 gal. 


Copper Dippers 
1 qt. to & qt. 
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The Republic Rubber Co., Youngstown, Ohio, announces 
the appointment of R. E. Winch as manager of production of 
its belting, packing and matting department. Mr. Winch has 


had long experience in_ produc- 
tion, having started with the 
B. F. Goodrich Rubber Company 
twenty-five years ago as a junior clerk. 
He has been with the Republic people 
for nine years. Aside from factory 
practice, Mr. Winch has had consider- 


able experience in the 
service conditions surrounding various 
belt installations. He supersedes M. 
W. Clark, who for twelve years has 
been a Republic employe, having served 


field observing 





Winch 


R. E. three years in hose production and 
nine years in charge of production of belting, packing 


Clark 
representative 


and matting. Mr. moves to the sales department as 


a special factory on belting. 


he Key- 
Ryan has been 


J. Buchard Ryan has been appointed manager of t 
stone Supply & Mfg. Co., Philadelphia. Mr. 


in the service of the company for twenty years. 
R. C. Harvey is representing the Ohio Injector Company 
in the states of Alabama, Florida and Georgia, with head- 


quarters in the Winecoff Hotel, Atlanta, Georgia. 

William J. Watson has been appointed sales 
the A. Harvey’s Sons’ Manufacturing Company, Detroit. 
Mr. Watson has been with the company for the last twelve 
years as director of the purchasing department. 

W. E. MeGurn, recently appointed manager of the 
Chicago office of the Milwaukee Electric Crane & Hoist Co., 
at 11 South La Salle street, was formerly a salesman with 
Allis-Chalmers Mfg. Co., Milwaukee. 

Kenneth L. Clark, recently with Henry Disston & Sons, 
Philadelphia, has been appointed supervisor of sales in Mich- 
igan, Illinois, Indiana, lowa and a portion of Missouri for 
the Kinite Corporation, Milwaukee. 

W. J. Ulrich, formerly Detroit district manager for the 
Manning-Abrasive Co., Troy, N. Y., has been appointed 
Detroit district manager of the coated abrasive division of 
the Carborundum Co., Niagara Falls, N. Y. 

G. S. Swanson has been appointed Pittsburgh district sales 
manager of the G. Williams Co., Erie, Pa. Mr. 
formerly was associated with the Beckwith 
and the George W. Ziegler Machinery Co. 


manager of 


Swanson 
Machinery Co. 
Robert Lee, recently with the Deming Co., Salem, Ohio, 
is now general manager of the Akron Pump & Supply Co., 
Akron, which company was recently incorporated to engage 
in jobbing pumps, pipe, valves and fittings. 


Ralph K. Richardson, for five years a member 
organization of Haverstick & Company, 
president of that company. Mr. 
the World War, 
of war plants. 

W. L. Batt, president of the SKF Industries, Inc., New 
York, has been decorated by the King of Sweden with the 
knighthood of the Order of Vasa, first class. The Order of 


of the sales 
has been elected vice- 
Richardson is a veteran of 
and as a lieutenant 


assisted in the closing 


Vasa is regarded as the 
Legion of Honor. 

R. C. Brower has been appointed general manager 
Timken Roller Bearing Service & Sales Co., with head- 
quarters at Canton. For the past four years he has been 
connected with both the automotive and industrial machinery 
sales division of the Timken Roller Bearing Co., 

Vernon C. Ward, selected as manager of the new 
junior beam department of the Jones & Laughlin Steel Cor- 
poration, Pittsburgh, has for the past 17 years been 
engineer for the American Bridge Co. in 
Chicago, with long experience in the marketing of structural 
material and steel products. 


Swedish counterpart of the French 


of the 


Canton. 


contracting 


Evan J. Parker, formerly of the 
Works, Alliance, Ohio, 
Kngineering Works, 
of material handling 
cranes, electric 
Parker will 


Morgan 
has joined the forces of 
Detroit, makers of the 
equipment such as 
and air hoists, foundry 
have charge of the 


Engineering 
f the Northern 
Northern line 
electric and hand 
equipment, ete. Mr. 
sales promotion division. 

La Monte Judson Belnap was recently elected president of 
the Worthington Pump and Machinery Corporation. Mr. 
Belnap was formerly associated with the Burlington Railroad 

Montana and Wyoming, the Western Electric Co., Chicago, 
the Wagner Electric Manufacturing Co., St. Louis, the 
Bullock Electric Manufacturing Co., Cincinnati, and the Allis- 
Chalmer Co., Milwaukee. 

J. M. Allen recently joined the Foote Bros. 
Machine Co., Chicago, as manager of production. He for- 
merly was manager of production and traffic for the Gold- 
smith Metal Lath Co., Cincinnati, and prior to his connection 
with the Goldsmith company was manager of production for 
the Mosler Safe Co., Hamilton, Ohio. 


Henry Morris, treasurer and general manager of the West- 
ern Tool & Mfg. Co., Springfield, Ohio, was severely injured 
on September 10th when his car was struck by a Grand Trunk 
railway train near Woodstock, Ontario. Mr. Morris has been 
in a hospital at Woodstock since then, but is recovering 
rapidly and before many weeks will be on the job again. 


Gear & 


George B. Baldwin, recently appointed vice-president, in 
charge of sales, of the Stockham Pipe & Fittings Co., Bir- 
mingham, Ala., entered its employ in 1918 as Pacific Coast 
representative. Later he was made western sales manager, in 


charge of the Chicago warehouse, and in September, 1925, 
appointed general sales manager, with headquarters in Bir- 


mingham. Prior to his association with the Stockham com- 
pany, he was manager of the Chicago branch of the Walworth 
Company for seventeen years. 

Yale D. Mills, 
branch of The 


recently named manager of the Seattle 
Timken Roller Bearing Service and Sales 
Company, was formerly branch manager at Portland, Oregon, 
Mr. R. H. Cross, who held the position of Seattle branch 
manager prior to Mr. Mills, has been made assistant to 

McMullen, district manager of sales, industrial division. 
Mr. Goss will continue to maintain offices at Seattle. E. N. 
Beisheim, formerly of The Book Bearing Company, Toledo, 
has been appointed assistant to the general manager of The 


Timken Roller Bearing Service and Sales Company, Canton, 
S. C. Partridge has been placed in charge of the Buffalo 


office, industrial division of The Timken Roller Bearing Com- 
pany. Mr. Partridge takes the place of Lee Warrender, 
who resigned to enter another field of work. 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 


a ee 
KK ESR 


with list of distributors data sent 


Sold 


Booklet and other interesting 
upon request. by the foremost dealers. 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 





“VLR” 


Victor Balata 


Belt 


| Ampere 

/ 

J CANVAS STITCHED 
/ BELTING 

Sold Extensively by 
Will Supply Houses 





isk for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chieago Warehouse: 345 W. Austin Ave. 





Factories: Easton, Pa. 














SKINNER Clamps 
Stop Leaks 








‘There is somuch to tell about our~ 
hucks as we build them to-day 
that inno less space than that” 
of our Latest Catalog can we 
even approach doing jus, 
tice to them. 


The Cushman Chuck Company 
Hartford, Conn. 














MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 
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456 N. Union Ave., Chicago 














ELCO Wood Screws 


Prompt shipments are made Iron and Brass 
from our large stock of Iron 
and Brass Wood Screws and 


Machine Screws. 
You will be pleased with the at- 
tention orders 


given to your 


and instructions. 
Let ELC¢ 


ELCO TOOL & SCREW CORP. 
Broadway at 13th Rockford, Ul. 











“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong and durable. Furnishe: 
either plain or galvanized. 


BROWNIE NOS) 





jobber or 
write us for a catalog 


Ask your 


BROWNIE MFG. 
CO., IN 


C. 
Fort Wayne, Ind. Ort . 
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GLASS CUTTERS 


“The Toots in lhe Plaid Bor” 
SS AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 
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Factory Additions 
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Holley Carburetor Co., Detroit, will build a three-story 
addition, 90 x 106 feet to be equipped in part as a foundry. 
The Wal-Grinding Wheel Co., Waltham, Mass. (Boston 
P.O.) will build a one-story, 50x75 feet, addition to factory. 
Jordan Machine Tool Co., Minneapolis, will build a one- 
story addition to its factory at an estimated cost of $20,000. 


The D. L. Auld Co., Columbus, Ohio, has awarded a con- 
tract for extensions and improvements to cost about $25,000. 

The Jambor Tool & Stamping Co., Milwaukee, will build 
a one-story addition, 60x71 feet, to cost $25,000 with equip- 
ment. 

The Brown Paper Co., Monroe, La., is planning the erection 
of an addition to cost approximately $1,000,000 with 
chinery. 

BD 
addition 
$10,000. 


ma- 


Rafferty Co., Inc., Worcester, Mass., is erecting an 


to its warehouse which will cost approximately 


Thompson Wire Co., Dorchester, Boston, Mass., will build 
a one-story addition, 65x150 feet, at of 
$40,000, 


an estimated cost 


American Can Co., St. Paul, will build a three-story and 


basement addition to its plant at an estimated cost of 
$125,000. 
Torrington Specialty Co., Inc., Torrington, Conn., will 


build a one-story addition to its plant at an estimated cost 
of $40,000. 


Perfection Grate & Supply Co., Springfield, Mass., plans 
to build a one-story addition to its foundry, at an estimated 
cost of $40,000. 

Faribault Woolen Mills has awarded contract for the con- 
struction for a two-story addition, 80x90 feet, at an estimated 
cost of $40,000. 

McConley Metal Products Co., Buffalo, plans to build a 
second story addition to its one-story plant at an estimated 
cost of $20,000. 

The Central Steel & Wire Co., 
contract for a one and two-story 
cost of $45,000. 


awarded a 
estimated 


has 
at an 


Detroit, 
addition 


will build a 
estimated cost of 


The Columbia Foundry Co., McKeesport, Pa., 
one-story addition, 20x120 feet, at 
$45,000 with equipment. 

The Hancock Mfg. Co., Charlotte, Mich., has work under 
way on a one-story addition, 100x240 feet, estimated to cost 
$100,000 with equipment. 

The A. P. Green Fire Brick Co., Mexico, Mo., is planning 
to build a one-story addition to its refractory plant to cost 
$200,000 with equipment. 


an 


The Stanton Forging Co., Inc., Camden, N. J., will build 
a new addition to its forging department, 50x50 feet, at an 
estimated cost of $20,000. 

Connery & Co., Inc., Philadelphia, is planning to build a 
three-story addition, feet, to cost approximately 
$100,000 with equipment. 


DOx250 


American Steel & Wire Co., Cleveland, has awarded con- 
tract for the construction of a one-story addition to its plant, 


at an estimated cost of $75,000. 


William J. Convery & Sons, Trenton, N. J., 
a two-story addition, 830x115 feet, which will cost approxi- 
mately $40,000 with equipment. 


are building 


The Tool Steel Gear & Pinion Co., Cincinnati, has awarded 
a contract for the construction of a two-story addition 25x80 
feet at an estimated cost of $380,000. 


The National Carbon Co., New York, is planning the con- 
of super-structure for its proposed additions at 


Ohio, comprising furnace, milling, mixing and 


struction 
Fostoria, 











107 





other departments, to cost approximately $1,000,000 with 
machinery. The Stone & Webster Engineering Co., Boston, 
is architect and engineer. 


The Ames Shovel & Tool Co., Anderson, Ind., plans to 
build a one-story addition, 80x200 feet, at an estimated cost 
of $45,000. E. F. Miller, Anderson, is architect. 


Sears, Roebuck & Co., Chicago, has awarded contract for 
the construction of a 24x60 feet addition to its stove plant 
at Kankakee, Illinois, at an estimated cost of $25,000. 


The Nye Tool & Machine Co., Chicago, is building a two- 
story addition, 100x120 feet, to cost close to $45,000 with 
equipment. Mundie & Jensen, Chicago, are architects. 


Howell Electric Motors Co., Howell, Mich., is planning to 
build a one-story addition, 40x200 feet, to cost about $40,000 
with equipment. R. S. Gerganoff, Detroit, is architect. 


The Macheson Machine Shop, Quincy, Mass., has awarded 
contract for the construction of a one-story addition, 40x100 
feet, with L-extension, 20x50 feet, to cost about $40,000. 


J. W. Bolton & Son, Lawrence, Mass., will build a two- 
story addition to factory at an estimated cost of $40,000. 
Ashton, Huntress & Alter, Lawrence, Mass., are architects. 


The Dunlop Tire & Rubber Corporation, Buffalo, is con- 
templating extensions to its plant on the property adjoining 
which it recently acquired, to cost approximately $450,000. 


The North Shore Petroleum Oil Co., Chicago, plans to 
build a one-story addition to its storage and distributing 
plant, 65x75 feet, to cost approximately $30,000 with equip- 
ment. 


Columbia Foundry Co., McKeesport, Pa., has awarded 
contract for the construction of a one-story, 80x80 feet and 
20x120 feet, addition to its foundry at an estimated cost of 
$40,000. 


The Ross Gear & Tool Co., Lafayette, Ind., plans to build 
a one-story addition, 55x100 feet, at an estimated cost of 
$30,000 with equipment. Walter Scholer, Lafayette, is 





architect. 


Roth Packing Co., Waterloo, Iowa, will build an addition 
to its packing plant at an estimated cost of $500,000. 
Henschein & McLaren, 1637 Prairie avenue, Chicago, are 
architects. 


Leece-Neville Co., Cleveland, is planning to build a two- 
story, 453x100 feet, addition to plant at an estimated cost of 
$40,000. W. Watson and Associates, 4614 Prospect Ave., 
are architects. 

The Hide Leather & Belting Co., Indianapolis, will build 
a four-story addition, 283x195 feet, at an estimated cost of 
$75.000. Fermor S. Cannon, 21 Virginia avenue, Indian- 
apolis, is architect. 

Minneapolis Heat Regulator Co., Minneapolis, has awarded 
contract for the construction of a six-story, 80x150 feet, 
reinforced concrete and steel addition to its plant to cost 
approximately $250,000. 

The Elmira Foundry Co., Elmira, N. Y., has awarded a 
contract for the construction of an addition and alterations. 
in its present foundry buildings. The entire project will cost 
approximately $100,000. 


The Buick Motor Co., Flint, Mich., will build an addition 


to its Detroit plant, to be equipped as a gray iron foundry 


with initial output of close to 500 tons of castings a day. It 
will cost approximately $3,500,000. 
The American Steel & Wire Co., Worcester, Mass., is 


building a two-story addition to its shipping department, and 
the erection of a 
electric cable plant to cost $150,000. 


The 


has also started one-story addition to its 


Reading Iron Co., Reading, Pa., will build a_ one- 
2 t=) 

story addition, 659x520 feet, with second section 65x210 feet. 
The latter will be equipped as a galvanizing works. The 


estimated cost of the entire expansion is $50,000. 
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Electrical Tools and Equipment 
Sold by Mill Supply Jobbers 





Built for the Work! 


14” Size . . ° 
$28.00 She Cuncumnalt 


line of portable electric 
drills, grinders and buffers 
is complete, including all 
types, sizes and prices for 
every purpose. 





Write for complete catalog 
and Jobbers’ proposition. 


The Cincinnati Electrical Tool Company 


1525 Freeman Avenue Cincinnati, Ohio 


Grrand 


Flexible Shaft Grinding, 
Polishing and Buffing 
Machine 
is a Mighty Handy Tool 


When once installed it becomes the 
most popular machine in the_ shop. 


1-10 H.P, Motor 





Several sizes 
> 


1-10 to 2 H. I 
Catalog Upon Request 
Manufactured by 


N. A. Strand & Co. 


ai 5001-09 No. Lincoln St., Chicago, IIl. 





ri “STANDARD” 
BALL BEARING DRILL 






Universal Motor 


Chrome Nickel Steel Gears 


Made in sizes from 
14” to 1%” Capacity in 
Steel 


THE STANDARD ELECTRICAL TOOL CO. 


Cincinnati, Ohio 


PIONEER ®rcrac DRILLS 
ELECTRIC 

Light weight, yet sturdy. Heat 

treated alloy steel gears. Every 


tool inspected and tested. New 
type of ventilating fan. Rugged 








motors. Fool proof switch. 
Pressure in direct line with 
spi avoiding bit breakage 
Universal motors. Single speed 
and two-speed. 

The PIONEER Line includes 
heavy duty and Garage Special 
drills, center, surface and floor 


grinders. Send for catalog and 
4 
jobbers’ prices. 


Louisville Electric Mfg. Co. 


louisville, Kentucky 


Ball Bearing kquipped, but cost 
no more than the plain bearing 
tools now on the market. 


ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable —Electric 


soon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 
and saving time. 
The Bodine is made in % H.P. 
and % H.P. Equipped with ball 
~ bearings, heavy wheel guards, ad- 
justable too: tests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable. 








We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 


2256 West Ohio St. Chicago, Ill. 


THE CORRECT 
Grinder and Buffer 


preparing metz 





MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 





Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 
STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


Electrical Equipment 
and the Mill Supply Jobber 


The Mill Supply Jobber does not need to become 
an electrical jobber to sell electrical equipment. 
Electric drive and electric heat have been applied 
to so many tools, machines and other equipment 
used in mills, mines, factories and shops that the 
mill supply house that does not stock such lines is 
overlooking one of its most profitable oppor- 
tunities. 


please mention Mitt Supprtes 
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New Factories 











Eureka Glass Co., Eureka, Kans., will build a new works 
at an estimated cost of $250,000. 

H. G. Fisher Co., Chicago, will build a two-story, 538x109 
feet, plant at an estimated cost of $75,000. 

The Pyle National Co., Chicago, will build a 
753x161 feet, to cost approximately $50,000. 


foundry, 


The Chicago Screw Co., Chicago, will build a one and two- 
story factory 116x124 feet to cost $120,000. 

J. F. Danielson & Co., Jamestown, N. Y., plans to build a 
one-story building at an estimated cost of $25,000. 

Forest City Foundry Co., Cleveland, will build a one-story, 
60x152 feet, foundry at an estimated cost of $50,000. 

Pacific Steel Boiler Co., New York, will build a one-story, 
55x75 feet, boiler plant at an estimated cost of $30,000. 

The Home Ice Co., Long Beach, Calif., will build a 
story and basement storage plant to cost about $150,000. 

The Midwest Steel Supply Co., East Bradford, Pa., will 
build a new one-story plant at an estimated cost of $50,000. 


five- 


Audel & Co., Chicago, will build a one-story storage and 
sheet metal shop, 50x119 feet, at an estimated cost of $18,000. 

The Duston Auto Spring Mfg. Co., Chicago, will build a 
one-story factory, 55x120 feet, at an estimated cost of $14,000. 
Metal Desk Co., Jamestown, N. Y., will build 
a one-story plant to cost approximately $100,000 with equip- 
ment. 


Jamestown 


Worthington Pump & Machinery Corporation, Buffalo, will 
build a one-story steam power house at its plant to cost about 
$23,000. 

Electric 
San 


& 
at 


Pacific Gas 
machine 
$15,000. 

New Haven Clock Co., New 
two-story, 62x105 feet, factory 
$50,000. 


Co., 


Jose, 


plans the construction of a 
shop Calif., to cost approximately 
Haven, Conn., will build a 
at an estimated cost of 
Benjamin Auto Parts Co., Hazleton, Pa., will build a one- 
story and basement factory, 72x85 feet, to cost approximately 
$26,000. 

American Hoist Co., Chattanooga, Tenn., and Belt R. R. 
plan the construction of a plant at an estimated cost of 
$100,000. 


The H. G. Fischer Co., Chicago, is planning to build a 
two-story plant, 53x100 feet, to cost about $75,000 with 
equipment. 


The Pittsburgh Engineering Co., Jeannette, Pa., plans to 
build a one-story foundry, 110x110 feet, at an estimated cost 
of $45,000. 

The Siemund Marine Electric Welding Co., New York, 
will erect a two-story building, 23x85 feet, at an estimated 
cost of $30,000. 

Reliance Specialty Co., Indianapolis, has awarded contract 
for the construction of a 40x165 feet factory at an estimated 
cost of $40,000. 

Yarnell Paint Co., Philadelphia, has awarded contract for 
the construction of a manufacturing building at an estimated 
cost of $100,000. 


The Kellogg Products Co., Buffalo, will build a three-story 
plant at Edgewater, N. J., at an estimated cost of $175,000 
with machinery. 


The Eagle Tank Co., Chicago, is considering the construc 
tion of a new one-story plant at an estimated cost of $160,000 
with equipment. 

George F. Blake, Jr. 
a two-story, 56x117 
proximately $50,000. 


and Co., Worcester, Mass., is building 
feet, storage warehouse to cost ap- 

Chadwick-Boston Lead Co., Roxbury, Mass., has awarded 
contract for the construction of a two-story, 65x100 feet, 
plant to cost $40,000. 
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The Manufacturing Device Corporation, Newark, N. J., is 
planning the construction of a one-story machine shop at an 
estimated cost of $55,000. 

Pioneer Mfg. Co., West Allis, Milwaukee, will build a new 
plant, 60x120 feet, two-stories, at an estimated cost of 
$40,000 with equipment. 

The Fansteel Products Co., Chicago, will build a two-story 
plant, 100x100 feet, to cost $80,000. Frank D. Chase, Inc., 
Chicago, is the architect. 

The Willapa Harbor Iron Works, South Bend, Wash., is 
planning the construction of a new plant at an estimated cost 
of $50,000 with equipment. 

The Arkansas Compress Co., Corpus Christi, Tex., is re- 
ported to be planning the construction of a new plant at an 
estimated cost of $100,000. 

Elwell-Parker Electric Co., Cleveland, has awarded con- 
tract for the construction of a four-story, 40x120 feet, plant 
to cost approximately $100,000. 

The Solem Machine Co., Rockford, Ill., is planning to build 
a new two-story and basement machine shop to cost approxi- 
mately $80,000 with equipment. 

The Detroit Edison Co., Detroit, plans to build a new 
steam-operated electric power plant at Williamston, Mich., 
at an estimated cost of $175,000. 

The Logan-Oakland Co., Philadelphia, is planning to build 
a three-story service, repair and sales building, 60x180 feet, 
at an estimated cost of $125,000. 

May Co., Los Angeles, will build a four-story, 
feet, garage at an estimated cost of $500,000. 
Reelman, Los Angeles, are architects. 


145x153 
Curlett & 


The National Plate Glass Co., Ottawa, Illinois, will soon 
beign the construction of a one-story furnace building, 70x100 
feet, to cost $200,000 with machinery. 

It is reported that the Chicago Pneumatic Toll Company 
will construct a new plant at Franklin, Pa., to cost $500,000 
for the manufacture of Diesel engines. 

The Murray Brooks Hardware Co., Ltd., Lake Charles, La.., 
plans to build a two-story storage and distributing plant 
60 x 80 feet to cost approximately $40,000. 

Samuel C. Rogers & Co., Buffalo, has awarded a contract 
for the construction of a one-story addition, 80x130 feet, to 
cost approximately $40,000 with equipment. 

Goldsmith Metal Lathe Co., Cincinnati, is planning to 
build a one-story, 80x300 feet, factory. G. W. Drach, 1701 
Union Trust Building, Cincinnati, is architect. 

The Stinson Adding Machine Improvement Co., St. Louis, 
plans to build a two-story and basement plant, 60x250 feet, 
to cost approximately $90,000 with equipment. 

The Goodyear Tire & Rubber Co., Akron, Ohio, will build 
a new factory branch distributing plant at 6367 Brookline 
avenue, Boston, at an estimated cost of $80,000. 

Electric Storage Battery Co., Philadelphia, will build a 
one and two-story factory branch at Detroit, 110x250 feet, 
at an estimated cost of $100,000 with equipment. 

The Westchester Lighting Co., Mount Vernon, N. Y., will 
build a four-story equipment service and repair building at 
White Plains, N. Y., to cost approximately $125,000. 

The Speeder Machine Co., Fairfield, Iowa, has awarded a 
contract for the construction of a one-story plant at Cedar 
Rapids, 120x240 feet, at an estimated cost of $65,000. 

The Neill-Buick Co., Baltimore, is planning the erection of 
a three-story service, repair and garage building, 80x165 
feet, at an estimated cost of $100,000 with equipment. 

The Joplin Marble Quarries Co., Joplin, Mo., is reported 
to be planning the construction of a new finishing and polish- 
ing plant to cost approximately $50,000 with machinery. 

The .Van Sciver Corporation, Philadelphia, will build a 
two-story, 35x175 feet, branch storage and distributing plant 
on Fifty-first street, to cost about $60,000 with equipment. 

The Tennessee Slate Products Co., Maryville, Tenn., is 
planning a new works, including complete slate quarry and 

branch department for the production of cement brick, block, 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








Common Sense Flue Cleaner 


Adjustable to Tubes, 


Never Sticks in Flue, Passes Welds or 


Obstructions 





Shaves Carbon Perfectly. Guaranteed to Give Satisfaction 


Against Defects in Material or Workmanship 


Fries & Company, 91 Main Street, Buffalo, N. Y. 


She 


LAWSON 


PIPE WRENCH 








There are real 
reasons behind the 
growing demand for 
this quality tool. 


Hrite for Catalog 






Sheet and Discount 


THE LAWSON MFG. CO., Cleveland, O. 


THE CLEVELAND DOODLE-BOY 


Saw Dust Conveyor for Small and Medium Mills 
A Liberal, eee for Dealers 


Practical and economical 
Flanged wheels keep chain from 
running off. Chain is spring 
steel and each link has its own 
scraper. No scraper attach- 
ments to come off. Belt or 
procket drive. May be placed 
in pit or overhead—right or left 
hand mills. 
Price $30.00. Chain is extra, 
20c¢ wu foot. 
Sawmill men like it. 
bulletin—read their comments. 
Don’t pass this up. It’s a winner. 


Chenin Rediinas Co., Cleveland, Tenn. 


WE WANT JOBBERS 


' WIZARRA<> s 
pl tS i Sek } 


easel to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 


Our system of advertising for our jobbers gets the orders. 


Ask for 





Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 


Advertisers 


please 





AVIS Valve Specialties have 

been performing satisfactorily 
for over fifty years. Thousands of 
experienced engineers know the 
value of Davis design and insist 
upon Davis for repeat orders and 
plant extensions. 
You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 


108 Milwaukee Ave. Chicago, Hi. 


DAVIS VALVE 


STEAM SAVERS NCE 1875 


SPI Cra%wwe ws 





Not Hard To Sell 


Why not sell METALLO GASKETS and Valve Discs to th 


power plants and 


piping contractors in your territory? Other 
supply houses are 


doing it. METALLO GASKETS (corru 
gated copper and asbestos cord) are a positive protection against 
leaks and blowouts, hey last for years in severe service. You 
are safe in carrying a complete stock because there is nothing 
in them to harden, rust or crumble. 


showing our complet 


METALLO GASKET CO., New Brunswick, N. J. 


The HOLLANDS Line 


will increase your 
vise sales 





—_~- 


visn 
‘vd 3163} 
SONWTIOH } 


Send for 
Catalog and 
Terms 


HOLLANDS MFG. Co. 


ESTABLISHED 1887 


ERIE, PA. 


SCHULTZ 


Friction Clutches 


are successfully operating all 


kinds of machinery. They are 
so simple that any workman 
can renew wearing parts. As 


a dealer proposition they can 
not be beat. If you want to 
give your customers 
clutch service, 
particulars 


real 
write us for 


J on request 


A. L. SCHULTZ & SON 
1675 Elston Ave., Chicago, Ill. 





mention Mitt Suppiies 
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ete. It will install quarrying equipment, mechanical fans, 
air compressors, tram cars, ete. The initial plant will cost 
approximately $100,000 with machinery. 

The Shield Enameling Co., Detroit, will build a new one- 
story plant, 100x150 feet, to cost about $50,000 with equip- 
ment. T. C. Hughes, 2615 Joy Road, Detroit, is architect. 

The Butler Street Foundry & Iron Co., Chicago, has 
awarded contract for rebuilding the one-story, 60x267 feet, 
assembly plant recently destroyed by fire, to cost $50,000. 

The Wagner Malleable Iron Co., Decatur, Illinois, is plan- 
ning the one-story annealing building, 
75x126 feet, to cost approximately $85,000 with equipment. 


construction of a 

The Mogadore Insulator Co., Mogadore, Ohio, is planning 
the of a one-story plant at Coventry, Ohio, 
110x300 feet, at an estimated cost of $145,000 with equipment. 

The Frank J. Kimball Co., Los Angeles, plans to build a 
new works, consisting of a one-story unit 100 x 175 feet, and 
three smaller one-story structures, at an estimated cost of 
$50,000. 


erection new 


The National Smelting & Refining Co., Detroit, is planning 











to build a new plant at Ecorse, Mich., to cost approximately 

$100,000 with equipment. Murphy & Burns, Detroit, are 

architects. 

' 

} New Corporations 

‘. t 
Skolnik Tool & Mfg. Co., Minneapolis, $100,000; incor- 

porators: Max Skolnik. 


Whipple Balanced Pump Co., $300,000; incorporators: C. I. 
Whipple, Carrie G. Whipple and J. L. Hollingsworth. 


The MecPike Mfg. Co., Irvington, N. J., $25,000, to manu- 
facture a general line of automobile accessories and spe- 
cialties. 

Arcolite Corp., New York, $20,000, to manufacture are 


lamps; incorporators: M. 
D). Kornfield. 

Bruce & Cook, Inc., New York, $25,000, to 
iron and steel products; incorporators: J. G. 
Fuchs and J. E. Fuchs. 


Greenzweig, I). L. Greenzweig and 
manufacture 
Fuchs, K. S. 


Lafayette Mfg. Co., Jersey City, $100,000, to manufacture 
metal articles; incorporators: George W. Conklin, Charles 
Gusto and Henry Booth. 

The C. J. Packer Tool & Die Co., Meriden, Conn., $50,000, 
to manufacture tools and machinery; incorporators: Clifford 
I. Packer and Willis D. Northrop 

Thomas Construction Co., Cambridge, Mass., $25,000, to 
manufacture builders’ and construction supplies; incorpora- 
tors: Norman B. Willard, A. Jerome Thomer. 

Metropolitan Mfg. & Electric Co., $50,000, to manufacture 
machinery and equipment; incorporators: H. N. Bennett, H. 
iE. Golden, Frank Renner, H. W. Balfantz, and R. Korman. 

Tremont Electrical Supply Co., Boston, $100,000, to manu- 
facture radio and electrical supplies and appliances; incor- 
porators: Barnard Wolf, Dora B. Wolf and A. C. Wolf. 

William M. Fyffe, Inc., Brockton, Mass., $50,000, to manu- 
facture electrical goods, supplies and equipment; incorpora- 
tors: William M. Fyffe, Henry J. Fellows and William D. 
Fyffe. 

Metropolitan Refrigeration Equipment Co., Winchester, 
Mass., $100,000, to manufacture refrigeration machinery and 
appliances; incorporators: Allen Kimball, J. Clark Bennett 
and E. A. Davenport. 

The Hill Bolt Co., Detroit, $50,000, to manufacture machine 
and carriage bolts in sizes of %s inch x 6 inches and smaller; 
incorporators: R. H. Hill, C. M. Hill and W. H. Urquhart. 
National Automatic Sprinkler Co., Boston, $25,000, to manu- 
facture sprinkler systems, power plants and piping systems; 
incorporators: Francis E. Irwin, Henry J. Bateman and 


James A. Sullivan. 











Field Notes 








The new address of the Thermoid Rubber Company, Phila- 
delphia, is 248 Chestnut street. 


Faultless Sash Holder Co., Indianapolis, has moved from 
3774 Salem street to 1913 North Meridian street. 


On September 30th fire damaged a portion of the plant 
of the Graton & Knight Mfg. Co., Worcester, Mass., with loss 
reported at $25,000. 


Construction is under way on a $200,000 four-story annex 
to the plant of the Appleton Electric Company, Chicago, 
Which will add 100,000 square feet of floor space. 

The Link-Belt, Meesen-Gottfried Co., San Francisco, has 
purchased property in South San Francisco where pre- 
liminary work has been started on a plant which will cost 
about $1,000,000. 

H. Gerstein, formerly of Gerstein Bros. & Cooper, South 
Boston, Mass., has organized a new company under the nam 
of H. Gerstein & Sons, which is located at 205-211 First 
treet and 307-317 C street, South Boston. 

Stone & Webster, Inc., Boston, has been awarded contract 
for an extension to the Norfolk plant of the Virginia Electric 
& Power Co., a subsidiary of the Engineers Public Service 
Co., which will cost $5,000,000 with equipment. 

The Columbia Supply Company, Columbia, South Carolina, 
has made some changes in the personnel of the organization. 
C. Atkinson is now president and treasurer, J. E. Elean is 
secretary, and D. F. DeTreville is assistant manager. 

Mast, Foos & Co., Springfield, Ohio, manufacturers of 
pumps and windmills, expect to occupy their new modern fac- 
tory before the end of the year. This building replaces the 
one destroyed by fire several months ago, and is of brick, steel 
and concrete. 

The Southwark Supply Co. is a new plumbing, heating 
and builders’ supply house which recently opened at 1118- 
1126 Dickinson street, Philadelphia. R. T. O’Malley, formerly 
connected with the Richmond Radiator Company, is president 
and general manager of the new company. 

Seventeen different makes of American automobiles 
displayed at the Leipzig Fall Fair. The cheapest German 
car at present costs nearly $1,000 to build, so American 
manufacturers enjoy a great advantage, and have been quick 
to seize the opportunity presented at Leipzig to reach Ger- 
man buyers. 


were 


Pyrene Manufacturing Company announces an agreement 
with the Minamax Company of Germany whereby the Pyrene 
company will distribute fire extinguishers in all of the 
English speaking countries, and the Minamax concern will 


take care of the remainder of the world, insofar as its 
competitors will permit. 
The Walworth-Lally Co., San Francisco, has purchased 


the Midstate Pipe & Supply Co., Fresno, Calif, and has moved 
its Fresno branch to the building which was occupied by 
the latter company at 434 P street. R. F. Carter, formerly 
president and manager of the Midstate Pipe & Supply Co., 
is manager of the new branch. 

The contract given the Crane Co., Chicago, for the plumb- 
ing and heating fixtures, valves and fittings for the new 
Stevens Hotel, Chicago, called for more than 1,000 tons of 
wrought iron pipe, over 113 tons of steel pipe, 2,261 Corwith 
baths, 1,704 showers, 2,973 closet combinations, 3,027 lava- 
tories, 290 slop sinks, and many other special purpose 
fixtures. 

The Herberts Machinery and Supply Co., Los Angeles, 
Was awarded the grand prize for the best exhibit at the 
Industrial and Trade Exposition, held during September in 
the Civic Auditorium in Los Angeles. The Herberts com- 
pany occupied eight booths in which a great variety of 
machine tools were in operation under almost normal work- 
ing conditions. 
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Who are Seeking Opportunities for Sales and Profit 











Cleveland Cap Screws | U:-fi- Ue 


Sockets 
are made in all standard 
sizes and the trade is never and Sleeves 


disappointed because we One solid piece—Standard except the flat | 
have a large supply and they AN ORDINARY DRILL SOCKET will drive a twist drill 


2 vs js only as long as the drill has a tang. When the tang twists off 
are good cap screws. Ware- or the shank breaks, the drill is useless in the ordinary socket. 











house stocks in New York, BUT—grind a flat (time 3 minutes) on the broken drill, slip 
Chicago and Detroit. it into a ‘Use-Em-Up” Socket, and it’s as good as a new drill. 
Furnished in Sleeve or Socket Type. Specials made to order. 
The Cleveland Cap Screw Write for Jobber’s proposition, 
Company LOVEJOY TOOL WORKS 
2921 E. 79th St., Cleveland, O. 328 West Ohio Street Chicago 


THE No. 1 DOUBLE NEEDLE 


FIRE POT ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


Has no equal as it possesses every 
zood point found in other styles and 
in addition the Double Blunt Point 
Needles which add years to its life 
as the blunt needles can not enlarge 
the gas orifice. Top section can be 
removed and the Fire Pot used as a 


Torch. 


No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 





Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
CLAYTON & LAMBERT MFG. CO. and Brass Machine Screws, Brass Washers and Soldering Terminals. 
No. 1 Fire Pot. 6257 Beaubien st., DETROIT, MICHIGAN 5215 Ravenswood Ave. Chicago Ill. 
Ask for latest price , ’ 


SANDUSKY TOOL CORP. 


142 Meigs Street 3 
Sandusky, Ohio “Ht 


Manufacturers of 
Self-aligning, steel-spindle hand 
screws; wood hand screws; wood 
bench screws; cabinet makers’ 
clamps; semi-steel and wood 
planes; plane irons and machine 
knives; wood mallets; coopers’ 
wood tools; and eye, shank and 
goose-neck hoes. 





The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world. 

Carried in stock by all the leading 
Witew: tow Canadas mill supply jobbers. 


Write for No. 52 catalog. 





= —<— | a doit Champion Blower & Forge Co. 
) kei | 


Lancaster, Pa. 





j 


List Boice for Greater Profit | Blakeslee Steam Jet Pump 





3oice-Crane r They fill the n ev 
r ne tool that é nomical, speedy and a : ; : 
vate Siae-then Seidl i er. APPLICATION—Not intended for boiler 
; 3 feeding but for moving liquids from one level 
ice-Crane Bench Machines a g ; g Ss 
yeriy = ~é to another. For shallow mines, quarries, 


tanneries, coffer-dams, excavations, cellar 
drainers, etc. 

We make a Jet Pump for any purpose and 
of any metal. 
DISTRIBUTION—Widely sold by steam and 
mill supply houses. Shown in almost all 
jobbers’ catalogs. Has been the standard of 
its class with users since 1864. 


Send for New Price List No. 7. 


Blakeslee Manufacturing Co. 
10 Q Street Duquoin, Il. 





ee 


Ww. B. & J. KE. Boice, 1732 Norwood Ave., 
Toledo, Ohio 





When writing to Advertisers please mention Minti. SupPLiEs 
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A new branch office has just been opened in Utica, N. Y., 
at 107 Foster Building, 181 Genesee street, by Link-Belt 
Company, Chicago, Philadelphia and Indianapolis. This, its 
thirty-fourth office, and the third within the State of New 
York, is to be devoted especially to the sale of Link-Belt 
silent chain and Link-Belt roller chain, and will be in charge 
of F. P. Herman, Jr., who has had many years experience 
while located in the New York office of the company. 

Air Reduction Company, Inc. has acquired all the assets 
of the Dayton Oxygen & Hydrogen Products Company of 
lyayton, Ohio, thus adding another plant to the chain of 52 
plants and 169 warehouses. The Dayton plant will furnish 
a new production and distributing point for the Air Reduc- 
tion Sales Company to serve high-purity oxygen and other 
gases used in welding and cutting. The plant went into 
operation under Air Reduction management October 15th. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


~ SITUATIONS WANTED 





Purchasing Agent: Versed in mill, mine, factory, railroad 
and contractors’ supplies, either for jobbing or for industrial 
operation and maintenance. Knows material and construc- 
tive buying. Address No. 872, care MILL SUPPLIES, 537 S. 
Dearborn Street, Chicago. 

Imployed, energetic, capable sales engineer, 33 years old, 
married, seven years’ general mill supply sales experience, 
proven record, excellent references, wishes to represent manu- 
facturer in outside Chicago territory. Address No. 860, care 
MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

Sales Agent, energetic and capable, desires connection as 
distributor in New Jersey territory, with selling rights both 
direct and through dealer. Address No. 869, care MILL Sup- 


: PLIES, 537 South Dearborn St., Chicago. 
| Manufacturers’ Agent desires to take on additional lines 
+ open to representation in Louisiana and adjacent territory, 
with headquarters in New Orleans. Address No. 870, care 
, MiILuL Suppuies, 537 South Dearborn St., Chicago. 
| Man with 30 years’ buying and selling experience in mill 
} supplies wants to correspond with manufacturers of various 
lines with view of making arrangements to market such 
products to the jobbing trade in southern states. Is ac- 
quainted with the jobbing houses of the South. Will handle 
on salary or commission basis. Address No. 871, care MILL 
SUPPLIES, 557 S. Dearborn St., Chicago. 
An expert machinery and mill supply sales manager will 
consider a proposition to become general sales manager of 
mill supply house. Has had twelve years’ experience as 
alesman, branch manager for a large corporation and spe- 
cial sales representative. Has successfully organized and 
managed a machinery department for mill supply house. 
Can get real results from salesmen, and well versed in 
iles promotion methods. Position with mill supply house 
South preferred, as he has been for many yeai n sout 
ern territory. At present employed by manufacturer, with 
' om he can remain indefinitely unless the right opportunity 
i return to the supply field a For interview or furthe 
i ticulars addre No. 863, care MILL SUPPLIES, 557 S. 
' Dearborn St., Chicago. 
| High grade manager of sales and sales promotion, with 21 
; yea experience with one manufacturing organization, de 
' res a position with a manufacturer requiring a man of suc! 
ide experience. He has traveled all over the United States 
and has an extensive acquaintance with buyers in mill supply 
and hardware houses. Address No. 865, care MILL SUPPLIES 
57 S. Dearborn St., Chicago. 
i 
SALESMEN WANTED 
WANTE])—Salesman to sell transmission leather belting, 
ete. State reference, experience and territory desired. Re- 
plies treated confidentially. Address M-27, MILL SUPPLIEs, 
37 S. Dearborn street, Chicago. 
ha a 








113 


aOR At SAY OER Ma ya 





WANTED—Salesman calling regularly on mill and ma- 
chinery supply dealers and jobbers to sell high grade line 
of grinding wheels as side line. Attractive proposition; fast 
turnover. Samples weigh one pound. Goodrich Grinding 
Wheel Co., 1500 West Madison st., Chicago. 

WANTED—Salesmen. Should have some knowledge of 
saw mill requirements. Can select your territory, subject to 
prior disposal. See our advertisement on page 98 and write 
us for particulars. Cleveland Machinery Company, Cleve- 
land, Tenn. 

WANTED—Two Mill Supply Salesmen. Must have expert 
knowledge of leather belting. Men with knowledge of elec- 
trical supplies desired, but not necessary. Address Barnum 
Bros. Co., 179 River Street, Troy, N. Y. 


WANTED—-Salesmen to sell MAXTIC POWERIZER, the 
only dresser made of ingredients used in making rubber 
goods. Consequently cannot injure rubber belts. Strongly 


guaranteed. Big commissions. Dandy side-line. 
Don’t Pass This Up. 
The Maxtic Co., 
Wellesley Hills, Mass. 











FOR SALE 


FOR SALE—One Westinghouse 375 KVA Turbo Genera- 
tor Unit with Surface Condenser, complete. This unit was 
installed, but barely operated, and is all in the same condi- 
tion as new. Complete specifications and price quoted on 
request. Address Casper Supply Company, Casper, Wyo- 
ming. 





PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEETH 7) 
NO CRUSHED POINTS ~ GUARANTEED 


JD.BURRILL & SON~ ILION.NY. 
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Better Vision — Better Work 


A Profitable 
Specialty 


Patented 
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Supply 
Houses 





A man cannot do his best work when his eyes are 
squinting to protect themselves trom danger. 


ACME Eye Shiek 
rous tasks from the 
t their work through a special triplex 5 


shields the entire head and face Be 
heavy 


relieves workers at machines 


constant fear 










flexible arm permits 
sed on thes, grinders, 


machines. 


instant a 
bufters, 






Chicago Eye Shield Co. 


2300 Warren Ave., Chicago, Ill. 


ACME EYE SHIELD 
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400 N. Monticello Ave. 





“Fortify for Fire Fighting” 


Diener Fire Extinguishers 
and Safety Fire Appliances—Approved and Labelled by 


Underwriters Laboratories, Inc. V7 
: Reliability 


should be the first con- 
sideration in regard to 
fire fighting appliances. 
Diener Extinguishers 
are reliable. 


with 








Soda-Acid Extinguish- 
ers. Pump-Tank Ex- 
tinguishers. Non-Freze 
Extinguishers. 





Write for Complete ei os j 


Catalog 
showing Fire Extinguisl wr <8 [> 
ers, Oily Waste Cans, & A 
Excelsior Cans, Safety 4” 
Can Shop Cans, etc 2h 2 


DIENER PRODUCTS ARE ee THROUGH JOBBE RS 
Man 


GEO. W. DIENER MFG. CO. 


CHICAGO, ILL. 














The popularity of ‘Tor 
rid’’ Blow Torches made 
by Diener was estab 


lished by 


right price 


super quality, 
and fair deal 


Jobbers sellin ¥ them 


~ : 
have our full 


Geo. W. Diener Mig. Co. tio 
400 N. Monticelle Am, Chicago, 1 
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— with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 






Xp 


LASS) 


\ 









uD 





ofl 








To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 


verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze 
for 200 Ibs. pressure. 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 


body 
Total 
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GENUINE 


Self Lubricatins Anti-Frictional 


A — 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 


1285 Elston Ave. Chicago, Ill. 
BRANCHES 


New York 228 W. Fourth St., Los Angeles 
ton 2428 Riverside Drive, Minneapolis 




















SELF-OILING 


A REGISTERED TRADE NAME 


BULLDOZER 


POWER PUMPS 


—~ FOR GENERAL SERVICE 


s Self-Oiling 
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Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 











Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 Phone: Monroe 5356 and 5357 
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Vakers of good machinery for nearly half a century 
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HANGERS. SHAFT 
rc a . 


CHEMI( 


PURPOSES 


ptr 


ROPE AND MOTOR 


GRINDERS, BENCH AND FLOOR 


LUBRICANTS, BALL & ROLLER BEARING 
i! & M I 


Wood 3 


HE 
H i 


‘ 


HEATERS, GLUE, STEAM AND GAS 
1 Mar teas 





ou 


HEADS, EXHAUST 
ATERS, FEED WATER 
«& 0 


HEATERS, GLUE, ELECTRIC 
I t t ‘ 


HELMETS AND RESPIRATORS 
HOES 
iu bt ‘ . 
HOISTS, CHAIN 
M i . 
& Towne M 


& To 


HOISTS, ELECTRIC 
\I \I oO, 


wne Mfg, 
HOISTS, HAND 
Mo MI 


VI M ) 
HOLDERS, TOOL 


HOOKS, BEL I 


HOSE, COTTON 


HOSE, RUBBER 


HYDRAULIC LEATHER 


INS 


IRON 


IRONS, 


JOUN 


MI 


JOINTS, EXPANSION, COPPER 


KETTI 


LAMPs, 


LATHES, LABORATORY, ELECTRIC 


LAT 


INJECTORS 


ULATING MATERIALS 
PRESERVATIVES 
SOLDERING 
JACKS, LIFTING 


rERS, WOODWORKING 


Es, STEAM JACKETED 
RNIVES, MACHINE 


LACERS, BELT 


LADLEsS, MELTING 


LAMP GUARDS 


ELECTRIC, 


HES, WOODWORKING 


1 


ATHER SPECIALTIES 


I 


LEATHERS, HAND 
} Mi 


LEGs, BENCH 


OCKS, INDUSTRIAL 


LUBRICATORS 


& Foundry Co, 


ADJIUSTABLI 
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| 
a 
MACHINE TOOLS 
The Crescent Machine Co. 
Greenfield Tap & Die Corp x 
Kktoyerstord Foundry & Machine Co. Ad 
5 Sidney Machine Tool Co ‘ 
MACHINERY CLUTCHES ] 
l o Pulley & Shafting Co . 
lL) Manufacturin Corporation 
Or nont Machine Co Inc 
s Clutch & Machine Co 
l Hi Cluteh Machine & Foundry Co. 
Ihe Med Company 
Th Moo & Whi Co 
\ I schultz & Son 
r. B. Wood 8 B Co, 4 
MACHINERY, COAL HANDLING 3 
Ee. OW. 4 1 & Son Co ; 
Dodge Manufacturing Corporation 
MACHINE » CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 


Bodin 


I"? 


MACH 


M 


a) 


MACH 


toversford 
MACHINES, TIRE ROUGHING 
nited Gkas Electr 1. 


( 


MACHINES, 
Elects 


luteh & M hiner oO. 

1 Machine & Foundry Co 

GRINDING AND POLISHING 
Company 

hine Co, 





i E Tool Co, 

rd lo & Machine Co 

& Tru t M Co 

( I 

C & ( 

ted State Electrical Tool ‘ 
INERY, ICE AND REFRIGERATION 
V t M 1 ( 


ACHINES, PIPE CUTTING AND 
PHREADING 
1 Tap & Die Corp, 

M Cc 
Threadiz Machine Co 
PUNCHING AND SHEARING 
Foundry & Machine Co, 


INES, 


MACHINERY, WOODWORKING 
\ ! I ‘ 
Machine ‘ 


M 


} Tool Co 
MALLETS, WOOD 


MALLETS AND HAMMERS, RAWHIDE 
» I vhid Mt < 


MANDRELS 
M ! 





MATS AND MATTING, RUBBER 
W Yo ! 
MERCHANDISE CONVEYORS 
METAL, BEARING 
I 
! 
M 
M 
MILE LEATHERS, ALL KINDS 
} \I 
\ 
MONORAIL SWITCHES AND TURNTABLE. 
MORTISERS 
MOTORS, ELECTRIC 
MOVERS, CAR 
\T . 
MULE STANDS 
’ & M hine ¢ 
MI 1 
1 1 ! ( 
r | M ine & Foundry Co 
. AT 
NUT SETTERS 
T Stat } t T o 
NUTS. MACHINE SCREW 
NUTS, WING 
I Eberhard Mfg. Co ! 
OIL PUMPS, HAND 
Sherwood Mfc 9 
OTL WELL ACCESSORIES 
The Wm, Powell § 
OILERS, HAND 
\ M Supy es 
OILING DEVICES 
Ar ican Ir tor Co, 
Det t Lubricator C« 
'l Co 














i) Ca 


Williams Valve 
PACKING, AMMONTA 


We n Hose & Rubber Co 
Rubher Co,, In 

Manvil In 

Pi ng & Mfg. Co Ine 
hani« Rubber Coa 
k Belting & Pa ing Co, 
pu Ruhher ¢ 


HYDRAULIC 


Co, 


PACKING 
de Mf 


o Rawt 


amond Rubber Co., Ine. 
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Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 
Catalogs will be sent you free upon 
request. 


Catalog upon Standard Friction Clutches 


with single disc for moderate speeds. 
Catalog Standard Friction Clutches 


with double disc for moderate speeds. 


upon 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 


When You Stock 


the genuine 


Nason 
Steam 
Traps 


You may rest assured that 
your only duty will be to 


keep the stock replen- 
ished. 





Class B. 
1 to 20 Ibs. 





Class C. 
20 to FO Ibs. 


We have been creating 
demand and making 
friends for almost a cen- 
tury. 

Ask us about it. 





sidelug 
10 to 150 Ibs. 


Nason Manufacturing Co. 
Steam Specialty Specialists 


71 Fulton St., New York 














with sleeves for use with American Steel 
Split Pulleys. 
The Moore & White Co. 
2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 

—=— a >= =< 
=~ Sse 522 EF 2S == 
SS aS OUEST iCE= CSS = = —— 
“BS SB 25 83 2 B= 

Ba BEB 23 BS BS 
BE23 235 22, = 

|= E_EEESS= Tee -C—COCO zZ — 
225 Z® AA FBS BS 


GOULDS ROTARY PUMPS 


Should be in every dealer’s stock 


4 





Built in six sizes and four constructions, will 
handle a great variety of liquids and are good for 
heads up to 60 feet. 


Write for copy cf Catalog “M" giving prices 


GOULDS PUMPS, INC. 
Seneca Falls, New York 


" 
K( 





) 
mo) 


AAA 











TAR 
or he 


TAP WRENCH 











A greatly improved tool which reduces 
Tap, Broach and Reamer breakage. 


Distributors are getting increased new 
business. 









Evenly 
Balanced. | Reduces Tap 
Tap can breakage to 


not loosen. a minimum. 


STARK PRODUCTS CORPORATION 


3803 N. Clark St. Chicago, Ill. 








dv 
HEU 
) 
“ 
‘o 
ais 


ae 
= 


NT 8 


Fe AR ROY EEN FR ik OLDIE IRRMERS  re ccmc 


agar tap 








s-Manville, In 











I I 
Edw § ‘ ir 
i ‘ & M o., 
The Me nical Kubber Co. 
New Yor Belting & Packing Co. 
Chas. A, Schieren Co, 
The Watson-still in Co, 
I, B. Williams & Sons 

PACKING, PISTON 

Diamor Rubber Co In 
Fol M 
Lit I M I 
The Mec! bt o 
New York Be g & Pa ng Co 
The Reput 


PACKING, SHEF'1 
. se & her 


ibber Co., In 


Jenkins Bros, 





Lite I cir ‘ 
The Mechanical Rubber Co. 
New York Belting & Packing Co, 
The Republic Rubber Co, 

PACKING, VALVE STEM 
Diamond Rubber Co,, Inc 

W i t ( 
Mar ] It 
Linear | kit & M Co In 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 
Sherwood Mfg. Co. 
r _ OC KS 








The Ya & Towns 
Pani Ss, c ORRU G. TED METAL 
The W ) in 
P AINTS, INDUSTRIAL 
Joseph Dixon ¢ ible Co. 
Johns-Man e, Ir 
PANS, TOTE 
Mullins Body ry 
ANS, VACUUM 
Ar I 
“PASTE, SOLDERING 
Chicago Solder Co. 
PEGS yd PINS, BELT LACING 
= icago Rawhi Mfg. Co. 
0 or — ¢ Co. 
le ng Co, 
“P IP E THRE ADING TOOLS 
Armstrong Bros, Too! Co, 
Toledo Pipe reading Machine Co. 





PIPE HIGH PRESSURE 


The Watson-Stillman Co, 








PIPE, STEEI 
L. } ter Co 
PLANE S WOODWORKING 
PLANES, WOOD 
PLATFORMS, LIFT TRUCK 
Sr n 
PLIE Rs 
Bonr Forg 1 2 
PLUGS, “BIAS AND FUSIBLE 
A n Tr 
Sherw 7 Mfg 
The D. T. Will Vv 
The Wm. Powe! 
POLES, TUBULAR STEF1 


POTS, GLUE 


POWER TRANSMISSION APPLIANCES 


E 
gall 
R> - 
PRESSES, DRILL, JEWELERS’ SENSITIVE 
PRESSES, DR 1, AND FOOT 
P R MENG ( UPS 
Detroit Lubri r Co, 
McRae & o t Co, 
PROTECTORS, ELECTRIC LAMP 
} ¥ 
PULLEY COVERING 
PULLEYS, BALL BEARING 
PULLEYS, CAST TRON 
Birkle Machit 
Bor & Machine Co. 
———— sildibiediatamiaaaindias 





H. W. Caldwell & Son Co. 


Dodge Manufac 























turings Corporation 


Falls Clut & Macl Co 
r H l m3 & undry Ce 
I Medart 
I tt ur pany 
Royersford & Machine Co, 
E. 2 Wood 
Pt L. Le Ys, CONVEYOR 
H. W. Caldwe & son Co, 
M ( 
i “« yi 
I EH ‘ M X 
The M 
\ \\ Ink 
‘ i ‘\ ) Soh ‘ 
PULLEYS, FLANGE 
I 4 l rs 
Ll M u orporation 
& M ‘ 
I I M & ind ‘ 
The Mec t Compa 
Ti ie) \ I Wo Ii 
Rive s Co, 
se iw Lo, 
T. B. Wood Son oO 
PULL “ 1s, ERICTION CLUTCH 
Bond Foundry & Machine Co, 
~ go P aie vy & afting Co. 
Manufacturing Corporation 
‘mont Machine Co 
I h & Machinery Co 
The itch M ine & sundry ‘ 
The Medart Company 
The Moore & White Co, 
Pyott Four ( 
Re 
\ 
orporated 





PULLEYS, 


The Medart Companys 
Sia Vier 





PULLEYS, 


t igo Pulley & Shafting 





Pulley Worl 


IRON CENTER 
Manufacturing Corporation 


Ine 


LOOSE 


g Co, 
I M actur we r ration 
& M 
I M 
I Med par 
( \ \\ It 
S iw Mf i 
SJ I I 
Vi Sons (<« 
PULLEYS. MOTOR 
t M t 
M u tion 
1 M 
The Medart Company 
I \ I 
I s al Co 
Ss y Mf ( 
PELLEYS, PAPER 
\ 
PULI 7 ’ s, KOL. LEK BEARING 
Skayef B n " 
rt LLEYS. STEEF!I 
I ey ompany 
M 1 t ) on 
PULLEYS, STEE). RIM 
Med r 
PULLEYs, STEP AND TAPER CONE 
PLLLEYs, WOooD sPLit 
PUMP JACKS 
PUMPs, AIR 
PiEMPs, CENTRIFUGAL 
PUMPs. ELECTRIC 
PUMPS, GAS AND VACUUM 
M 
PUMPS. HAND AND POWER 
F M Br fi 
PUMPS, JET 
I e Mf ( 


PUMPS 
M 


FORT POTS ROE UIE, 


MINE 
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en areca 

Goulds Pumps, Inc e 

Ik, E. Myers & Bro. Co, ; 
PUMPS, OIL 

Detroit Lubricator Co, 

Leiman Bros, 

















Sherwood Mfg. Co, 3 
PUMPS. TANK 3 
economy pit Machinery Co a 
Goulds VPunips i € 
kr, E, Myers & Bro. Co, E 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE VERVICAI 
rUBE 
Nason Manufacturing Co. : 
RAILS, ELECTRIC MOTOR 4 
Birkle Machine Works 4 
RAILS, STEEL 7 
L. B. Foster Co. é 
RANGE BOLLERS 
Wm. B. Scaife & Sons Co, 3 
RASPIS 
Delta File Works 
Scandinavian Western Importing Co., Lta. 
RATCHETs 
Armstrong Bros, Tool Co, 
REAMEKS 
Cleveland Twist Drill Co, 
Greentield Tap & Die Corp 
Morse Pwist brill & Machine Co, 
KE = Ks, ELECTRIC 
Black & Decker t (‘o 
Phe Van born A shel « Tool Co 
KEDUCEKRKs, sPKEKD 
The Hill Clutch, Machine & Foundry Co, 
Rk ELECTRIC LAMP 
Appleton bk c Company “Reelite’”’ 
Kiosk ATING POULS, VALVE 
The Black & Decker Mfg. Co 
M. kb. Skinner Co 
yo fh gl 
Kitussell, But ard Bolt & Nut Co. 
ROUFINGS, ASBESTOS 
Johns-Manville, Ine 
RKROoVk DRIVES 
H, W. Caldwell & Son Co. i 
Dodge M wnufa turkass Corporation ni 
I ( ite] hinery (Co, P| 


The Hill ( “lute h, v Mac hine & Foundry Co, 
The Medart Company 
I Bb. Wood 





WIRE 
Williamsport W Ktope Co 
KL BBER GOUDs, MECHANICAL 
Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Jenkins 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
The Republic Rubber Co, 
SAFE TY DEVICES 
hicago Eye Shield Company 
escent Ma chine Co, 
Manufacturing Corporation 
SAND BLAST OUTFIts 
Leiman Bros. 


SAWDUST CONVEYORS AND CONVEYOR 
CHLAIN 


Bros, 








he Cr 
Dodge 











M hiner Company 
BAND 
Amer n Co, 
! 
Ru S 
7 é escent Machine fi 
SAWS, CIRCULAR 
I J 
<AW: Ss, HAC RK (Blades) 
American Saw & Mfg. Co. 
\ t saw ; iat. < 
SAWS. HAND 
SAWs, SWING. CUT-OFF 


The Crescent Machine Co. 
ELECTRIC 








The I Co, 
SCREWDE IVE RS HAND 
w & Mfg f 
SCREW MAC HINES PRODUCTS ' 
I Steel ¢ oO. 
SCREW PLATES 
nfield T & Cor 
Morse Twist Drill & Machine a. i 
SCREWS, BENCH ' 
SCREWS, CAP AND SET t 
I M 
wr | ‘ ! t ‘ 
erior S & Bolt Mfg 
SC REWS, HAND 
“ T 


sé RE pet LAG 
| 

SCREWS, MAC MINE, 

\ ' ‘ 

Eleo Tool & ( 

SCREWS, SAFETY SET 

Allen Mfg. Co. 


UBRR ASS AND TRON 


Screw 


LAPP PE PE EP AE PAROS HEE MEI 
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Air Tanks, Gasoline or Oil Tanks, Expansion Tanks 
Riveted—Welded—Copper Brazed; Plain or Galvanized 


We are prepared to manufacture Copper-Brazed Tanks in conformity with 
4. S. M. E. Unfired Pressure Vessel Code 


WATER FILTERS and PURIFIERS for every use 


Range Boilers 


aA BBCAlre : 
PITTS: 
"zed A 





wen.B. & SONS & 





FOUNDED 


™“ | PILI ERS 


Chicago—38 So. Dearborn St. 


PrvTTSBuRGH 
PENNA 





New York—26 Cortland St. 














ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 














Sell a full line 
of Moncrieff Gauge Glasses 


PERTH § 


THE COLUMBUS 
ANVIL & FORGING CO. 


You can assure your cus 





The Famous “Arm & Hammer” 


Wrought Iron Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 











tomers that Moncrieff 
Gauge Glasses, like Jenkins 
Valves and Jenkins Pack- 
ings, are made for the maxi 
mum service, not merely 
the average. 


These fine Scotch Gauge 
Glasses are furnished in five 
types to fit various needs. 
These five varieties of 
Moncrieff Glasses provide 
stock 
which the engineer can sel- 
ect a glass best suited for 
his work. 


a range ot from 


JENKINS BROS. 


Scotch ¢ GLASSES 


80 White Street 

524 Atlantic Avenue 

133 No. Seventh Street 
646 Washington Boulevard 


New York, N. Y 
Boston, 
Philadelphia, Pa 


Chicago, Il 


for steam pres 
sures up to 200 
Ibs 


UNIFIC Q 


for steam pres 
sures up to 400 
Ibs. 


(BEACON REDD 


an enamelled glass 
with red indicator 
line for 
e uptols 


steam 


pressur 
ee 


(WHITE ENAMEL ) 


i glass with whit 

Ned ha 

ick 

eam pres 
ip to | 





(CUBRICATOR 0) 
lubricator glass 


Mass 








ma 


When writing to 





Advertisers please mention Mitt Suppties. 











The |} ‘ TOOLS, MACHINISTS’ 
St l Stee oO American Swiss | ile & Tool Co 
SCREWSs, THUMB Armstrong Bros Tool Co. 
E G - nO tio! Bonney Forge & Tool Works 
T) Eber d M Co De File W orks 
SCREWS, WOOD ee eee ee , 
T & Screw Corp ian Western Importing Co,, Ltd 
. . voplaache aa - . " ams & Co, 
SEPARATORS, OLL AND STEAM ele ‘ 
The Sw urtwout ( a . TOOLS, P ut MBERS' AND STEAMPITTERS' 
SHAFTING, FLEXIBLE ee ee eee 
Renu il ; es inc. “ afield ms & a 
p .. € i « loledo | ling M hit Co 
SHAFTING, STEEL raters 
«& \I hine Co . t M 
& : TOOLS, SAW 
‘ E Atkins & »., Ine, 
“ 0 - ~ vy & S Co, 
POOLS, VALVE RESEATING 
\ . i -_ t Mit 
I H \I & M. I C , 
- rORCHES, BLOW 
= S & MM 
SHAPERS, WOODWORKING “da ab bfeagt 
1 ‘ ! I l it i I » \ 
Se eee Phe 1 \ 
SHEAVES, MANILA AND WIRE ROPE sige aioe Ho alt ayaa 
~ Pigs PRACK SYSTE Ms, OVERHEAD 
M \ 
~ 
' uM rRAC TORS INDUSTRIAL, ELECTRIC 
1 I & T 
T BW Jor : TRATLERS _INDUSTRIAL 
SHIELDS, FACE AND EYE PROTECTION I oh 
, SI TIEANSMISSION, VARIABLE SPEED 
SHINGLES, ASBESTOS ‘hep 
SHOVELS, HAND ragre are AND SEDIMEN' 
r The Swartwout Company 
10 I Ss, -OWER ¥ 
- Co RAPS, RADIATOR 
SLEEVES ‘AND SOCKETS, DRILI i 
s P rRAPS, STEAM 
at M i V A I I «¢ 
SOLDER, BAR AND WIRE a es t 
t M a ; y y nt \N Y \I t 
SULDERING COPPERS, FLUX, PASTE AND lL. T.W \ 
SALTS Sw . mpat 
Solder I I TROLLEYS 
SPEED TRANFORMERS I i 
i Riehards-Wilcox Mf Cc 
SPLITTERS, NUI The ¥ & Towne Mfg. ¢ 
I I TR UCK CASTERS 
SPROCKETS ne turit . 
A & Ss ret ( Ks, " AND. PRESSED STEEL 
ott Four I 
cadien ny rRUCKS, INDUSTRIAL, ELECTRIC 
= & So rhe ¥ & 7 
STANDS, DRILL TRUCKS, LIFT 
+ C+ y Te 
STANDS, EMERY WHEEL TUBES, BOILER 
I in N 
STEAM SPECIALTIES TUBING, RU BBER 
A me r Ir New ¥ & } oO 
The V. D. A Tt BING, STEEL 
G. M. N Tube 
re I rURNBUCKLES 
Me ( B 7 A 
Ni I M TI Eberhard Mf 
r Mel - UNIONS, BRASS AND IRON 
\\ v I ) M lron Co 
Vi Ww r WW we on y 
Phe 7 : VAI v E LEATHERS 
STEEI Edw R, Lade Ir 
i & 4 I . 
: \ AL VE- NIONS 
STOC KS AND DIES N M Sena 
nist ee VALVES, BALANCED, FLOAT 
rr M = 
Rovere otc rs aeeisiibiiiis: Cie VALVES, BLOW OF! 
STRAINERS cr Ma 
MI | Tr D. 7 Wi ams Val 
STRAPS, LEATHER :, VaRTES, CHECK 
h oo! hid Mfg ( I . 
} 4 Q = ( P, bi 6 
B ms & Sor " - D. T. Williams ¥ 
SWAGES, UPSET artikel aa 
KE ‘ Ir 
. VE OLD T 
TABLES, SAW z v ALVES, é Ln WATER, BAI ATA 
"Tt r hine Cc 
a Se Ce VALVES, GAT GLOBE AND ANGLE 
I I o I ? M F Ire 
TABLES, STEAM ins 1 
Arir “¢ The Ot Br ( 
TAKE-UPS . aten: Sina 
> He Ve M I o 
rANKS, PRESSURE The D. T. W ms V ( 
Ww B.S & Sor VALVES, HIGH PRESSURE 
rAPE, FRICTION j Bro 
Jor l Ir Tr I Pow ] 
PAPER PINS Her Vi M 
1 Tr I T \ I Va 
TAPPERS ELECTRIC Walwo om? 
TAPP ING ATTACHMENTS VALVES, HYDRAULIC 
Eastern T & T Inc, Ett Jenkir . 
TAPS The W we 
G nf Tan & D r Her Ve M I Co 
M Twist I Mar \ vorth Comr 
TILING. RUBBER, IN’ TE RLOC KING The Wat Stillman Cc 
New }¥ Iting & P The D. T lliams Valve Co. 
TOOLS, BORING VALVES, POP SAFETY AND RELIEF 
Armstrong Br . Tor ( t it Lubricator o 
W he writing to Advertisers please mention Mitt 
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} 
The Wm. Powell Co, ; 
Walworth Company 
VALVES, PRESSURE REGULATOR Z 
G. M. Davis Regulator Co 
Mason Regulator Co | 
Walworth Company 4 
VALVES, PUMP, RUBBER i 
Diamond Rubber Co., Inc : 
Jenkins Bros, 
T) Mechanical Rubber Co 
New York Belting & Packing Co, ‘ 
Vv AL _ s, QUICK OPENING HM 
Nason Manufacturing Co 
V a VES, RADIATOR 
t it Lu or Co 
Phe Ohio Brass Ce 
I \\ Pow Ce 
Walworth Com pany 
The bD. T. Wi Valve Co 
\ AL VE Ss, THROTTLE 
i t ‘4 
J 
W we ( n 
r | V e Co 
VISE Ss, “BE N¢ H, — CLAMP 
bso. & Tor Wo s 
VISES, DRILL L PRESS 
Yost M ‘ 
VISES, MACHINISTS’ 
& T Works 
\ & Mig oO 
1 ‘ Co Dropfo 
I I M ) 
‘ | 
M 7) 
VISES, PATTERN MAKERS’ 
y \M ( 
VISES, PIPE 
( n \ & Mig. o. 
G t Tap & Die Corp, 
tio nds Mfg. Co 
l 
| t \ ne ? 
Toledo Pipe Threading Machine Co 
\\ ve 7 
Y M oO. 
ViIsks, WOODWORKERS’, RAPID ACTING 
Colu \ & Mfg. Co, 
Prent \ 
Y« M ‘ 
Ww nee KS, BRASS 
Econor Ser yration 
w ASHE KS, LEATHER 
t co Rawhide oO 
Edw Rt. Ladew Co., ‘In 
Ww — Rs, RUBBER 
” u ne 
New Y« iB & Packing Co 
I It 1 Rubber Ce 
WATER CLOSETS, FROST PROOF 
a. % Co. 
“ ATE R FILTERS AND SOFTENERS 
Wi I & s Co 
w ATE Rr LEVEL CONTROL 
Nason Manuf turing Co 
WATERPROOFING 
J M le, Tr 
ELS, sn arvana 
vy Y j & P Co 
\ I Ss & 
wir ING C LOTHS, MACHINERY 
A & ) 
San er o., Inc, 
ROPE 
\ ; Wire 
— SOL DE R 
_ WOODWORKE Rs, VARIETY 
Cr er Lachine ) 
The Sidne Sachinee Tool Co 
” RENCH SETS 
Armstrong B Tool ¢ 
I I I & T Worke 
H. Wi I & 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Wie y rth ' 
IH. Wil 
WEE NC He Ss, —_—e If 
I duct t 
M RE NO HE s, Hor PER CAR 
Ad Mi 
WRENCHES, OPEN END 
Armst ng Bro Tool ¢ 
Bont Forge & Tor Works 
Brow! Mfg. (« 
i. \ int or 
“ RE NCHES, PIPE 
Arr tror Br Tool Co 
Bonney Forge “8 Tool Work 
Greenfield Tap & Di Corp 
Lawson Mrz. Co 
Walw Company 
d. H Williams. & Co 
wW — NC _— s. PIPE, CHAIN 
Arr tro oO 
J. H,. Will & 
Wr EK Ne NE REAMER 
St k Products Corporation 
‘a RE Ne HE s, SOCKET 
Th Aller Co 
Armstror Bre ‘9 
The Bl & D I Mrs Co 
Ronney Forge Tool bd orks 
Stark Products. Corporation 
WRENC HES, TAP 
Stark Product Corporation 


SUPPLIES 
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CA New Drill ~ 


“‘With the Pistol 


Grip and Trigger Switch’’ 





announced by 


BLACK & DECKER 














se touch withcurt 














%s-inch Special Ball Bearing Electric Drill . . . 


If-inch Drill. Thi 



























1, or le switch. The over-all le 
t p- a eT ments of in- been reduced to a minimum, s¢ 
revery line of business using port- dustry ull ches possible to drill 
icated clearly the need rhe new Fiv tht cial ¢ gen- has been arranged so that it acts 
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ONCENTRATED in these new, all-red. all-steel* 
“Americans” are more than thirty-one years of 
specialized experience in applying engineering prin- 
ciples to the manufacture of pressed steel products. 


Side members and cross members are so shaped that 
rigidity opposes stress and strain from every direc- 
tion, and that the greatest strength is found where 
the heaviest load is imposed. Every partis designed 
for its task. And all of this is acomplished without 
extra weight. “‘American” Trucks are as light as wood. 
‘“‘American” Trucks are balanced and easy-running. 


Even the effect of possible accidents has been antic- 
ipated in their design. A breaking cable may drop 
a huge load and bend or break some part of the 
truck, but it can be quickly and easily replaced by 
an unskilled workman. 


The same organization which made “American” 
Pulleys and Hangers the outstanding leaders in their 
respective fields, turned its attention to a study of 
the problems of hand truck operation that these 
might be anticipated in the “American” Truck when 
it was brought out after many months of the 
Severest tests. 


“‘American” Pressed Steel Hand Trucks will save 
money and labor for your customers, Every sale 
will bea builder of good will and more sales. If you 
are not already concentrating on this ‘‘American” 
line, write or wire to find out if your territory is one 
of those still open. 


* All steel, except the hand grips, which 
are wood for comfort in handling 


THE AMERICAN PULLEY CO. 


Manufacturers of Steel Split Transmission 
Pulleys, Pressed Steel Shapes, Pressed 
Steel Hand Trucks and Pressed 
Steel Shaft Hangers 


4200 Wissahickon Avenue Philadelphia, Pa. 


MERICAN 


PRESSED STEEL 


TRUCK 


PATENTS 4 6 














rt ITA R~@ 125 
we ct 


SESE! SP 





Call your prospect’s attention 
to these little hand-truck 
features that make a 
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Cap Screw Heads that are 
Consistently Perfect 


A broad statement to make—but one that any user of Ferry 
Heat-Treated Cap Screws will admit. 


The heads of Ferry Cap Screws are clean cut, smooth, and true. 


Made so by the famous Ferry patented die compression principle 
of forming heads and the careful machining of them. 


Ferry Products are packed in remarkably strong containers for 
the hardware trade. 


Send us your next order—don’t delay. Our prices are right—our 
service prompt. 


“If it’s upset—-it must be heat-treated.” 


THE Ferry Carp & SET SCREW Co. 


2151 Seranton Road Cleveland, Ohio 
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PROCESS SCREWS 
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